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In Ray-O-Vae’s Leakproof Batteries, 





the patented sealed-in-steel construc- 
tion seals the power in — it doesn’t 
leak out—it’s there when it’s needed. 

In army and navy flashlights, ra- 
dios, and telephones, on every front, 
millions of Ray-O-Vac LEAKPROOF 
Batteries are proving their superior- 
ity—making friends with millions of 
service men who will demand them 


from you when they return. 


RAY-O-VAC COMPANY * MADISON, WISCONSIN 





Was Crouched here in the front line, the 


~* . . 4 = 
Signal Corps observer directs death and 4 Se) CUAQIE ALL a 


destruction into enemy entrenchments. By z | 
walkie-talkie radio or along hastily laid tele- Ry if ‘ t 14 \ is ~ 
phone lines, his words come through strong om | 


and clear, thanks to Ray-O-Vac batteries 
with their preserved power. 
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» DAIRY FARMERS 
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STARLINE 


Farm and Barn Equipment nee on 
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Originated, Patent. 
Firs’ Perfected 
by Starline, 


FoR HELP : 
—in producing more milk... 


—saving farm hours... 
—protecting their herds... 


Today Dairy Farmers have the urgent responsibility of produc- j 

ing more milk for the War Effort. Dealers in turn, have the = ame evenly, 
responsibility of providing the essential tools to help the Farmer wist or bind, 
in this important job. Starline Farm and Barn Equipment will 

save those farmers many hours of work, ease their labor short- 

ages, protect their herds, and produce More Milk. 


By Government order more Barn Equipment is available — yet 
not enough to supply all demands. So carefully check your 
farmers’ minimum requirements for Starline Steel Stalls, Stan- 
chions, Pens, Water Bowls, Litter Carriers, Hay Carriers, Venti- 
lating Equipment, and Barn Door Hangers. 


LITTE 
Look To Starline — for the essentials in Barn Equipment for the He ary ARRIERS 4 


Home Front. 


STARLINE IN WAR PRODUCTION | 


In a separate factory, Starline is also supplying the 
Fighting Front with important war materials. In Post 
War “look to Starline” for the latest developments in 
Barn Equipment — a leadership Starline has earned 
for over 60 years. 


and PATENTED 
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“LIVE AT HOME AND LIKE IT” 


New Theme in Hardware Promotion Helps Dealers Combine 
New Lines, Sell More Products for Better Wartime Living 


Here is a new type of promo- 
tion that may help you move 
more of those “non-metal” 
goods you may have on your 
shelves or counter and floor dis- 
plays, so as to maintain volume 
during this time of metal 
scarcities. 


If you, like many dealers, are 
stocking attractive products for 





the home, made of non-essen- 
tial materials such as wall- 
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paper, glassware, furniture, toys, 
games, cooking utensils, you 
will sell them more readily if you 
tie them all into a single “sales 


package”. 


For example, we suggest pro- 
motions with such themes as 
“Live at home and like it”— 
“Stay-at-homes save transpor- 
tation” — “Bright, cheerful 
homes to keep the home front 
strong,” and similar ideas, all 
pointing to better wartime liv- 
ing and more wartime selling. 


Products that make the home 
brighter and life more agreeable, 
and provide healthful recreation 
after work,, will naturally in- 
clude some that are used for 
specific maintenance purposes as 
well. Thus, the redecorated 
attic playroom, shown in the 
picture on this page, may also 
require scratch removers, floor 
refinishers, and wallpaper sup- 
plies such as cleaners, deadening 
felt, smoothing brushes, and 
similar products (suggesting 
rental as well as sales opportuni- 
ties). 


A few of the “cheer-up” prod- 
ucts, which may be adaptable to 








You may get an idea for a good window display from this YALE 
advertisement at right, appearing in the Saturday Evening Post, as 
well as from the suggested window display shown above. 





your store and stock and to sales 
opportunities in your locality, 
include: 


Archery equipment 
Baby chicks 
Badminton equipment 
Baseball goods 
Beekeepers’ supplies 
Dinette sets 
Dog supplies 
Dresser sets 
Furniture 
small tables 
juvenile 
unfinished 
Gift goods 
Glassware 
Goldfish and supplies 
Paints and specialties 
Paper goods 








Picnic sets 

Play-yard equipment 

Porch curtains and valances 
Pottery items 
Softball equipment 

Toys 

Wallpaper and supplies 


and many others 


HARDWARE STORES SELL FOOD 
IN MINNEAPOLIS AREA 

Conversion has been so whole- 
hearted in and around Minne- 
apolis that food items have been 
added from time to time in 
some stores, according to the 
regional office of the Depart- 
ment of Commerce, “until a 
considerable portion of display 





and stock space is devoted to 
grocery lines.” 


REMIND YOUR CUSTOMERS 
ABOUT “HOME” LOANS 
FOR REMODELING 


Some of your customers may 
not know or remember that they 
may obtain money and priority 
ratings under the National 
Housing Act for (1) remodeling 
to house war workers and (2) 
home repairs essential to health 
and sanitation. Reminding them 
may mean a sizeable bit of busi- 
ness for you. 


Follow the Yale Wartime 
Progress Plan... regularly 
in your Hardware Papers 





The name YALE helps make the sale 








Hardware Age, published every —_ Sey by nagar Oo. (Ine. ). 


March 8, 1879 ( Printed in U. 8. 


NOVEMBER 11, 1943 


$1.00 per 


year. 


Bntered as second-class matter March 24, 1988, at the Post Office at Philadelphia under the Act of 
ingle copies, 25¢ each. Vol. 158, No. 10. 
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F Atkins and Conan has 
Pentru: 3 with the résponsibility of keeping * 
Sy Rsaws cutting tirelessly in thousands of plants. 
> For, in this wor, the saw which cuts the 
numberless parts which go into mechanized 
armaments is a tool of paramount import- 
ance. Every weapon, machine or instrument 
of war begins with a cutting stroke. 


We are proud to report the use of Atkins 
Saws in. many new plants cutting new 
materials; with the success to be expected 
of 86 years of experience. Combined with 
experience ore numerous practical demon- 
strations by Atkins engineers—all with a 
view to getting the right tool on every 
specific cutting job. 

In the metal cutting field, saws of the 
“Curled-Chip” design have set new high 
standards of metal cutting saw performance. 
Atkins Engineering extends to other flelds— © 
to the timber industry with equipment like — 
the new Electric Tree Faller—to supplying 
saws for ee units ashore, afloat and 
aloft, ; 
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Culting a Name for Them4selues 


IN EVERY PHASE OF WAR PRODUCTION 
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Planning Real Homes! 


War-workers living in trailer or temporary-housing 
“projects” are planning to make their dreams of an after- 
victory home a reality. Many of these war-workers swear 
that they'll spend weeks in bed, once peace is declared. 
This promises a good crop of future customers for bed- 
room hardware. 

And that’s where you can helpfully and profitably do 
your share with Stanley Hardware. You may depend on 
it— there will be a wealth of Stanley items which will 
cater pleasantly to appearance, efficiency, neatness and 
comfort in the 194X bedroom. 

No, we won't neglect those time-proved standard items 
that always sell and sell. After the war, Stanley will be 
out in front as usual with smart, smooth-functioning 





types and styles that will meet every requirement of 
architecture and interior design. As a dealer in Stanley 
Hardware, you can take a prominent part in that coming 
brighter era when post-war homes will rise again in your 
community. The Stanley Works, New Britain, Conn. 
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Gacocbsen Exgines. 


.»e AT WAR TODAY - 


--- ON YOUR 
MOWERS 
TOMORROW 





Jacobsen Lawn Queen 
Power Mower 





Jacobsen 
All-Steel 
Hand Mower 






WASHINGTON 









gi ns and ammuni- 
Sm speeding vital 

: lines ifs }, com- 

manding’ posts 





, a EZ Z 
Energy for battle front communications must be. provided by light, 


portable power, like the Jacobsen “Back-Pack” Power Unit shown here. 
They are now being made exclusively for the United States Signal Corps, 
and have the same dependable characteristics as the light, air-cooled, 
two-cycle engines that drive Jacobsen Power Mowers. 


When peace comes, these engines will again be built into Jacobsen 
Power Mowers for homes, parks, cemeteries and golf courses. And in 
addition, we will have for the hardware trade a complete line of water 
systems, both shallow and deep well types, and that famous light-running 
All-Steel Jacobsen Hand Mower. 





acobsen 


MANUFACTURING CO. 


he © se | RACINE, WESCON SIN 


HARDWARE AGE 











~ 


kl: 5st ee 


Sa nae 











muni- 
z vital 
, com- 


light, 
here. 
Lorps, 
»0led, 


obsen 
nd in 
water 
nning 











Ta ao 


crak set 


“ee 


ee 


Fea aah 


TWO MIGHTY GOOD 
REASONS WHY HARD- 
WARE MEN FIND IT 
PROFITABLE TO SELL 


FIBRE-BONDED 
RAPID-FLO 


A better product — 
constantly improved. 


2 Widespread demand cre- 
ated by satisfied users and 
national advertising. 
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@ Millions of Dairy 
Farmers from coast 
to coast are read- 
ing about the new 
and improved J&J 
Rapid-Flo filter 
disk in Country 
Gentleman and other 
farm magazines. 



















NEW IMPROVED JzJ FIBRE-BONDED RAPID-FLO FILTER DISK 


PROVIDES Safer MILK FILTRATION AT NO INCREASE IN PRICE 


Look to the leader for leadership! Dairy farmers have shown over- together forming a strong efficient filter disk that overcomes washing 
whelming preference for Rapid-Flo filter disks. This confidence or channeling, thin spots or fibre separation, even in old-type strainers. 
in Johnson & Johnson leadership has not dulled our determination 
to provide an even greater margin of safety in milk filtration 
wherever possible. 


Every day more farmers by the thousands are proving for 
themselves the added safety and protection of the New Improved 
Fibre-Bonded Rapid-Flo Filter Disk. This outstanding perform- 





a filter disks—the new FILTER PRODUCTS DIVISION ance means steady sales for hardware 

‘tbre-Bonded process—is the result of con- men. Carry a complete supply of popular 

tinuous research and farm testing. Fibre- sizes in all three types, Plain, Single or 

Bonding is an exclusive J &J patented process. Double-Faced. Freight Prepaid on orders 
Thousands of tiny cotton fibres are bonded 4949 W. 65TH ST., CHICAGO, ILLINOIS of 5 cases or more. 
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TOMORROW 


All of the many “Superior” Products will be avail- 
able to you when Victory is won. Profit by using 
Superior Plastic and Metal Trim, Linoleum 
Bindings, Curtain Rods and other items that 
have proven themselves so well in the past. 
Before our facilities were needed to 
produce war materials, our policy 
was to serve you promptly and 
efficiently. Tomorrow the pol- 
icy will be the same—with 
new skills, enlarged and 
improved facilities and 
broadened experi- 
ence added to give 
you finer prod- 
ucts at greater 
value than 
ever be- 








“SUPERIOR” p , Our ware- 


houses are 





Towel B 
aac not loaded 


Curtain Rods , a with Metal Trim 
Aluminum Mouldings purchased be- 


Seam & Edge Bindings Rie fore the War. Some 
. ‘ * BE items of Plastic Trim 
Plastic Decorative Trims mn a Che 


Stainless Steel Mouldings for circular and details. 


@# Youngstown Manufacturing, Inc. ‘2 


66-76 SOUTH PROSPECT STREET — YOUNGSTOWN, OHIO 
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CONFORMS WITH GOVERNMENT RESTRICTIONS 
ON USE OF RUBBER 


IT STICKS 
IT HOLDS 
IT LASTS 


“i bey 


ENTIRE PACKAGE 
CELLOPHANE WRAPPED. 
AN EXCLUSIVE 
BWH FEATURE 


BUSION WOVEA hUot & RUBBER CO 


CAMBRIDGE, MASS. 


| 


NOVEMBER 11, 1943 





MALLEABLE 


FUEL 
SAVERS 


MODERN. DESIGN 
COAL- WO0OD RANGE. 


This Monarch Coal-Wood Range is govern- 
ment-approved for limited production. 
It is a substantially-built unit, having the 
basic features of Monarch construction, 
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Advertised in lead- 


ing farm papers and including Vitrifused, ‘‘glass-lined” flues. . 
magazines. In addition to giving dependable service, i 

it will effect important savings in fuel and ; 

make a pleasing appearance in any ¥ 


kitchen. Write for dealer information and 
prices while stock is available. 


Menarch HUMID-A-HEET 
COAL-WOOD CIRCULATOR 


A circulating coal-wood type heater with 
18” firepot. Designed for efficient, eco- 
nomical heating. Ideal for the average 
house. Heating capacity under normal 
conditions, 7,000 cu. ft. 


Ee 


MALLEABLE IRON RANGE CO. 


BEAVER DAM, WIS. 
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One M-4 tank 
uses as many 
G-E lamps 
as a small house! 





It’s true! A General Sherman (M-4) tank uses 27 G-E lamp 
bulbs, about the number in the average horne. Five are shown 
here. A full armored division uses 60,000 lamps . @ year’s 
supply for every home in Hackensack, N. J. General Electric 
research that developed these and other G-E lamps used by 
the armed forces is your assurance that the G-E lamps you 
handle are made to stay brighter longer. 








Key to tank lamps: (1) G-E “‘all-glass”’ spot and signal lamp (2) Black- 
out lamp (3) Headlight lamp (4) Compass illuminator (5) Inspection lamp. 


iL 
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Help save coal by turning off 


unnecessary lights 


“If everybody throughout the country remembered to turn off 
the cellar light, or the bedroom lamp, or any other lights not in 
use, many tons of coal vitally needed for'war production could 
be conserved every week.” That was the gist of a recent message 
by Dick Stark, announcer on “The G-E All-Girl Orchestra” 
radio program. He also said: 
“Nobody is asking you to spend your evenings sitting in the dark 
you can have all the light you need in the places and at the 
time it’s required . . . Turn off lamps not in use, lamps in un- 
occupied rooms; keep your G-E lamp bulbs and reflectors clean; 
sit close to the light source when you sew or read; and share the 
light by making one lamp serve two or more people.” 
This adyice applies to everyone both in their homes and (with 
slight revision) to every storekeeper and office worker. 
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THE BEST INVESTMENT IN THE WORLD IS IN THIS COUNTRY’S FUTURE — BUY WAR BONDS! 


4-COLOR NOVEMBER 
G-E LAMP AD 


This ad appears in four colors in Nov. 
20th Collier’s. Other G-E lamp ads 
appear in the November issues of these 
magazines: Nov. 2nd Look, Nov. 6th 
and 20th Post, Nov. 8th and 22nd 
Time and Newsweek, Nov. 5th and 
19th U. S. News, Nov. 15 Life, Nov. 
20th Liberty and Business Week. Also 
True Story, Nation’s Business, Better 
Homes and Gardens, Hygeia, and 
Popular Mechanics. 


Hear the G-E radio programs: "The 
G-E All-Girl Orchestra,” Sun., 10 p.m., 
EWT, NBC; “The World Today” news 
every weekday, 6:45 p.m., EWT, CBS. 
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COUNTER SEEN ...1S COUNTER SOLD! 


DISPLAY 


Cash in on this beautiful Trimz display and self- 
service selling unit on your counter! Over 12 
million packages of Trimz have been sold in 
less than a year because women have discovered 
how easy it is to achieve gay, colorful decora- 
tion in the home at a cost of a few cents per 
room. Trimz are washable. Sunfast. They're pre- 
pasted and easy to use. Customers simply dip 
them in water and apply. Order an ALL-ROOM 
opening assortment. They’re all-season sellers. 
New designs are now ready for shipment. ALL- 


ROOM assortment No. T-18 contains two dozen 
each of four 15c, twelve 20c, and four 29c 
patterns. Cost, $57.68. Selling price, $99.44. 
Shipped F.Q.B. Chicago. 


NEW DISPLAY...FREE 


The center section of the Trimz display and self-selling unit 
(illustrated above) is available FREE with your initial 
order. Permits forward stock of Trimz patterns. Ask for 
details regarding additional sections. This effective display 
fits any counter. Designate style TC-18 on your order, giving 
width of counter. Special type displays for other than chain 
stores also available. Address inquiries to Dept. T-411 


THESE NATIONAL MAGAZINES with a combined circulation of 15 million are 


carrying the story about TRIMZ to women in every community. Cash in on TRIMZ now! 


LADIES’ HOME JOURNAL 
WOMAN'S HOME COMPANION 


Speed Victory... 


Pate a 
ie ae 
Soak ae 


BETTER HOMES & GARDENS 
PARENTS’ MAGAZINE 


Suy War Fonds 


AMERICAN HOME 
TRUE STORY 


Se, 


| Ca Caick 
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They’re different .. . the Kyanize national magazine 
Surface 


advertisements for the coming season. 


They say it 
with a smile. They radiate good cheer. Like Kyanize 
paint products themselves, they are full of life. 


SAVE the NATION 
jrom INFLATION 
Above all, Kyanize advertising points the way to mil- 
lions of home owners who are obliged to preserve USE IT UP 
and might as well beautify the things they now have, 
since replacements are out. WEAR IT OUT 
Dealers who identify themselves with Kyanize ad- MAKE IT DO 
vertising will be cheered by the buying that results. 
BOSTON VABNISH COMPANY 
In these 1524S. Western Ave. 
MAGAZINES 


OR DO WITHOUT 
Chicage 8. Ti, Everett 49, Mass. 419 East Third St. 
LADIES’ HOME 
JOURNAL 


Los Angeles 13, Cal. 
Xi SELF-SMOOTHING 

Circulation: 4,252,457 

BETTER HOMES AND 
GARDENS 
Circulation: 2,470,917 
HOME 
Circulation: 2,278,750 . 
COUNTRY 
TLEMA 


GEN N 
Circulation: 2,145,014 


PAINTS * VARNISHES « ENAMELS 
















































































rs P Doc! 
Yous it en oar MY RADIOS ON THE 
5 7 ee no age BLINK AGAIN ! 
NAILS | HINGES MY ROASTER | WANNA RENT 
TOASTER & WONT WORK ASNOW SHOVEL 
Your REPAIRS 
PROBLEM gg, 7 Soe 
IS OUR A PANE OF GLASS 
; : DO You 
BUSINE ° FIX TRAPS? 
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HOW SOON, MR. DEALER, HOW SOON? 


The proprietor’s elated 
With the work he’s getting done; 
His Fixit Center’s popular with 


Mother, Dad & Son. 


It always has seemed to us that the Hardware Dealer has 
as big a stake in the future of America as has any other 
business. It would be difficult indeed to convince the 
average American citizen that he could get along without 
his local hardware store. 

For years, the Hardware Store has been a sort of repair 
center—a place where the farmer and the townsfolk 
could buy and have repaired the implements, tools and 
ordinary necessities of home life. The war has only intensi- 
fied this function of the hardware store—because the things 
we have now must last longer. Therefore, the Hardware 


Store has become our Fixit Center—the place where our 
equipment again can be placed in operating condition. 

For years, the glass industry has looked to the Hardware 
Store as a prime outlet for Window Glass, because it gives 
service and is conveniently located to many people. We’ve 
found that most progressive dealers handle Libbey -Owens- 
Ford Quality Window Glass because its longer annealing 
process makes it easier 





to cut... easier to han- 





dle...and creates less 
breakage. So, if your 
supply is running low, 
why not ask your regu- 
lar L-O-F Distributor 
to replenish your stock 
with this finer, clearer 
window glass. 


USE THIS CARTOON 


te gain customer good will. Put 
it in your windows and on 
counter tops. It’s furnished with- 
out advertising upon receipt 
of a penny postcard, asking 
for Cartoon No. 46, addressed 
to Libbey-Owens-Ford, 30113 
Nicholas Building, Toledo 3, O. 




















LIBBEY-OWENS°FORD 
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What's a piece of \iwmezad weatherstrip 


got to do with winning the war? 





The same equipment 
that is helping our 
| boys win air battles 


T’S hard to understand, isn’t it, how an innocent looking piece of 
Numetal weatherstrip could have anything to do with winning a 
war? But let us tell you a story. 











For over 25 years the Macklanburg-Duncan Co. has pioneered in the 
rolling, forming, stamping and casting of metals. We have turned out 
‘literally miles of Numetal Weatherstrip like the piece above. That 
N a) was before Pearl Harbor. 
























When war came, because of our skill and wealth of experience in 
manufacturing weatherstrips and other allied items, we were able on 
ere our | short notice to turn a technical handspring into war production. Over- 

i night, the same machines that had produced the world’s finest weather- 

















ndition. > rs . P 

q strip began to roll out huge quantities of vital parts for Uncle Sam’s . busi 
were fighting planes. And that production has been and will be maintained Win new Dusiness 

it gives until Victory is won. T 0 M 0 R R 0 W! 
. We’ve , . ‘ This roll formi ine i 
“Cte Now do you see where that piece of Numetal weatherstrip comes in? mest ta aueane pA 

_— But please remember this—when the noose of men and metal has eS ae a 
nealing choked the last dictator, Macklanburg-Duncan will again lead the way gauges and tempers of metal. It is 

° - ° working for Victory now .. . but 
in bringing you new and better products for the post-war world. after the war it will work for YOU! 
> 
|\ON * 
1. Put 5 
d on 3 
with- ; 
eceipt * 
sking 
essed WELT MUMETAL WEATHERSTRIP NU-CALK CALKING COMPOUND NU-WAY WEATHER- 
ar STRIP NU-GLAZE GLAZING COMPOUND NU-ART MOLDINGS AND EDGING 
, 0. 
OKLAHOMA CITY, OKLAHOMA 














Items Still Available to Hardware and Lumber Dealers Everywhere 


kK — Mi Glaze MADUCO _HICTORY 








building is weatherproof until it This dependable compound does not MADUCO Plastic Molding and Trim An efficient, easy-to-install weather 
calked. NU-CALK Calking Com- dry out, crack or peel. Not oily... won the National Plastic Award for strip, High grade felt and wood por- 
pound will not dry out, run, crack, clean to handle. Applied like putty 1941, the highest honor in national tion is two-coated with durable, flex- 


rden or pull away. +++ but not putty. plastic competition. ible lacquer. 








|, AGE NOVEMBER 11, 1943 . 





N OT too Long! Not too Short! 

It must be “on the nose”— this 20 MM (mil- 
limeter) anti-aircraft cartridge case must be ex- 
actly right as to length, thickness, diameter 
and hardness, as well as meeting other rigid 
requirements. 

In a series of progressive steps, including draw- 
ings, heatings, shapings, trimmings and other 
operations, a flat piece of brass becomes a fin- 

ished cartridge case. Only 
a few of more than 40 sepa- 
rate and distinct operations 
are indicated in the above 

The Navy E at 

West Bend now 

has three stars 

for continued 

excellence in the 

production of 


navalordnance 
material 





illustration, And every step is one of precision. 

When the West Bend Aluminum Co. converted 
from cooking utensils to 20 MM cartridge cases 
and other war products, two years ago, its 
craftsmen had 30 years experience in working 
toward rigid requirements in manufacturing 
high quality utensils. . 

The 20 MM anti-aircraft cartridge case for the 
U. S. Navy is one of more than 300 different 
war items which are now engaging 100% of 
our production facilities. In peace time West 
Bend manufactures aluminum cooking utensils 
and metal gift ware. 
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Another DISSTON advertisement in 


THE SATURDAY EVENING POST, 
pointing out the vitally im- 
portant part that Hardware 

is playing in the war effort 
...and telling tool users to 
see their Hardware Dealers 
when tools are needed 
for essential purposes 





HENRY DISSTON & SONS, Inc. 
1154 Tacony, Philadelphia 35, Pa., U. $. A. 


NOVEMBER 11, 1943 





at 


9 ape Picags 


te: 
q 


We who fight the home front battle 
of production owe our fighting front 
heroes the fulfillment of a sacred 
obligation To make the things they 
need just as fast and as good as it 

humanly possible to achieve Every 
perfectly oRURRARAL seme: Vaalalaldela Me tel leiist: 
is a hero in the making. He's got 
VYAaloh ML ie) 4:2 40 o LLL ed alcidelalilelctaldsit eh: 
knowing that the right cause has also 
furnished him with victory winning 


equipment 


ENGLISHTOWN CUTLERY, Zz. 


230 FIFTH AVENUE, NEW YORK, N.Y. + Factory: ENGLISHTOWN, N. J. 
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r* are the Prize Winners in 


GILLETTE’S $5,000 
SALES QUIZ CONTEST 


Two hundred ninety-four retail sales people, 
store owners and managers have been awarded 
$5,000 in War Bonds and Stamps (face value) 
for their prize-winning answers in Gillette’s 
Sales Quiz which closed August 31, 1943. 


~ consisted of— K. B. HURD, publisher, 
American ist; AGLAR COOK, publisher, Drug 
Topics; G. H. RIFFITHS, publisher, Hardware Age; 
V. J. FARLEY, publisher, Retail Tobacconist. 


Ist PRIZE $2,500 in WAR BONDS 


CHARLES J. NEUN e Morgan & Millard 
Baltimore, Maryland 


2nd PRIZE $1,000 in WAR BONDS 


CARL W. SCHULMEYER e Schulmeyer’s Drug Store 
Frankfort, indiana 


3rd PRIZE $500 in WAR BONDS 


LAWRENCE NASSBERG e Valley Stream Pharmacy 
(Whelan Drug Store Agency ) 
Valley Stream, New York 


* 


4th Prize, $250 in War Bonds, Maurice Belitz, New 
Hyde Park agg New Hyde Park, N. Y.—5th 
Prize, $100 in War nds, Charles Mindel, Twomey’s 
Pharmacy, Brooklyn, N. Y.—6th Prize, $50 in ar 

mds, George T. Lynch, Heitman-Evans Company, 
Fe. Myers, Fla.—7th Prize, $25 in War Bonds, T. Ran- 
dall Ivins, Ivins-Jamieson Drug Co., Lebanon, O.— 
8th Prize, $10 in War Savings Stamps, W. M. Gauley, 
Gauley’s Pharmacy, Washington, D. C.—9th Prize (Tie), 
$5 in War Savings Stamps, Helen D’Ambrosio, D’Am- 
brosio’s Pharmacy, Rochester, N. Y.—9th Prize (Tie), 
$5 in War Savings Stamps, L. D. McDevitt, Adams 
Pharmacy, Somerville, Mass.—9th Prize (Tie), $5 in 
War Savings Stamps, R. J. Birmingham, Gallaher Drug 
Company, Dayton, O. 


Board of jud 











AWARDS OF $2 IN WAR SAVINGS STAMPS 


DISTRICT OF COLUMBIA 
Oscar R. Inman, Peoples Drug 
Stores, Inc., Washington; 8. E. 
Klimen, Good Hope Pharmacy, 
Washington; J. P. Mitchell, Peo- 
ples Drug Stores, Inc., 1324 Under- 
wood, Washington; Charles H. 
Phillips, Alban Towers Pharmacy, 
Washington; Samuel W. Stewart, 
Stewart's Pharmacy, Washington. 
FLORIDA 

Max Adler, Bay Drugs, Braden- 
ton; Harley A. Case, U. 8. Sugar 
Corp. Store, Clewiston; Mason W. 
Loomis, Dade Pharmacies, Miami ; 
Alexander L. Toth, Liggett Drug 
Store, Tampa, 


ALABAMA 
Edith Bethea, 
Bessemer; E. Clayton, The 
Dime Store of ‘aaa Atmore; 
M. G. Mullendore, Thomas Jeffer- 
son Drug Co., Birmingham. 


ARIZONA 
Al Frauenfelder, Al’s Farm Store, 
Somerton. 


ARKANSAS 

J. W. Blair, Scott Store No. 8, 
Russellville; Jennie Gelzer, Althei- 
mer Drvg Store, Altheimer; L. A. 
Ripley, Sterling Stores Company, 
Inc., Hot Springs; R. H. Vogan, 
R. H. Vogan & Co., Peach 
chard. GEORGIA 

CA 8S. M. Blumenthal, Reed Drug 
R a ogg Phar- | ©°-. Atlanta; Robert Griffin, Grif- 


nian F . fin-New Pharmacy. Carrollton ; 
macy, Modesto; Henry Baresa- ° , 
mian, Mauser Pharmacy, Oakland; | J; J- Hammock, Jarman 


. , Sons, Hazlehurst; E. D. Roberts 
Curtiss Beckman, Hamilton’s Drug a > a ‘¢ 
Co. Pomona; ‘Allen Burgi, Jacobs Pharmacy Co., Atlanta; 


‘ . , ni J. G. Sanford, Ashby St. Phar- 

Sprouse-Reitz Co., Willows; Ada a. ° - 

Dransfeldt, Thrifty Drug Store | Macy, Atlanta; Jack M. Sewell, 
No. 23, Pasadena: H. B. Fern, Sewell Drug Co., Cartersville. 
Palm Springs Drug Co., Palm IDAHO 

Springs; Edward T. King, Kings | Mrs. A, F. Graf, Bellevue Sup- 
5-10-25¢ Store, Los Angeles; W. | Ply, Bellevue, 

T. Kinman, McClure Drug Store, | ILLINOIS 

Shafter: O. . Luick, Sprouse- | Jacob P, Boehs, Harold Smith 
rity Co., Newman; Stewart T. | Pharmacy, Belleville; R. R. Boro- 
McGee, The Owl Drug Co., Berke- | vik, Borovik Drug Co., Chicago; 
ley; Edward H. Rademacher, Im- Glen Brown, Brown-Kreke Drug 
perial Hardware Co., Calipatria;| Store, Effingham; William M., 
John W, Ryan, Ryan's Drug Store, | Bruce, A. Perlis Cigar Store, 
Redwood City: Burr W, Strecker, | Chicago; Veronica Detchemendy, 
Sears, Roebuck & Co., Oakland. | Detchemendy’s Drugs, Inc., E. 
COLORAD Louis; Francis L. Duffy, Dwight 
; Oo ,. | News Agency, Dwight; Christian 
Harriet W. Alexander, Alexander’s| G. Heck, Heck’s Rexall Drug 
Pharmacy, Salida; E. B. Lewko-| Store, Princeton; Fred W. Hiller, 
a A-B Drug Co., Denver;| Reese Drug Store, Madison; Finis 
tank Mathis, Sherman Drug Co., | Hindman, University Snare, 
Denver; John T. Willson, Lawson! Urbana; John K, Lort a. 2 
Drug Co,, Denver. Lorton & Sen Drug Store, "Decatur: 
CONN . Miller, Walgreen Drug 
Leo cada: & Co Stores, Chicago; Laura Nouman, 
Hartford: Max Bernstein, Pem.| Springer Electric Co., Metamora; 
broke Pharmacy, Bridgeport; R. E. Frances Reece, Dahlen’s Drug 
trown, The Lee & Osgood Co. Stores, Inc., Rock Island; Wm. T. 
Norwich; David Sommer, Park. | Boeseler, Wieboldt Stores, 


way Pharmacy New Haven. ae ad] John J. Watt, 
° th ty. § 
DELAWARE rothers Pharmacy, Springfield, 


INDIANA 
New Cua B, J. Hoy 5 & 10, | Carol H, Anderson, Ridge Notion 
astl 


Store, New Castle; Carl Boyd, 


a Drug Store, 


Or- 





GILLETTE SAFETY RAZOR COMPANY, 
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Pere Drug Co., Paoli; Neff Cox, 
H. A. Woods Drug Co., Evans- 
ville; H. G. Kennedy, Kennedy’s 
Drug Store, Columbus; Robert C. 
a Harrison Hill Phar- 
macy, Ft. Wayne; Robert Keat- 
ing United-Whelan Store, Gary; 
Charles Muchmore, Redmond Drug 
Store, Hartford City; Ray S. Sis- 
son, Sisson’s Drug Store, Decker; 
Ben Van Leer, Hook Drug Co., 
Terre Haute; Ralph W. Wagoner, 
P. Wagoner & Sons, Knights- 
town; Herbert R. Woods, W 
Drug Store, Evansville. 
IOWA 
Julia A. Brick, Ford Hopkins Co., 
Clinton; Robert D. Meader, R. M. 
Co., Eldora; Bernice 
Nachtwey Drug Store, 


Harrison 
Spinner, 
Lansing. 
KANSAS 

Lawrence W. Austin, Austin Drug 
Store, Bennington; J. H. Bragg, 
Zongker Drug Co. , Wichita ; Ruth 
Gable, K 

City; Vernon L. 

Hardware, Hoxie; 

Morris Drug Co., Emporia; Alvin 
Silvers, Parkview Pharmacy No. 
13, Kansas City; Fred Weesner, 
Cash Drug Co., Hutchinson. 
KENTUCKY 

Elmore J, Eckerle, Eckerle Drug 
Co., Louisville; Glinna Unthank, 
Gross’ Grocery, Wallins Creek; 
Ronald Storn, Gottschall’s Drugs, 
Newport. 

LOUISIANA 

R. A. Bryant, Griffen’s Drug 
Store No. 2, Baton Rouge; Law- 
rence J. LeBlanc, Katz & Besthoff, 
New Orleans. 

MAINE 

Lysle J. Cunningham, Rice & 
Miller Co., Bangor; Evariste La- 
Verdiere, LaVerdiere’s Drug Store, 
Waterville. 

MARYLAND 

Charles KR. Crandall, Gilbert’s 
Pharmacy, Annapolis; J. T. Kranz- 
dorf, Food Fair Stores, Inc. Balti- 
more; John H. Moss, Read Drug & 
Chemical Co., Baltimore; John J. 
O'Hara, Jr., Sohn & O’Hara Phar- 
macy, Baltimore. 
MASSACHUSETTS 

Joseph C. Beigin, A. H. Phillips, 
Inc., Springfield; John J, Crowley, 
Lampmans Drug Store, Medway; 
John J. Harris, East Walpole 
Pharmacy, Inc., East Walpole; 
John Hill, H. W. Young & Co., 
Southboro; Mary E. Hughes, Lig- 
gett Drug Store, Lynn; Gladys 
Jones, Liggett Drug Store, Boston; 
F. Arthur LeBlond, Burn’s Spa, 
Worcester; Jerry Lehane, Jr., Lig- 
gett Drug Store, Lawrence; T. J. 
McAuliffe, Hutchinson Drug Co., 
Lynn; John J. Moynihan, Liggett 
Drug Store, Haverhill; Angelo P. 
Papulis, LePore Pharmacy, Somer- 
ville; Nicholas Renda, Central 
Square Market, Bradford; Charles 
C.. Wade, Brewin & Coughlin, 
Marlboro; Sylvia Wise, Drake's 
Pharmacy, Hyde Park; Harry 
Yavner, Mayo’s Hardware Co., 
Jamaica Plain. 


MICH 

Cecil A. Cleveland, United Cigar- 
Whelan Stores, Grand Rapids; 
B, J. Reagan, Reagan’s Pharmacy, 
Grand Rapids; Florence I. Row- 
land, Stern Drug Co., Detroit; 
Charles Kinzel, Kinzel Pharmacy, 
Highland Park; John R. LaCavera, 
Cunningham Drug Stores, Inc., 
Detroit; Arthur C. Dengler, Cun- 
ningham Drug Stores, Inc., Sagi- 
naw; James W. McCabe, Jennison 
Hardware Company, Bay City. 
MINNESOTA 

F. A. Frankoviz, Frankoviz Hdwe. 
Co., Fergus Falls; Harold W. 
Gulden, Backer’s Drug Store, New 
Ulm; John Hubbard, Beecher 
Drugs, Redwood Falls; Emmett 
Wm, Resig, Gray Cut Rate Drug 
Co., St. Paul; Bernard H, Rue- 
ter, Gamble Skogno, Inc., Min- 


neapolis. 

MISSISSIPPI 

Hulda C. Baker, K. W. Burnham, 
Druggist, Moss Point; Paul L. 
Klotz, Economy Drug Store, 
Natchez. 

MISSOURI 

Ray B. Alfred, Alfred’s Drug 
Store, Bolivar; M. K. Arthur, 
Wood Drug Store, Kansas City; 
Leonard V. Banta, Evans Drug 
Co. No. 4, Springfield; James W. 
Brown, Bowen & Brown Drug Co., 
Kansas City; Albert A. Dimond, 
Katz Drug Co., 300 E. 12th, Kan- 
sas City; Mary G. Fiorita, Coro- 
nado Hotel Drug Store, St. Louis; 
Harry Fleischmann, Hart’s 
Drug Store, St. Louis; C. = 
ness, Walgreen Drug Co., t. 
Louis; Milton A, Hochman, L. H. 
Herman Drug Co., St. Joseph; 
George T. Perry, Katz Drug Co., 
1001 Main, Kansas City; Floyd 
M, Ream, C. C. Williams Drug 
Co., Clinton; Kenneth E. Shaw, 
J. W. Crank Drug Store No. 2, 
Springfield; W. A. Warren, Crown 
Drug Co., Springfield; J. Wel- 
ker, H. Pierce Drug, Kansas 
City; Bert White, Fain’s Drug, 
Versailles. 





MONTANA 
Ella Waldon, Sawyer’s Stores, Inc., 
Glendive. 
NEBRASKA 
ne Greene, Greene’s Drug Store, 
Elmwood; T. A. Kidd, Bun’s 
Gouna, Bridgeport. 
NEVADA 
Clarence W. 
Store, Ely; Mrs. Walter 8. 
Wells Pharmacy, Wells. 
NEW HAMPSHIRE 
Thomas F, Nolan, Sears, Roebuck 
& Co., Manchester. 
NEW JERSEY 
Frank Bidleman, 
Salem; John Drechsler, Drechsler 
Drug Store, High Bridge; Leo 
Bubrow, Professional Pharmacy, 
Newark; G. 8S. Essbach, Essbach’s 
Pharmacy, South Orange; Daniel 
G. Feldberg, Feldberg’s Drugs, 
Newark; J, Fiedler, Liggett 
Drug Store, Newark; Jacob Freed- 
man, Quality Drug Co., Mt. Holly; 
Geo. W. Goodman, United Cigar 
Stores Co., Atlantic City; Sam 
Gurewitz, Sun Ray Drug Co., New 
Brunswick; A. G. Horowitz, Stand- 
ard Cut Rate Drugs, Newark; 
Edward L. Kaplan, Roth-Schlenger 
Inc., Newark; William D. Kee- 
shen, Greaf’s Service Pharmacy, 
Westwood ; Leonard Lerner, Schwarz 
Drug Stores, Inc., Newark; Earl 
F. Magee, Mrs. J. Maiswinkle’s 
Store, Sea Isle City; Ruth Mec- 
Connell, Bless 5-10-$1.00 Store, 
Netcong; Daniel Nadler, United 
Cigar-Whelan Drug Store, New 
Brunswick; Ida Pryor, Samose 
Novelties, High Bridge; George H. 
Elberon B earings El- 
arian Truppi, 
U nited Cigar- Ww . Drug Store, 
Plainfield; Alex feiss, Rubin 
Bros. Drug Store, Kearny. 
NEW MEXICO 
John R. Cowart, 
Co., Inc., Clayton; Dwight Rouse, 
Sprouse-Reitz Co., Inc., Farming- 
ton; William Soehle, California 
Stores, Albuquerque; Ernest C, 
Welch, Butt’s Drug Stores, Inc., 
Albuquerque. 
NEW YORK 
Julius F. Bednarz, 
Pharmacy, Gardenville; 
Bromberg, United Cigar Store, 
Grand Central Station, Upper 
Level, New York; F. J. Donahue, 
Donahue’s Smoke Shoppe, Brock- 
port; John Dunne, Parsons & 
Judd, Inc., Buffalo; John F. Gal- 
lagher, United Cigar Store, Grand 
Central Terminal, Lower Level, 
New York; Fred H. Graebe, Han- 
son’s Pharmacy, Brooklyn; Earl 
W. Hoffman, Liggett Drug Store, 
Utica; Samuel Krone, ‘‘Krone, the 
Drugeist,”"” Bronx, New York; 
Mrs. E. C. Loughborough, Cen- 
tral Pharmacy, Pittsford; Ernest 
Morra, Liggett Drug Store, 954 
Madison, New York; Nathan I. 
Fine, Liggett Drug Store, 1300 
Broadway, New York; John E 
Lunz, Lunz Pharmacy, Buffalo; 
Andrew Mack, Andrew Mack Store, 
Bronx, New York; SteJlario Mar- 
chese, Marchese Drug Store, 
Brooklyn; George L. Perlmutter, 
Neisner Bros., Inc., Utica; J, M. 
Prince, Shemin Pharmacy, Brook- 
lyn; Charles Ostrow, The Towers 
Pharmacy, New York; Carl F. 
Re nn’s Phar- 
macy, College Point; A. John 
Scala, Sr., Hamlin Drug Co., 
Binghamton ; Harry Schneiderman, 
Walker Drug Co., Brooklyn; 
Charles Shavell, Shavell Pharmacy, 
Brooklyn; Irving Silver, Mayflower 
Drug Co., Brooklyn; Fred Stahl- 
schmidt, United Cigar-Whelan 
Stores, Flushing; Emanuel Stein, 
United Cigar-W helan Stores, 1033 
Lexington, New York; Henry L. 
Steinmann, General Store, New 
City; Irving Traster, Tracy Phar- 
macy, New York. 
NORTH CAROLINA 
J. BR. Johnson, Kenilworth Drug 
Store, Asheville; John V. Wood- 
ward, Eckerds of Raleigh, Raleigh. 
NORTH DAKOTA 
C. F. Anderson, Anderson Bros 
& Klovstad, Khame; Halvor Berg, 
The White Lumber Co. Store, 
Barney. 
OHIO 
Kenneth W. 


Swain, Ely Drug 


Blair, 


Scott Store 27, 


Sprouse-Reitz 


Gardenville 
Herman 





Barnes, Barnes Phar- 
macy, Poland; C. L. Bartlett, 
Henney & Cooper, Inc., Marion; 
Emanuel Brenner, Shapiro's Phar- 
macy, Cincinnati; Edgar 
Carnes, 8S. Zanesville Hardware, 
South Zanesville; Grover F. Hart, 
Madison Ave. Drug Store, Spring- 
field; Neil E. Jarvey, Jr., Marshall 
Drug Store, Lakewood; Elsie Jones, 
Dow Drug Company, Cincin- 
nati; Roy P, McConahay, Electri- 
cian— Appliances—Cutlery, Van 
Wert; Sidney Pelunis, Lynnfield 
Drug Co., Shaker Hts.; Madge 
Poling, Eckerd Drug Co., Akron; 
Horace Small, Wurster’s Drug 
Store, Portsmouth; H. A, Stim- 
mel, Worthington Hardware Co., 
Worthington. 

OKLAHOMA 

Cecil D, DuBerry, DuBerry Drug 





Store, Muskogee; K. BF. Tanner, 
Bob's Grocery & Market, Tulsa, 
OREGON 
Donald Germain, Frank Nau Co., 
Portland; Curran L. McFadden, 
Grant High Pharmacy, Portland; 
Clarence W. Todd, Fred Meyer, 
Inc., Portland. 
PENNSYLVANIA 
Isadore Barkon, Wynne Pharmacy, 
Philadelphia; Nat Belov, Maxwell 
Drug Stores, 2445 N. 82nd St., 
Philadelphia; Shirley L. Binder, 
Stein’s Drug Store, Philadelphia; 
Anthony J. DiBaggio, People’s 
Drug Store, Mahoney City; Edward 
Brill, Brill’s Pharmacy, Philadel- 
phia; Harry M. Filler, Filler Drug 
Co., Philadelphia; Jack Fried, 
Nevin’s, Inc., 2133 N. 38rd S8t., 
Philadelphia; Joseph P, Shure, 
Nevin’s, Inc., 203 Upland Way, 
Philadelphia; John W. George, 
Widmann & Teah, Inc., Lock 
Haven; Harold D Guenther, 
Guenther’s Drug Store, Reading; 
Edward Lecks, Maxwell Drug 
Stores, 5007 N. Broad St., Phila- 
delphia; Harry H. London, Thrift 
Ray Drug Co., Oil City; Joseph 
McKernon, Foote’s Pharmacy, 
Archbald; Floyd Min rv, Mrs 
Metzler’s Drug Store, Lehighton; 
E. E. Nardone, Media Drug Stores, 
Ine., Philadelphia ; Kdward Obrzut, 
Rea & Derick, Inc., Milton; Mrs 
Arnold Rifkin, Lipshutz Co., 
Philadelphia; Isadore Schiff, Sun 
Ray Drug Co., Bethlehem; An- 
thony J. Seng, Sun Ray Drug Co., 
Allentown; Edward H. Shenk, Peo- 
ple’s Drug Store, Lancaster; Glyn 
Thomas, New Castle Drug Co., 
New Castle; Morris Boksenbaum, 
Union Merchandise Co., McKees- 
port; Charles B. Moseman, Peo- 
ples Drug Stores, Inc., Coates- 
ville. 
RHODE ISLAND 
Rose Goldsmith, Biltmore Hotel 
Pharmacy, Providence; William F 
Kelley, Liggett Drug Store, Provi- 
dence; Neol LeVasseur, Greenwich 
Pharmacy, East Greenwich. 
SOUTH CAROLINA 
Harry L. Allen, Walgreen Drug 
Store, Columbia; D. W. Bradley, 
Sears, Roebuck & Co., Columbia; 
John G. Hopkins, W. M, Hopkins 
& Son, Easley. 
SOUTH DAKOTA 
Esther Mallery, Mallery Drug, De- 
Smit; V. E. Stolberg, Vic’s Drug 
Store, Rapid City. 
TENNESSEE 
John Spence, Medical Arts Phar- 
macy, Chattanooga, 
TEXAS 
Garland Carey, Carey’s Confec- 
tionery, Breckenridge; J. T. Cun- 
ningham, Joe Horn Drug Co., Fort 
Worth; Esther McCown, Lake 
wood Drug Co., Dallas; Sam H 
Presley, geo Drug Co., Hous- 
ton; T. 8, Cyrus, T. 8. Cyrus 
Drugs, Fort Worth; Joseph Char- 
ley Kopecky, Tower Pharmacy, 
Corpus Christi; George L. Me- 
Donald, Walgreen Drug Store, 
Dallas; Otto Rahe, Otto Rahe Co., 
Harper; J. O. Sanders, Ballinger 
Street Pharmacy, Fort Worth; 
. A, Schooling, Herring Hotel 
Pharmacy, Amarillo; C. E. Scog- 
gin, Renfro Drug Store, Fort 
Worth; Maude Stevenson, Ran- 
son’s Drug Store, Austin; J, Viv- 
roux, Vivroux Hardware Co., Se- 
guin; Robert A, Young, Butler- 
Grimes Co., Inc., Smithville, 
UTAH . 
E. A. Miller, Copperton 
Market, Copperton. 
VERMONT 
J, W. Abraham, A. K. Abraham 
Co., Rutland; Arthur O. Austin, 
Austin’s Pharmacy, Orleans; John 
Gallup; The Economy Drug Store, 
Springfield. 
VIRGINIA 
LeRoy T. Fisher, Ware’s Phar- 
macy, East Falls’ Church; W, E. 
Kite, Elkton Drug Co., Elkton; 
M. M. Lewis, The Fountain Serv- 
ice Drug, Fredericksburg; Alton 
W. Mathews, The Community Store, 
Bentonville; James E. oody, 
Peoples Drug Stores, Richmond. 
WASHINGTON 
Wm. J. Desmond, City Drug Co., 
Aberdeen; Clarence N. Groetsma, 
Book Nook Drug, Walla Walla; 
Nicholas C, Jappe, Jappe’s Phar- 
macy, Seattle; Jane Salmon, Fort 
Lawton Exchange. 
WEST VIRGINIA 
Rose Lyons, Stilwells News Stand, 
Moundsville; Frank Mancari, Tru- 
az-Traer Coal Co, Store, Kayford; 
William A. Niermann, Niermann’s 
Pharmacy, ren: E. C. Os- 
borne, United igar - Whelan 
Stores, Charleston, 
WISCONSIN 
Clem M, Daniels, The Home Phar- 
macy, Racine; Phillip O, Desbois, 
Walgreen Drug Stores, Green 
Bay; Kay Golle, Ford Hopkins 
Drug Co,, LaCrosse; Harlow M. 
Rouse, Rouse Pharmacy, Dale; 
Nick Stude, The Stude’s Hotel, 
Mineral Point; Gordon A, Wolf, 
Wolf Drug Store, Thorp. 
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D LavAL DeALerRs . . . from coast to 

coast . . . are doing a wonderful war- 
time job to keep De Laval Milkers pulsating 
. . . and De Laval Separators humming at 
highest efficiency . . . and have done much 
to help our dairy farmers maintain our 
supply of milk and cream, so vitally needed. 
No other service has contributed more to 
the war effort. 


ization . . . but De Laval Dealers today 
understand the extreme importance of their 
wartime protective service . . . and are suc- 


cessfully striving to do an even better job. 


De Laval Dealers realize that every 
De Laval Separator checked . . . and every 
De Laval Milker inspected . . . and the user’s 
method of operating observed and corrected, 
if necessary ... means satisfied users . . . loyal 





friends . . . to provide the strongest founda- 
tion for tomorrow’s peacetime business. 


Real service . . . has always been a basic 
operating principle of the De Laval organ- 


HOW ABOUT NEW DE LAVAL SEPARATORS AND MILKERS? 


, 

Under Order L-257 we have been authorized 
to manufacture approximately one-third of our 
normal production of cream separators (which 
is a considerable increase over the past year) and 
about two-thirds of our production on milkers. 

Obviously, there will not be enough to supply 
everyone, but with the cooperation of our 
dealers, we will endeavor to distribute these as 
fairly as possible and place them where they are 
most urgently needed and will do the most good. 

There will be no limitations on repair parts 
and no limit to the service that can be rendered. 


Guy War Sounds 


THE DE LAVAL SEPARATOR COMPANY 


New York San Francisco 
165 Broadway 61 Beale St. 


8 pT ler: Fae) 
427 Randolph St. 
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a isn't charging into the 
mouth of cannon and machine guns but he is 
doing a job just as vital to winning the war. Con- 
serving horse and mule power on the farm is as 
essential as conserving gasoline, steel and rubber 
for the battle front. By reminding farmers to use 
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Collar Pads on their horses and mules, you may 
help prevent layoffs from sore shoulders, and 
lost efficiency by Collar Choke.” 


Push Ta-pat-co Collar Pads—conserve horse and 


mule power to raise the food to win the war. 


THE AMERICAN PAD & TEXTILE COMPANY 
GREENFIELD, OHIO 





hese STEEL COUPONS pay dividends too! 


HE best way to keep a cus- 
tomer happy is to sell him 
what he wants. If you can’t do 
that, the next best thing is to 
give him a reasonable explana- 


tion why you can’t. 


This ad, one of a series appearing 
in TIME, FORTUNE and 
NEWSWEEK, explains one of 
the many wartime uses of 
Carborundum Brand products. It 
explains also why you may be 
out of stock on certain items and 
thus helps to keep your customers 
loyal to you. Their understanding 
means future dividends for you. 


Of course the war uses of our 
products must come first today. 
But many of your customers are 
engaged in war production, too. 
We know that. And that is why 
we make every effort to get you 
all the Carborundum Brand Prod- 
ucts you ask for. When your cus- 2. With spee 


tomers do buy abrasive products, 4 Counting 
: abrasive 


metal, abrasive 
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please remind them that abra- 
sives are “Weapons for Produc- 


tion”’ and to use them wisely. 
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Let’s getit over with—quickly! 
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THE CARBORUNDUM COMPANY, NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh. Cincinnati, Grand Rapids 


Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company 
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DEMI 


“COMPLETE” means the Deming line covers 
the greatest range of types and capacities of 
pumps and water systems to blanket your 
customers’ needs. 

“COMPLETE” means the Deming line has the 
greatest number of EXCLUSIVE features that 
offer more value per pump dollar. 


“COMPLETE” means the consistent, year-in- 
and-year-out Deming policy of co-operation 
with Distributors and Dealers. 


Anchor to DEMING ... the COMPLETE line! 





OIL-RITE Fig. 1808) 





PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 
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We Stayed at Home 
to Drop a Bomb on Berlin 








0 | m e 0 e 4 Live at home and like it — it's important to cut down travel. Here's how, 


with your hardware dealer's help, you can have fun being a stay-at-home. 


Traveling less these days, millions of readers of the Nov. 
6th Saturday Evening Post are finding out how much fun 
it can be to “live at home and like it”—with the help of 
products which you can sell them 











“Bright, cheerful homes this winter 
will help keep the home front strong,’ 

say the makers of YALE & TOWNE Locks, 
urging you to shop at your local hardware 
store for the many things you still can 
buy, for better wartime living. 

The same YALE skill and craftsmanship 
that made YALE & TOWNE Locks world- 
famous are now devoted to making parts 
| for war equipment. That's why you need 
high priorities to obtain locks and build- 
ers’ hardware today. 

However, there are no priutities o on bun- 
dreds of products your hard dealer 
can still atesly ... Wallpaper.and peints, 





Yale’s national advertising urging America to “shop 4t 
your local hardware store” is part of Yale’s Wartime 
Progress Plan. It is a plan to help you maintain volume 
while Yale answers the call of the nation’s armed forces furniture, toys, glassware, games, and 
and war industries for fine craftsmanship in metals. srewnnt at ome nd ike i” se pears Sesame p< Mews vie 
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-» THE LOCK RECOMMENDED BY THE 
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THE YALE & TOWNE MFG CO. 


STAMFORD, CONNECTICUT, U.S.A. 


Makers of the famous Yale & Towne Locks, 
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ONE WAY 
WE LICKED 
A STOCK- 
SHORTAGE 
PROBLEM 




















‘“‘CVURE, STOCK SHORTAGE was a tough 

S problem with us,” wrote Mr. F. L. 
Watt, Vice President of the Wolff & Watt 
Hardware Company, enterprising retail- 
ers of Wilmette, Illinois, “but we found 
a mighty profitable solution in Dust- 
Stop* Air Filters.” This is what Wolff & 
Watt Hardware did: 


1. He ordered an adequate supply of 
Dust-Stops for domestic forced- 
warm-air furnaces. 


2. He set up an attractive Dust-Stop 
Filter Display. (See above) 

3. He mailed out the free dealer 
helps . . . spread the news to all 


his customers about Dust- 
Stop’s fuel-saving advantages. 
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As a result, he has been doing an excel- 
lent air-filter business ever since. 


Why Dust-Stops offer you a 
“sales natural” 


Every owner ofa forced-warm-air furnace 
in your community is a red-hot prospect 
for two or more Dust-Stop filters. You 
see, these furnaces must have filters to 
keep dust and dirt from being circulated 
throughout the house. In time the filters 
get clogged up. When this happens, the 
heating plant works too hard . . . fuel is 
wasted. 

Here’s where Dust-Stops come into the 
picture. These filters let clean air circu- 
late through the house . . . protect fur- 
nishings . . . help keep furnaces operating 
at top efficiency . . . save precious fuel. 


Millions of people will read 
about Dust-Stops 


Dust-Stops are the largest-selling filter in 
the country. Right now they are being 
advertised to millions of readers of The 
Saturday Evening Post, Life, Better Homes 
and Gardens, House Beautiful, and Amer- 
ican Home. This advertising will con- 


FIBERGLAS 


AIR FILTERS 













tinue to appear all through the best filter- 
selling season. 

In addition, Dust-Stops offer you a 
complete retail-selling plan. You get 
FREE colorful folders, counter and win- 
dow displays, post card order blanks— 
everything to help establish your store 
as local Dust-Stop headquarters. 

So start the profit ball rolling by writ- 
ing for complete information about Dust- 
Stops today. Address Air Filter Division, 
Owens-Corning Fiberglas Corporation, 
Toledo 1,Ohio. In Canada, Fiberglas Can- 
ada, Ltd., Oshawa, Ontario. 





FIBERGLAS* 


OW Slop 


*T.M. Reg. U.S. Pat. Off. 


AIR FILTERS 








WRITES “PAT” TANNER.. 


“THANKS FOR THIS CONTRIBUTION 


TO A REAL POST-WAR PROBLEM... 


And the well-known Vice-President of Johnson Motors goes on... 


“Your newspaper page telling people not to expect wonderful 
things too quickly is a very vital message at this time in our opinion. 


We think it is well written and well presented.” 


To Mr. Tanner's fine letter add letters from executives of many 
other leading manufacturers—Coleman Lamp, E. A. Rittenhouse, 
Zenith Radio, Nash-Kelvinator, Continental Motors, DuPont, 
Graflex, Florence Stove, ¢tc.—and you'll appreciate how seriously 
these men are concerned with this subject and what a responsive 
chord this advertisement struck. 


Please read it thoughtfully. Then, if you will, let us have your 
comments, And—if you'd like copies of the other interesting letters 
we've received, let us know and we'll be glad to send them. 


This adverdsement rectly appeared doatiostng space in eadiog 
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Now is the opportune time to install 


screen and storm sash hardware! 









No. 79 Screen and Storm Sash Hanger 





oO 


No. 117 
Flat Corner Iron 


No. 115 


Corner Iron 





No. 95 Rim Latch 


Hooks and Eyes 

















OUR trade is aware of the urgent necessity for getting 
storm windows and doors ready for the winter weather 
ahead. It is also advisable to repair and condition screen 
equipment at this time of the year before storing it away 


for early installation next spring. 


National 


Present wartime conditions have created a great scarcity 
of many hardware products, but fortunately government 
approval has been granted for the manufacture and sale 
of all of these fine National Hardware products to provide 


adequate screen and storm sash equipment. 


Homeowners can patriotically adhere to the fuel-conser- 
vation program by installing storm sash equipment before 
cold winter weather sets in. With National Hardware on 
the job, it is easier and quicker to put up and remove 
screens and storm sash. Note the wide assortment of 
hardware illustrated, all designed to promote weather- 


tight efficiency and ease of installation. 


Send your order today, listing your immediate 
requirements, to facilitate an early delivery. 


NATIONAL MANUFACTURING CO. 
STERLING + ILLINOIS 
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Now going to work on precision jobs everywhere in American 
metalworking are fine new instruments bearing the Millers 
Falls name... and the old familiar Goodell-Pratt is no more. 
But only the brand name is changed. Actually, Millers 
Falls Company has been producing this equipment for some 
years. The difference now is two-fold: the famous Goodell- 
Pratt brand, retained on this line since the union of the 
companies, is yielding to the name of the present firm; and 
our production capacity has been materially enlarged. 

As a result Millers Falls Precision Tools will be increasingly 
important to American metalworking. Built with Millers Falls 
traditional high regard for quality in design and production, 
they’re unusually good values delivering long, dependably 
accurate service. Illustrated here are a few of the precision 
tools in Millers Falls’ wartime line. Details on request. 
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Only the Brand Name is Changed 










Calipers and Dividers + Feeler Gauges 
Surface Gauges « Micrometers 
Depth Gauges + Combination Sets 
Steel Rules + Center Gauges 


Screw Pitch Gauges 


MILLERS FALLS 
TOOLS 


SINCE 


1868 


MILLERS FALLS COMPANY 
GREENFIELD, MASS., U.S. A. 
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Take Aroostook County, for instance 
—or Calaveras County 











Both are rural counties, yet both have national reputations. At raising potatoes, 
Aroostook County, Maine, is without equal. As the home grounds of Mark 
Twain’s jumping frog, Calaveras County, California, belongs to the ages. But in 
most ways you'll find that Aroostook and Calaveras are just like other rural counties. 
Nearly twice as many of their people subscribe for the FARM JOURNAL as 
for any other general magazine. And their farming income is far bigger than 
ever—being spent in stores for things available today—being invested in war 
bonds where it will be ready for spending tomorrow. 


All told, the rural counties from coast to 
coast have billions of extra income. Meet 
those dollars half way by featuring the prod- 
ucts advertised in America’s largest and 
most influential rural magazine. Many of the 


These are the products in your line advertised in 


current issues of the FARM JOURNAL. Display them. 


12,000,000 readers in FARM JOURNAL’S 
2,700,000 families live in your own area. 
Use the FARM JOURNAL for your selling 
guide and they’ll be your most profitable 
customers. 


Of the 
FIRST FOUR 





FOLEY KITCHEN UTENSILS 
FRIGIDAIRE 

FULL-O-PEP FEEDS 

FYR-FYTER 

GENERAL ELECTRIC 

GOLDEN FLEECE POT CLEANER 
HARRINGTON & RICHARDSON 


ARM: 
DR. HESS & CLARK PAN-A-MIN 
KALAMAZOO STOVES 
LARRO FEEDS 
MONARCH RANGES 
MYERS WATER SYSTEMS 
NATIONAL PRESSURE COOKERS 
NORGE 
PARMAK ELECTRIC FENCER 
PHILCO PRODUCTS 
PINCOR MOTORS 
PLUMB HAMMERS & AXES 


ALCOA ALUMINUM 

ATFA GUM TURPENTINE 

BAG BALM 

BALL JARS & CAPS 

“BLACK LEAF 40” 

BOND FLASHLIGHT BATTERIES 
BOSS KEROSENE STOVES 
CARBORUNDUM FILES 

CAT'S PAW RUBBER HEELS & 


LES 

CHORE GIRL CLEANER 
CLOROX 
COLEMAN APPLIANCES 
COOLERATOR 
CYANOGAS 
DISSTON'S SAWS 
DUO-THERM HEATERS 
EVEREADY FLASHLIGHT 

BATTERIES 
FLEX-O-GLASS 


PURINA FEEDS 
PYREX WARE 
A 


rc 

REMINGTON ARMS 
REPUBLIC STEEL 
R-V-LITE WIN 
OR. SALSBUR 
SANI-FLUSH 
STEVENS’ GUNS 


TOXITE 
U. S. STEEL 


ZENITH RADIOS 


PRATT'S M-K WORM CAPSULES 
PRATT'S POULTRY REGULATOR 


W MATERIAL 
PRODUCTS 


ONLY ONE 
covers the rural market 


. a 
FARM 


JOURNAL, 


STEWART CLIPMASTER 


WARM MORNING STOVES 
WESTERN CARTRIDGES 
WESTINGHOUSE PRODUCTS 
WINCHESTER GUNS 





Successful merchandising is based on facts. Write today and have us tell you 
how many FARM JOURNAL subscribers live in your own county. In two out of 
three U.S. counties (practically all but the metropolitan areas) the FARM JOURNAL 
has more readers than LIFE, THE SATURDAY EVENING POST, or COLLIER’S. 


FARM 


GRAHAM PATTERSON, Publisher 


JOURNAL 


Washington Square, PHILADELPHIA 


AN¢ Farmers Wife 
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We Can Be Thankful! 


The story depicted above is only part of the tragic fate of hard- 
ware dealers in brutally subjugated Europe. 

Yes, we can truly be thankful... because acts such as these could 
have happened here . . . because despite all our wartime problems 
we are still free men, able to rise above our difficulties with the 
resourcefulness and courage which are the American heritage. 

We can be thankful, too, that on the day of inevitable Victory our 
opportunities as independent American business men will become 
even greater than before. At Master Lock we are working toward 
that day and that still broader opportunity to serve you. 


Master Padlocks 


WROUGHT ST221 © DOUBLE CASE 


LAMINA 





MYERS GIVES YOU 
MORE TO SELL.. 


Here are some of the popular, fast-moving 

Myers Pumps and Water Systems on which we 
516. 2223 — BIECTO BEEP are concentrating our wartime production. Our 
WE 


pw ty wet ge ES } 3 wartime line includes an exceptionally wide 


. Si _—_ . : 
Head Moree mong HP. , 2 variety of types and sizes for practically all 


PLUNGER TYPE applications for deep and shallow wells. All are 
DEEP WELL SYSTEM. ‘ P . ‘ 
Six inch stroke. Covers wide range shown in our new Wartime Production List 
of applications. Self-Oiling Pump— P i a 
Rugged Double Gear Construction. which illustrates and lists all items that will be 


manufactured in each of our product divisions. 


If you haven't received your copy, write or 


wire for it today. 


FIG. 3208 — SHALLOW 
WELL SYSTEM. Extremely 
ular. Self-Oiling Pump. 
gallons per hour capac- 
- Easy to install and 
° ple, accessible, FIG. 3228 — SHALLOW WELL 
dependable. DIRECT SYSTEM. Self-Oiling 
Pump. Has extra large air 
h ser. 340 gall per hour 
capacity. , 





FIG. 3147 — HEAVY DUTY SHALLOW WELL 
SYSTEM. Self-Oiling Pump with housed 
working parts. All sizes commonly used in 

, agricultural licati ti d 





FIG. 3227 — SHALLOW WELL 
SYSTEM. 12 gallon pressure 
tank. Completely automatic. 
Self-Oiling Pump. 340 gallons 
per hour capacity. 


FIG. 3378 — ENGINE DRIVEN 
SYSTEM. For shallow wells. 
Self-Oiling Pump. Air-cooled 
engine. 


THE F. E. MYERS 


& BRO. CO. 
164% Orange St., Ashland, Ohio 
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“We hope it won’t be long before we can give 
you dealers the range and you can start firing! 


“Don’t misunderstand me . . . we’re still up “Thinking of the swell job DVS dealers have 
to our ears in war work, and Uncle Sam is done for us in the past; planning for the fine 
our only customer! future we are to have together; hoping for 
the end of the war and the making and selling 
of DVS ranges again. 


“And when we get the go-ahead signal it won’t 
be long before DVS ranges are rolling off 
the line and onto your sales floors. We 
learned some tricks of conversion when we 
went into war production that we can use to 
, good advantage when we turn again to peace- 


“But we can’t help thinking, and planning, and 
hoping, can we? 


ae time products. 
ymatic. P ° 
gallons ——> “Uncle Sam is depending on us now — but 


youre next!” 


DVS 4 Rene 


A BORG-WARNER INDUSTRY 

















*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN *& 
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You’re looking up the “dangle 
angle” of a Nylon Glider Towrope! 


Such a rope... slender, only 11/16" in 

diameter . .. recently towed a loaded cargo 

glider 3500 miles across the Atlantic. 

Think of it! A tremendous step was taken 

into the future that day ...a future to which 
Plymouth’s knowledge and facilities for rope 
making will greatly contribute. 

Right now, our prime job is to build up the stock- 
piles for our fighting men . . . of both Nylon and natural 


fiber ropes. Every foot is needed! To do this, rope users 


of all industries must conserve, splice, re-use and save rope, 

while we try to find ways to make more rope for you to sell. 
Right now, help us spread the story of rope conservation — 
write for free copies of the War Advertising Council’s booklet. 


“The Rope You Save Fights for You.” 


PLYMOUTH 


THE ROPE YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY, North Plymouth, Massachusetts 

and Welland, Ontario. Division Offices: New York, Chicago, Houston, 

San Francisco. Warehouse Stocks: New York, Boston, Philadelphia, 
Baltimore, Houston, Chicago, San Francisco. 
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OR. 
MAC 
WE'LL NOT LET DOWN 

.if you have the courage 
to face death...we should 
have the courage to face the 
facts ... that it takes money 
to win this war and we’re 
going to SHELL out till it hurts 


for Bonds, Stamps and 
more Bonds. 





a i THE WAR COMES FIRST AT KATZINGERS WHERE 
=| WE’RE MAKING SHELL CASINGS 24 HOURS A DAY 


ge Soon after the war began, Katzinger's went “all-out” for war production. 
| That’s the simple explanation of why we have had nothing to offer the trade 
for months. But, as soon as war conditions permit, we'll be on hand first 
to offer you the best in kitchen tools, tinware, cutlery and other housewares. 
Meanwhile we're concentrating on the war effort to help speed that day. 


EDWARD KATZINGER COMPANY -: CHICAGO, ILLINOIS 


A & J KITCHEN TOOLS e EGG BEATERS ¢ CAN OPENERS ¢ STA-BRITE TABLE-WARE 
EKCO, OVENEX AND PLAIN TINWARE ¢ GENEVA FORGE CUTLERY ¢ KATZINGER FLASHLIGHTS 
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It would mean a lot to me to have some real 
enlightenment on this‘synthetic tire situation! 

Frankly, I’m confused. From what I read, it 
would seem as though some tire manufacturers 
knew years ago that the Japs would one day 
attack Pearl Harbor and take away America’s 
supply of natural rubber. They claim they had 
the answer to the rubber crisis before there was 
a rubber crisis. 


Well, that all may sound good to the tire : 


manufacturer, but to me, as a dealer, it’s just 
so much ancient history. Besides, who cares 
who was first? 

Personally, I don’t give a rap who made the 
first synthetic tire. What I’m interested in is: 


Whose synthetic tire is doing a good job now? 
To me, it seems as though the heart of the 
whole synthetic tire controversy lies in the idea 
of “who makes it best, not, who made it first.” 
Some manufacturers certainly are out in front 
in synthetic tire knowledge. But, who are they? 
That’s all I want to know. 

Answer me a few fundamental questions like 
this one and I’ll know how to plan my future. 
In the final analysis, I’m the one who will have 
to live not only with my customers, but with 
manufacturers’ claims as well. 

In all truth and honesty, I want to know the 
service my customers can expect from the syn- 
thetic tires I sell. Then I’ll be straightened out 
—and ready to go. 


THE MANSFIELD TIRE & RUBBER 


MANSFIELD, CENTURY, 
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You’re not the only one confused about synthetic 
tires. Most everyone is. But, I think I have it 
figured right. 

I wanted the answer, too, and here’s what I 
found out. All synthetic tire knowledge is pretty 
much an open book—it’s tire industry knowledge, 
rather than the secret of any one manufacturer. 
Like you, I wasn’t interested in who was first. 
What I wanted to learn was, who really knows 
his way through present synthetic problems? 
And, whose synthetic tire is actually proving 
up to expectations? 

Finally I hooked up with a wholesaler of one 
of the Mansfield lines. Mansfield’s past history 
in the tire business proved to be excellent. I 


learned that their technical men had served on 
the important advisory and consulting committees 
of War Production, Army Ordnance and Industry 
Synthetic Development. Their executives, with 
others, assumed the management and operation 
of the Copolymer Synthetic plant at Baton Rouge, 
Louisiana. And, Mansfield was among the first 


-to receive official War Production Board approval 


to build synthetic tires for the Army. 

Well, that record of experience convinced me, 
especially with the knowledge that Mansfield’s 
synthetic tires have all the advantages of any 
made today. : 

That’s how I figured it out. I hope my conclu- 
sions will be a help to you. Why not check these 
findings with the wholesaler serving your territory? 


COMPANY, MANSFIELD, OHIO 


RICHLAND, UNITED 
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POSTWAR BUSINESS 


You can count on a ready sale for Savage 
products after the War. Savage advertising, 
reaching many millions of readers, is keep- 
ing the road open for greater postwar 


business than ever before. 


SAVAGE ARMS CORPORATION, UTICA, N. Y. 
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That’s what Glenwood dealers — dealers who know 
Glenwoods — are writing us. Off the market for over 
a year because of war orders, Glenwood ranges are 
back, and Glenwood dealers are once again proudly 
and confidently selling them. For they know that 
customer satisfaction is as vital today as ever — that 
gained now, through high quality merchandise, it will 
pay dividends — not only today, but tomorrow. 


You will like selling these new Glenwoods. In appear- 
ance, construction and performance they keep to the 
high basic standards set by Glenwood over 60 years 
ago. Ration certificates may limit quantity — but the 
only limit on quality is the BEST you can obtain. 
Offer your customers the most for their—and your— 


ak sprockets , certificates. Use your certificates for Glenwoods. 
¢ the Army 


fo 


Write today for complete details 
GLENWOOD RANGE COMPANY 


Taunton, Mass. 




















Model 37-43—Combination Model 34-43—For Coal or Model 5000—Cabinet Model 621-6 — Coal and Gas 
Gas Range — Kitchen Heater. Wood. Durable Cast-Iron Heater for Coal. Cast-Iron Duplex. Extra Large Oven. 
Hi-LowTop Burners, Hi-Speed Const-uction with Big and Steel Construction. 4 Hi-Low Gas Top Burners, 
Oven and Draw-Out Broiler. High-Speed Steel Oven. Model 121— For Wood. One Giant Size. 


OLS LO) ee 


HARDWARE AGE 














eyo measure 
AOD stamina 


»/ 
i ) , /Garod radios require less attention today and give better-than-average reception. This 
hl) Ht is due to the extra measure of stamina inherent in all of our sets. 
| Since 1922, we've been doing our own thinking, engineering, building, and testing. 
Our plant is largely self-contained, equipped to make the critical components that go 
into the construction of Garod radio sets. And our sets are custom-crafted, not rushed 


through on a mass-production basis. 


Currently, Garod is producing highly complicated apparatus for military use. It may be 

interesting to note also that in order to speed war production many leading radio 

manufacturers are testing their own products with equipment designed by the Garod 

laboratories. Some day, all of our facilities will again be employed for peacetime 
=, work. Then, distributors and dealers will find an all-inclusive Garod line, more desir- 
= able than ever before. Inquiries regarding post-war franchises are invited. 


Buy an extra measure of security ... invest in war bonds 


C71 10] De y-\ 0) (© Mee) :1-10) °F le) \ MeL!) Washington Street, Brooklyn 1 NY. 
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I, NORTON ABR ASIVES 





R REAL CRAFTSMEN 


*Dealer Price: $6.89 
Suggested Resale: $10.60 


Every CARPENTER, every homecrafter—in 
fact every man who uses tools and now has 


to take care of them—needs one or more 
good benchstones. 


Assortment #598 gives you twelve stones, 
four each of three different kinds—one elec- 
tric furnace and two natural—in an eye- 
catching display, compact yet with storage 
space in back for the extra stones. 








*Dealer Price: $11.13 
Suggested Resale: $16.69 


Grinding wheels are another “maintenance” 
item that any artisan can use profitably. 


Our GB Assortment cuntains twelve, in pop- 
ular sizes and grits, with extra steel bushings 
to make them fit various arbor sizes. 


A grinding wheel handbook for your easy 
reference goes with each assortment. 


Try one of each and let them sell for you. 


They're both particularly good for the coming homecraft season, 
but they’re really “‘staples”’ with good profit margin. 


* Slightly higher west of Denver 


BEHR-MANNING-TROY,N.Y. 


(DIVISION OF NORTON COMPANY) 


ALSO QUALITY SANDPAPERS SINCE 
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The Cheney Nail Holding Hammer is all 
that a fine tool should be, plus the nail 
holding device—for driving nails in the 


hard-to-get-at places. You can drive more 


nails—quicker and easier with a Cheney 


Nail Holding Hammer. There are available 
from time to time limited quantities for es- 
sential civilian use. There is no better hammer 


made than a Cheney Nail Holding Hammer. 


Factory: Little Falls) N.Y 
Henry CHENEY HAMMER CORPORATION “tls Ofies 217 Broadway 


) 
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Install extension cords carefully 
Inspect them often 
Don't abuse them 











Bethlehem has long had an effi- 
cient fire-fighting organization. But 
war conditions multiply normal 
fire hazards. Thousands of new em- 
ployees have come to work. Large 
additions have been made to 
existing facilities, and entire new 
departments set up. At the same 
time, war needs have intensified 
the pressure for production. 

Since the start of the war emer- 
gency Bethlehem has redoubled 
its effort to keep down production 
loss due to fires. Much new equip- 
ment has been provided: extin- 
guishers, alarm boxes, sprinkler 


44 


2 Speak clearly 
3. Give department and exact location of fire 


systems, hose outlets and fire en- 
gines. And as plants grew, fire- 
fighting personnel was expanded, 
and given special training. 

A poster campaign, of which a 
few representative samples are 
shown on this page, is one im- 


Store it safely 


Handle with care 


portant detail of this program. 
Each poster registers in the em- 
ployee’s mind a single, specific 
point in fire-fighting or fire-preven- 
tion. Prominently displayed in 
steel plants, shipyards, fabricating 
shops, these posters are helping to 
maintain a favorable fire-loss rec- 
ord through the war years. 

A fire on the production front can 
cost American lives on the battle- 
fronts. Even seemingly trivial fires 
have a grave cumulative effect. 
The aim is to prevent fires from 
occurring at all—and, if they do 
occur,*to make them die young. 
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GET ON GOULDS BANDWAGON” 


Don’t let the scarcity of merchandise drive you to an unwise decision 
today. Now that the WPB has authorized the release of automatic 


water systems to farmers, investigate Goulds Jet-o-matic before you tie 


up to any other water system. Made by the oldest and largest exclusive 


manufacturer of pumps in the world, this phenomenal jet-type devel- 
opment was newly engineered and pioneered by Goulds just prior to 
the war. Since that time there have been numerous imitators but the 


original Jet-o-matic still leads the field in customer acceptance. 
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You had better make inquiry at once. Maybe 
yours is the account that your distributor will 
be prepared to serve. Unfortunately, we cannot 
take on too many accounts, nor can we give you 
assurance of the quantity you may want; but 
we will do our best to supply your needs. Write 


us TODAY. Well have our osest aistributor contact you 
i anolsla—e 
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\ GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 








Means Better Value For Your Customers 


@ When it comes to low-cost 
Machine Tools — engineering, 
design and construction speak 
louder than all the salesman- 
ship and advertising in the 
world. Feature for feature, 
DURO machines on the whole, 
incorporate more tool value, 
more user efficiency than any 
similar line on the market 
today. A careful examination 
of the DURO line will reveal 
some startling facts in this con- 
nection to every Dealer who 
wants his customers to get the 
maximum machine value on 
every purchase. Remember— 
DURO facilities are devoted 
exclusively to the manufacture 
of quality tools. It will pay 
you to check the DURO story! 


The many DURO features and advantages are why DURO design means better value. Here 
being dramatized to your customers and pros- is an opportunity for alert Dealers to be in 
pects through the most extensive trade paper with a line that is going places. For full de- 
and national magazine advertising campaign tails write to the DURO Metal Products Com- 
in DURO history. Month after month, hundreds pany, 2667 North Kildare Avenue, Chicago 39, 


of thousands of Machine Tool users read exactly Illinois. 


DURO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2667 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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CHIMNEY SWEEP Soot Destroyer is riding the crest of 
an unprecedented buying wave created by wartime fuel restric- 
tions. Thousands of Retailers are chalking up new sales gains 
because householders—by the millions—are eagerly buying a 
product that saves HEAT, saves FUEL, saves MONEY 


Tremendous Radio Campaign 


CHIMNEY SWEEP is being advertised on America’s most 
powerful radio stations, in dominant newspaper space. Your 
customers are hearing and reading how CHIMNEY SWEEP 
cleanses soot and scale from firebox to chimney top, giving 


CHIMNEY 
SWEED 


Counter and window displays, 
full of eye appeal and sales ap- 
peal, put over the CHIMNEY 
SWEEP message with a punch! 


TWO “DEALS” THAT INTRODUCE ( 
No. 948 INTRODUCTORY OFFER 
Here is what you get—all in one carton: 


1. 1 doz, 12-oz. cans — Retail value...... $3.48 


2. Y, doz. 48-0z. cans — Retail value... 6,00 


Total Retail value $9.48 


FREE... ‘559 


DEAL . . . Colorful Counter Dis- 
play Card, Window Streamers and 
Circulars to help you sell! 





THE 
Chin 


ODERN way 10 
EYS, Furnaces AND ESS 


MORE HEAT from available fuel supplies. 


How YOU Can Profit 


Yes, CHIMNEY SWEEP is moving fast—but prominent dis- 
play of our attractive counter and window displays will make 
it move even faster. Display this material up front where the 
eye-line is the buy-line. 


Perhaps you have some CHIMNEY SWEEP on hand now, 
but this isn’t a fraction of what you will need. Prevent wartime 
transportation delays. Better write that order now! 


DISPLAY IT—SELL IT— 


POCKET THE PROFITS! 


DEALERS TO PROFITS! 
No. 1896 KEY DEALER ASSORTMENT 


Here is what you get in two specially 
packaged cartons: 


1. 2 doz. Trial size 12-02. cans — Retail value $ 6.96 


2. 1 doz. 48-o0z. cans — 


FE Total Retail Value... $18.96 
R &é.... THIS YOUR PRICE ONLY 


DEAL . A striking Window Display. 38 
a Colorful Counter Display Card, Circe. $ e 


Retail value 12.00 


lars or Mailing Enclosures and an assort- 
ment of Mat Proofs with a prepaid order 
card for same. 





G. N. COUGHLAN CO. mawuractureRs WEST ORANGE, N.J. 
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ommun ly, and . i¢ . well, for a minute, it looked as though she were going to kiss 


eld Mac smack on the cheek! 
. The listening-in customer was the Sales Manager for a large appliance com- 
pany, and the widow's gratitude toward Mac was an eye-opener to him. He 


hhhmmed his way thoughtfully out of Mac’s store .. . 
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Sales Manager 
Began to Look 
Around’ “% 


The Sales Manager had done business through hardware 
stores before Pearl Harbor. But, as a major market 
the hardware outlet had been neglected. Steady day-in- 
day-out selling had been sidetracked for “deals” and 
“promotions” — frenzied merchandising with 50/50 
advertising, hidden demonstrators, trial offers, time 
payments, outside salesmen . . . the host of sales pro- 
motion stunts that had kept the sales department oper- 
ating like a three-ring circus. 

Mac-and-the-widow started a new train of thought: 
about friendly Hardware Stores; about consumer con- 
fidence and dealer good will; and about the extra vol- 
ume of sales the company was going to need after 


V-Day... 


| The Sales Manager began a one-man research job. 
He strolled into hardware stores. He talked with the 
owners; he talked with the customers. And he confirmed 
some of the interesting things he ran into by the thor- 
"ugh-going research of his fact-finding department. 


Here's What He 
‘/ - Found Out 


— He learned that 

the Hardware 

Market numbered 

approximately 29,000 retail stores located in almost 

every city, town and village throughout the United 

States. That in the aggregate, their sales amount to 
more than $629,000,000. per year. 

He also learned that of the 29,000 Retail Hardware 





Stores, about 30% or roughly 9,000 account for over § 


72% of the total business. These outstanding Hardware 


Dealers offer a broad, nation-wide retail distribution® : 


system for hardware, and related merchandise. 


He learned that most stores are strong financially and® 
very much in business in spite of war-time merchandise 


4: Chilton © Publication 


100 East 42d Street — 


restrictions . . . that they are long established, substan- 
tial merchants, soundly progressive and possessors of 
invaluable customer good will . . . that they serve the 
solid citizens of their localities, the purchasers of reli-. 
able, trademarked products -— for home, farm and 
industry . . . that these merchants have converted to 
war-time merchandising with remarkable success; new 
products, new services, new sales methods. 


* * kK * * 


As a result of the Sales Manager’s investigation, the 
hardware store will be a major post-war market for his 
appliance company, come V-Day. To make sure of this 
the.company is now telling the entire Hardware Mar- 
ket about its products and its post-war plans for mer- 
chandising through hardware stores. 


New York 17, N. Y. 


@ ’ Charter Member: @® 
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HANDLE REINFORCE- 
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No. 30 No. 35 No. 40 No. 45 
SPECIFICATIONS 
‘ Approx. Tensile Strength For Single Sash Approx. Weight 
Steel Bronze Weighing Not Over per 500 ft. Reel 
Number Metal Gauge in Lbs. in Lbs. Pounds in Lbs. 
8 .035 ; 350 300 50 20 
25 .042 425 375 50 25 
30 .028 375 350 60 24 
35 .035 500 425 100 30 
40 .042 600 550 150 35 
45 .050 750 675 175 46 
50 .060 900 800 200 57 
60 .062 925 900 ees 74 
65 .072 1200 1275 be 96 
ab e 


*% The fuel shortage encourages home owners to American Sash Chain is distinguished by the. uni- 
repair their sash and doors—to stop heat loss and —formity of its blanks which makes this chain run 
control ventilation. That explains the present de- 
mand for sash chain. 

Fortunately, American Chain wholesalers are now 


able to fill moderate orders for American Sash Chain ; ; ‘ 
and Sash Chain Fixtures. Please forward highest And don’t forget to order American Sash Chain 


priority ratings obtainable with your order. fixtures. Correctly engineered and correctly made. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


smoothly and quietly. It is strong, good chain, fin- 
ished bright, coppered, electro-galvanized (S.R.P.), 
hot-galvanized, Hercules and Acco. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 





ESSENTIAL PRODUCTS . . . TRU-LAY Aircraft, Automotive, and Industriol Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Butensky’s “Universal Peace” 


Informal Editorial Comments 


Just Among 
Ourselves 


By CHARLES J. HEALE 
Editor, Hardware Age 





“They Shall Beat Their Swords into Ploughshares, 
and Their Spears into Pruning Hooks . . .” 


‘in above quotation is from the 


Holy Bible. 

It is, without dispute, the first recorded ex- 
ample of what we now designate as “Post-War 
Planning.” 

As indicated, it is taken from the Old Testa- 
ment Book of Micah and was the inspiration for 
Jules Leon Butensky’s famous bronze statue 
“Universal Peace,” now in the possession of the 
Metropolitan Museum of Art in New York City. 

This quotation from the Scriptures, graph- 
ically depicted by Butensky’s statue, is sym- 
bolic of the tragic and oft-repeated historic 





11, 4: Micah IV, 3. 


story of conversion from war to peace—right 
down through the ages. 

Let it be remembered we are still very much 
at war and the end may not be “right around 
the corner.” The winning of the war is of para- 
mount importance. Everything must take sec- 
ond place for the time being. But, one of these 
days, a war weary world will face the problem 
of winning the peace after the war has been 
won. 

The transition process becomes more difficult 
with the conclusion of each successive war, 
partly because each war is more horrible and 
devastating than its predecessor and also be- 
cause the winning of a peace, lacks the high- 
spirited, keyed-up glamour, semi-hysterical 
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urge and the righteous anger that a righteous 
fight stimulates. 

And there is no beating of the drums. 

Only when peace comes again will most of 
us truly appraise the great loss of life and the 
cruel maiming of the many wounded. Only 
then will the loss of dear ones and friends be- 
come a horrible realization—a brutal and 
shocking fact. 

While a war continues, the bands play, the 
throngs cheer and there is a general and strange 
lack of appreciation of what is really happen- 
ing. Somehow, we all get into the swing of the 
“all out war effort.” © 

But when the war is over there is an unfor- 
tunate tendency to revert to the so-called, im- 
mutable law of the jungle where “the survival 
of the fittest” becomes the slogan that takes full 
precedence over the war-time slogans and unity 
of purpose that encourages soldiers to fight and 
civilians to produce war goods and buy bonds. 

War-time cooperation gives way to peace- 
time competition. It has always been so and, 
within reason and decency, it should be so. 
That is why “Post-War Planning” is so essen- 
tial and should be a present day subject of dis- 


cussion even though peace may be far in the 


future. It is highly essential for the entire 
hardware industry, in fact the entire nation, 
that Post-War Planning be discussed--NOW! 

Men and women who are released from the 
armed services must be promptly re-employed 
in order that they may maintain their own self- 
respect and the buying power that will make 
their continued. re-employment possible and 
reasonably permanent. 


The injured must be cured, rehabilitated and ' 


restored to their rightful 
places in gainful occupation. 
The completely incapacitated 
must be tenderly and ade- 
quately cared for by a grate- 
ful nation. 

Industry must reconvert to 
peace-time production and dis- 
tribution must be re-estab- 
lished. 


Hardware Age 
Post-War Forum 


New methods, new materials, new equipment, 
new standards of living, new values and hither- 
to unknown demands for goods and services 
will provide new opportunities never before re- 
alized. 

All of this takes intelligent, aggressive plan- 
ning. 

The post-war period issues a great challenge 
to our American system of free enterprise and 
to our American way of living—a challenge 
that is an inescapable obligation, a great priv- 
ilege and unprecedented opportunity for all. 

That American business, especially the hard- 
ware business, can, must and will meet the 
requirements of the post-war period goes with- 
out saying. We must not win the war to lose 
the peace. ' 

To encourage hardware men to think and 
plan for the strenuous times ahead which will 
come with the welcome cessation of hostilitjes, 
HARDWARE AGE inaugurates, in this issue, 
“YOUR OPEN FORUM of Post-War Thinking 
and Planning for the Hardware Industry.” 
Six unsolicited contributions to this forum 
are already in hand. They. will appear in the 
order in which they were received. The first 
one is presented on the pages immediately fol- 
lowing. 

It is the earnest hope of the editors that re- 
tailers, wholesalers, manufacturers and their 
salesmen will give freely of their thoughts on 
this vital industry question. 

The columns of HARDWARE AGE are open 
for your thoughts on “Post-War Thinking and 
Planning for the Hardware Industry.” The il- 
lustration at the left will appear with each such 
contribution on this subject, 
as an appropriate identifying 
symbol. 

Let us have your ideas, re- 
membering the Biblical in- 
junction— 

“They shall beat their 
swords into ploughshares, and 
their spears into pruning 
hooks.” 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 
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Ing sal “If your Builders’ Hardware customer in the West could boost a 
a capital of $2,800 in 1938 to a net worth of $44,600 in 1942*, I can 
‘um do as well right here in my store, too. 

the ‘‘My city’s about the same size, and with my experience and the 
complete sales and organizing co-operation of the Lockwood Fran- 
rst chise, I’ll be set for even better results after the war. 


fol- ““Now, let’s tackle the job of filling these architects’ specifications 

for after-V-Day delivery .. .” 
* * * 

*This actual case from our files offers further proof that Builders’ 
Hardware is the foundation of a good hardware business. The year- 
by-year figures of a Western merchant show growth from $2,800 
capital in 1938 to $4,700 net worth in 1939 —— $15,600 in 1940 - 
$23,600 in 1941 and $44,600 in 1942, from the sale of Lockwood 
Builders’ Hardware. 

The Lockwood Franchise can help you to get more Builders’ 
Hardware business. It can bring you orders for early-post-war 
delivery on jobs now specified. But, most important of all, it can 
get you set for big sales and profits after V-Day. 

Here are the factors that insure Lockwood Franchise Builders’ 
Hardware results for you... A famous name... A distinctive line, 
widely accepted by architects and builders . . . Exclusive repre- 
sentation . . . Stocks balanced for investment in best seller items. . . 
Efficient storage and display methods . . . A simplified, proved 
record system — and complete ‘‘know-how” on Builders’ Hard- 
ware merchandising. 

Act now to plan now for present and future sales and profits. 
Write us today ’ 


TOMORROW .. . PROFITS! 
TODAY ... WORK! 


Planners can be workers, too . . . and your Lock- 
wood Franchise planning need not take time 
from your big present-day job of helping to win 
the war on the retail-home front. We’re war 
workers too — and we’ll be happy to tell you 
HAR DWAR E MFG. co. the detailed Lockwood Franchise story after 


Division of Independent Lock Co hours and ‘“‘between shifts.”” The war job is the 
c big job, right now — next comes post-war, spare- 


FITCHBURG, MASSACHUSETTS time planning. 
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\ ITH conditions as 


they are, all branches of the hard- 
ware industry, and particularly the 
retailer, entertain some apprehen- 
sions about the future, especially 
what the “Post-War Era and Af- 
ter” will bring. 

Being initially and primarily a 
retailer, I have been and am con- 
vinced that as the final link in dis- 
tribution the retailer is the most 
important. I am, therefore, in- 
clined to believe that the solution 
of his problems come first, in spite 
of the difficulties which beset the 
manufacturer and the jobber; the 
latter being also familiar to me 
through many years of active 
participation. 


Lack of Understanding 


I believe that many of the prob- 
lems which have presented them- 
selves to the hardware wholesalers 
have been the result of a lack 
of understanding of the trials and 
tribulations of the dealer, and that 
this failure to appreciate the deal- 
ers’ difficulties has induced arbi- 
trary and harmful practices and 
methods. Realization that the man- 
ufacturers’ and wholesalers’ suc- 






The Hardware Dealer injth 


As the final link in the chain of distribution. 


the retailer is the most important. 


The solution 


of his post-war problems should come first. If 
retailers were to fall by the wayside in the 
post-war era, the repercussions on the whole- 
salers and manufacturers would be tragically 
serious. Retailers’ greatest handicap has been 
their own cherished notions regarding “complete 
independence” which has served to make co- 
operation with and from other factors difficult. 


cess is predicated on the fact that 
the retailers they serve must be 
successful instead of any contrary 
belief that the dealers’ success is 
dependent on the success of the 
manufacturer and wholesaler, 
would automatically cure most of 
the things which have been a 
handicap to all three, because the 
conclusion that is necessary to the 
success of all, is the final delivery 
to the consumer of the product 
which the manufacturer makes, 
the jobber distributes and the 
dealer sells. 


Initiative and Efficiency 


The yardstick which measures 
what the three established branch- 
es of the hardware industry in the 
“Post-War Era and After” will ac- 
complish is the initiative and ef- 
ficiency of the hardware retailer. 
If he fails there will be some revo- 
lutionary changes with repercus- 
sions for the manufacturer and the 
wholesaler which will be hard to 
prophesy and harder to take. 

In my opinion, the greatest 
handicap that retailers have had 
to contend with has been one which 
they have accepted voluntarily, 
cherished assiduously and believed 


in conscientiously—that of inde- 
pendence. In fact, they have been 
truly independent in their own 
estimation. They have been en- 
couraged in this belief by some 
people who have exploited them 
as a consequence, They have creat- 
ed conditions which have involved 
and complicated distribution of 
their wares, to the point that it 
is detrimental in so far as their 
costs and selling prices are con- 
cerned. Because of this imagined 
independence, they have consid- 
ered their aggregate volume, which 
in many instances has been con- 
siderable, to the exclusion of in- 
dividual purchases, and spread 
these among innumerable sources 
of supply, resulting in such limit- 
ed quantities that a direct loss in 
many instances has been imposed. 
Also, because they considered their 
aggregate volume sufficient, they 
thought they had the right to make 
unfair claims and unjust returns 
—also pay their bills and take 
their cash discounts long after that 
privilege had expired. Indepen- 
dence instead of cooperation being 
uppermost in their minds, they 
unwittingly imposed handicaps on 
their sources of supply which were 
reflected in increased costs, mak- 





“They shall beat their swords into ploughshares, 
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By E. G. LINDQUIST 
Secretary, 


Ace Hardware Corp., 


Chicago, Ill. 


ing it impossible for the whole- 
salers to perform their functions 
economically and in the best in- 
terest of the dealers. 

It is obvious to me that if deal- 
ers entertain such ideas and make 
such impositions, it will be impos- 
sible for the wholesalers to elim- 
inate or stop practices which are 
inconsistent with the needs of eco- 
nomic distribution. However, I be- 
lieve, in fact it has been demon- 
strated, that if the dealers clean 
house and do the things which are 
logical and intelligent in the cor- 
rection of the wrongs and abuses 
they indulge in, reciprocity on the 
part of their sources of supply 
will make greatly reduced operat- 
ing costs and satisfactory profits 
possible for all concerned. But— 
reform on the part of retailers, 
without cooperation and reform 
on the part of the wholesalers, is 
of no avail. 


Nothing Contributed 


A wholesaler selling promiscu- 
ously to drug stores, garages, fill- 
ing stations, etc., in addition to 
regular hardware retailers, in the 
same vicinity, and sometimes at 
lower prices than those tendered 
to the latter, has contributed noth- 
ing worth while. If the jobber 
is also inclined to exercise his 
prerogative of independence, and 
sell direct to factories and other 
large users at (dealer cost prices) 
wholesale prices, he deliberately 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


This is the first contribution to this forum. 
Your contribution is invited. 


confronts the retailer with prob- 
lems which he will endeavor to 
overcome by inviting still another 
distribution factor into an already 
overcrowded field. 

With the recognition of their 
own shortcomings and their need- 
ed correction, retailers deserve and 
should demand capable and efli- 
cient sources of supply which 
make it possible for them to sell 
in competition with chains and 


‘mail order houses, as well as any 


new type of retail outlets, and yet 
make sufficient profit to carry on. 
A wholesaler willing to eliminate 
direct selling and handle industrial 
material and supplies on a basis 
which will permit the local store 
to get this business. 

To such a source of wholesaler 
supply a mere expression of alle- 
giance would be meaningless and 
superficial. It would be entitled 
to and should demand absolute 
support and exclusive patronage 
from the dealers served and should 
invoke such agreements or con- 
tracts as to make that obligatory 
on the part of dealers. 

More than financial and physi- 
cal resources, however, are essen- 
tial. A higher degree of confi- 
dence, intelligence, honesty and 


and their spears into pruning hooks.”..... ii, 4; Michah, Iv, 3 


integrity are fundamental prin- 
ciples which should be realized 
rather than desired or wished for, 
and must be possessed by every- 
one connected with such a venture. 
Thus equipped, individual dealers 
can enjoy all the advantages which 
automatically come through great- 
er purchasing power, collective 
advertising, improved operating 
methods, resulting in lower over- 
head; with the possession and use 
of which the chains and mail or- 
der houses have imposed an almost 
insurmountable handicap on them 
in the past. Add to this the ad- 
vantages which should rightfully 
come because of individual own- 
ership and interest,.and the com- 
bination should be a winning one. 


Will Both Be Successful? 


I am sure that the conditions 
which progressive and aggressive 
dealers face in the “Post-War Era 
and After,” will not impose much 
different or more difficult problems 
than have already confronted 
them. With the cooperation and 
help of a streamlined and efficient 
wholesaler, serving an exclusive 
and well organized clientele, its 
fundamental objective being to 
make those retail stores successful 
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Post-War Employment Goal 


“To my way of thinking, it is important that we define as closely as 
possible our post-war employment goal. The forty-six million of 1940 
was obviously low. The sixty-one million of the present date is prob- 
ably over-employment. It is not enough. in my opinion, to merely state 


that we must have full employment. 


As a matter of fact, I consider that 


a dangerous phrase even though I recognize that among economists it 


does not mean a job for every one at all times. 


However, if enough 


politicians, economists, businessmen and labor leaders keep talking 
about full employment, it will have just one meaning to the man who is 
even temporarily out of a job when this war is over, namely, that he has 
been promised something he hasn't gotten. What we really should 
strive for is a new high level of employment—one high enough to ap- 


proximate what an economist would call full employment. 


Strangely 


enough, even the best of economists don’t agree as to what that figure 
should be. But it is safe to say that we would have an eminently satis- 
factory situation if we had gainfully employed somewhere between fifty- 
five and fifty-eight million people in the immediate post-war period. 
That means there should be available from nine to twelve million more 


jobs than there were in 1940.” 


—PAUL G. HOFFMAN, 
Chairman, Committee for 
Economic Development to 
the Paint Industry. 





and competitive in every respect 
with any and all retail outlets, the 
aims and ambitions entertained by 
the wholesaler must be subordinat- 
ed to the needs and the benefits 
of the dealers, and they will both 
be successful. It will involve the 
changing and revamping of many 
practices which have been accept- 
ed by both wholesalers and retail- 
ers as necessary, and in the elim- 
ination of methods and systems 
which are time honored rather 
than economically and _ basically 
sound. That this can be done has 
already been demonstrated year 
after year by wholesalers and 
retailers who have operated suc- 
cessfully and profitably and who 
would not entertain the thought 
of reverting to the old methods, 
let along again actually doing so. 

Dealers participating in such a 
plan must be willing to substitute 
cooperation for independence, and 
be progressive enough to attempt 
many things which are contrary 
to what they now consider indis- 
pensible or at least unavoidable in 
dealer-jobber relations; confine 
their purchases to one source of 
supply, handle the same lines as 
their associates; subscribe to ad- 
vertising and promotions approved 
by the majority and conform to 
all rules and regulations in con- 
nection the payment of their bills 
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and the conduct of their business 
along uniform lines. 

I am conscientiously and hon- 
estly of the opinion that individual” 
dealers, regardless of size or abil- 
ity, will not be able to hold their 
own in the “Post-War Era and 
After.” They must find or devel- 
op capable and efficient whole- 
salers to re-distribute merchandise 
to them after it is acquired from 
manufacturers, in quantities and 
under conditions which use as 
their measuring stick, the final 
sale to the consumer. 

Summing up, I can see no dan- 





ger of elimination in the “Post- 
War Era or After” for progressive 
dealers who protect themselves 
and insure their ability to serve 
their customers on a competitive 
price and service basis through co- 
operation and affiliation with other 
dealers who entertain the same 
objective. This will be so in spite 
of all present competition and 
others to come, among which 
will be the retail hardware stores 
owned and operated by hardware 
wholesalers, as well as individually 
owned stores with a franchise from 
such wholesalers, where it seems 
expedient to make such connec- 
tions instead of opening their own 
stores. This competition I think 
presents the greatest post-war chal- 
lenges to any individual dealers. 
We know we will have the big 
tire company chains, who even 
now are developing outlets for 
hardware, paint and household 
appliances. There will also be 
further encroachment on the part 
of cooperatives, and continued 
aggressive competition from the 
chains and mail order houses. 

In conclusion I think we face: 

1-—Winning of the war, without 
which little or no consideration 
need be given to the post-war peri- 
od or forever afterwards. 

2—Survival of the individual 
dealer for the duration. 

3—Wide awake dealers will face 
the future confident and certain 
that collectively they have the abil- 
ity and the fortitude to meet and 
beat any competition. 





Rentals Add to Hosea’s Profits 
And Boost Volume 


HE Hosea Hardware Co., 

Miami, Fla., is maintaining its 
sales volume and profits during the 
present war-time scarcity of mer- 
chandise by renting floor sanders. 
This firm has three large machines 
and one small machine in service 
and there is a waiting list of cus- 
tomers most of the time. 

The average rental period of the 
average customer is one day. The 
rental rate is $5.00 per day. Cus- 
tomers must call for and return the 
machine for there is no delivery. 

Hosea’s has one customer, a local 
aviation school, that has required 
the services of one sander for more 
than a month. It is in daily use and 








is only returned for occasional re- 
conditioning and cleaning. The reg- 
ular rental fee is being paid for this 
machine. 

The company has used newspapers 
to advertise this rental service. Some 
time ago, it tried a series of an- 
nouncements on the radio. Each 
message explained the rental ser- 
vices and many other items related 
to floor finishing jobs, such as paint, 
varnish, shellac, and other materials, 
were mentioned to remind customers 
that these also were available at the 
Hosea store. 

The volume of rentals increased 
300 per cent since this type of adver- 
tising and promotion was used. 
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The bulletin board is composed of six panels which are 
in doors located prominently at the rear of the store. 


Bulletin Boards Keep Traffic 


01 Former C 


| ee 


occupying more than 18 ft. of 
space keep farm customers com- 
ing to the store of Harpster & 
Poulson Co., Mt. Vernon, Ohio. 
These blackboards are used as 
bulletin boards and list livestock, 
equipment and many other items 
farm customers have for sale or 
trade. Since the listings on the 
board are being changed almost 
daily, it is always of interest to 
farmers. Every time they are in 
town they usually stop in at this 
store to look at the bulletin board. 

Thousands of dollars worth of 
merchandise are listed on the 
board which is made up of six 
panel doors. These doors are in 
fixtures at the rear of the store. 
The panels formerly were covered 
with merchandise, but during the 
past 10 years they have been used 
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ustomers at High Peak 


Harpster & Poulson Co. uses them 
for listing stock and equipment 
farmers desire to sell or trade 


for bulletin purposes for farm 
items. The shelves behind the 
panel doors still hold merchandise. 
Any farmer can list equipment 
or livestock on the builetin board. 
There is no charge for this ser- 
vice. Farmers, however, are urged 
to notify the company when the 
goods are sold so that the listing 
can be removed and other new 
items. The board is completely 
filled with listings most of the 
time. Old items are removed to 
make way for new ones. 
Evidently the bulletin board 
sells the goods. Farmers use il 
again and again during the year. 
And, it is always of interest to 
farmers who generally are looking 


for a bargain and who come from 
miles around to take a look at the 
board. 

The company has secured many 
new customers and it has also sold 
merchandise to persons who never 
would have visited the store had 
it not been for the bulletin board. 



































Long. modernistic tables 
are used for displaying 
pottery and gift items. 
Their display surfaces 
are covered with mar- 
bleized linoleum. The 
tables are located at 
the center of the store. 


Dinnerware Fills 


Glassware and pottery also have 
helped to maintain sales volume 
since the beginning of the war 


A cross aisle table is used to show decorative glassware. 
It is equipped with a step-up display unit and also uses 
a glass displayer at the rear. Crepe paper is used on the 
display surfaces and sets off the glassware to advantage. 


the Sales Gap 


i _ 


glassware and pottery are just a 
few of the items that the Winters 
Hardware Co., Fremont, Ohio, has 
added in an effort to maintain 
sales volume since the war began. 
This company had enjoyed a very 
large major appliance business up 
to that time and it has been a tre- 
mendous job to fill the sales gap 
that resulted when appliances 
were no longer available. How- 
ever, the job has been done and it 
has been accomplished at no 
sacrifice in points. 

Nearly 40 per cent of the floor 
space on the main sales floor pre- 
viously was devoted to lines of 
major appliances. This space was 
converted, new fixtures con- 
structed and the new merchandise 
put on display. This change was 
made gradually so that the ap- 
pearance of the store and the 
emphasis on other lines was not 
sudden. Customers’ interest in 
new lines was built up slowly. 

The company always carried 
a representative stock of house- 





































































E, wares and today these lines are 
a being sold very aggressively. 

rs The changes in the appearance 
as of the store have been very pro- 
in nounced. Long, modernistic tables 
n. were built. They have round ends, 
y four display surfaces, and show 
p the merchandise in a most attrac- 
4 tive manner. A light buff marble- 
p ized linoleum is used to cover the 
s shelves. 

‘ New sidewall equipment was 
t also constructed. It was designed 


) to show a large variety of pat- 
terns of dinnerware in a com- 
pact space and has achieved its ob- 
jective in every respect. The 
fixtures were painted a light buff 
color. 

The new lines are well dis- 
played and the displays are well 
maintained. Several women em- 
ployees, who have charge of the 
department, see to this. This is 
the company’s first experience 
with women employees. They are 
doing an excellent job and are 
very enthusiastic about the de- 
partment. 







Light - colored fixtures 
show dinnerware effec- 
tively along the side- 
wall. Several patterns 
are shown here. Glass- 
ware is upon a modern- 
istic table which is a 
part of this section. 





e table is oc 


An entir ass coffee 


i 1 
cupied by g'a® 
rs. This is ont 
Pager active — 
in the store are - 
display is locate’ : 
it faces the entrance: 


RRS RE OAR IAN 


¥ EERE 
‘S 
i 2 
PCRIANRE AT ae 


Decorative pottery. 
gift articles and 
a number of 
housewares are 
upon this modern- 
istic table. Items 
are shifted around 
upon these tables 
from time to time 
helping to change 
the appearance of 
this section. 












News of Retailers, Jobbers, 
and 


and Manufacturers 
Salesmen 








READ IT IN HARDWARE 


NEWS OF 








HARDWARE. AGE FOR 








Rope Conservation Campaign 
Sponsors Rules Contest 


Rope industry sponsored campaign seeks to publicize 
needs for and means of conserving rope with the 
slogan, “Save Rope and You Save Lives!"" Sponsors 
contest for selection of rule to add to list of “!4 


Ways To Make Rope Last Longer.” 


The Rope Conservation Cam- 
paign Committee, Room 2303, 
350 Madison Ave., New York 
City, is sponsoring a campaign to 
foster the conservation of rope 
through suggesting ways and 
means for such activity. The 
committee which is an industry 
sponsored activity, approved by 
WPB has as its chairman Edwin 
G. Roos, Plymouth Cordage Co. 
Other members of the com- 
mittee are: William J. Cantwell, 
Cupples Co.; Willard G. Huit, 
Hooven, & Allison Co.; Reynolds 
Spriggs, Columbian Rope Co., 
and Robert ,C. Utess, American 
Mfg. Co. 

The plans, purposes and pro- 
cedure of the campaign are out- 
lined in a booklet, “The Who, 
What, Where. Why, How of Rope 
Conservation.” The campaign 
program is a concerted national 
effort to get the utmost rope ser- 
vice out of every foot of existing 
rope, having as its purpose the 
making of each individual rope 
user conscious of the 
of prolonging rope life through 
proper care and handling. 

Offered as part 
paign is a rope conservation 
booklet, “The Rope You Save 
Fights For You,” outlining the 
current situation from the con- 
sumer standpoint. Then there is 


of the cam- 





necessity | 


the rope conservation wall chart. | 


“Save Rope and Save the Lives | 


of Fighting Men,” an illustrative 
guide to longer rope life and 
greater rope saving. It has a 
chart showing war-time rope 
safety factors, together with “14 
Practical Ways to Make Your 
Rope Last Longer.” Each of the 
14 points is briefly outlined and 
each is illustrated with a sketch 
clarifying the suggestion. The 
14 points are: 1. Remove rope 
from coils pronerly; 2. Store rope 
properly; 3. Dry rope properly 
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after wetting; 4. Keep rope 
clean; 5. Protect rope from 
chemicals; 7. Don’t overload 
rope; 8. Slack off guys; 9. 
Avoid sharp angles of bends; 
10. Sheave rope right; 11. Re- 
verse ends; 12. Don’t lubricate 
your rope; 13. Avoid unneces- 
sary wear and abrasion; 14, 
Splicing rope. 

The committee is sponsoring a 
contest for the selection of the 
best “15th rule,” offering an 
award of one $100 War Bond for 
the suggested rule considered as 
being, in the opinion of the 
judges, the best submitted. Any 
rope user may participate, ex- 
cepting an employee of a rope 
company. The rules submitted 
must be generally applicable in 
the same manner as the rules in 
this booklet and not confined to 
any particular rope usage. Sug- 


4 





gested rules must be in the hands 
of the Rope Conservation Cam- 
paign Committee, Room 2303, 
350 Madison Ave., New York 17, 
N. Y., by July 1, 1944. In the 
event of a tie duplicate awards 
will be made. 

The committee has issued a 
“Procedure Book” clearly outlin- 
ing methods by which publishers, 
advertisers, manufacturers, dis- 
tributors and dealers can tie into 
the campaign. A comprehensive 
booklet showing the 14 rules, 
with illustrations has been issued. 
In addition there is a wall chart 
about 30 by 15 in. showing illus- 
trations for the 14 rules for the 
care and conservation of rope. 
An envelope stuffer has been pre- 
pared which is a miniature of 
the wall chart and there is also 
a gummed sticker for use with 
correspondence, envelopes, etc. 
Cordage manufacturers are 
financing preparation and pur- 
chase of a “central stock” of this 
material the stock to be used in 
supplying the cordage manufac- 
turers with a few preliminary 
copies of the material and people 
outside the cordage industry with 
the number of copies that they 
can use. Cordage manufac- 
turers will purchase additional 
copies, with their names im- 
printed for use in their own 
trade. 








TURNBULL PRESIDENT 
G. E. APPLIANCE CO. 


Ray W. Turnbull, executive 
vice-president of the Edison Gen- 
eral Electric Appliance Co., Inc., 
makers of Hotpoint electric ap- 
pliances, was recently elected 
president of the company. Mr. 
Turnbull’s election to the presi- 
dency climaxes 33 years of ser- 
vice with the Hotpoint organiza- 
A. D. Byler, who retires as 
president because of ill health, 
will remain with the company as 
a consultant to the president, and 
also as a member of the board of 
directors. Mr. Turnbull became 
associated with the Hotpoint Co. 
in 1910, shortly after the com- 
pany was founded. He started 
as a helper in the foundry and 
worked his way through the fac- 
tory assembly lines, then to order 
service, advertising, and eventu- 


tion. 








R. W. TURNBULL 


ally became sales manager. In 
1931 he was elected vice-presi- 
dent, and progressed to executive 
vice-president in 1940. 





NESCO NAMES BRADY 
SALES VICE-PRES. 
Michael N. Brady has recently 
been appointed vice-president in 
charge of sales for National 
Enameling & Stamping Co., Mil- 





MICHAEL N. BRADY 


waukee, Wis., according to an 
announcement by Alfred J. 
Kieckhefer, president of the com- 
pany. For the past 13 years Mr. 
Brady had been associated with 
the United States Rubber Co., 
New York City, starting with 
them as district sales manager in 
Birmingham, Ala. Since then he 
has held similar positions in 
Syracuse, New York City, Balti- 
more, St. Louis, and Chicago. 
He resigned from U. S. Rubber 
as central division sales manager, 
Detroit, Mich., to join the Na- 
tional Enameling & Stamping Co. 
Prior to his affiliation with U. S. 
Rubber Co., Mr. Brady was fac- 


| tory representative for the Willys 


Overland Co., Toledo, Ohio. 
After this, he became district 
manager of the Firestone Tire & 
Rubber Co., Birmingham, Ala., 
office. 

Lately, Mr. Brady was under 
assignment by the U. S. Rubber 
Co., to complete the personnel 
organization of some 20,000 em- 
ployees at the Scioto Ordnance 
plant, Marion, Ohio. Prior to 
the war, his services were loaned 
to Wendell Wilkie and Paul G. 
Hoffman, president of the Stude- 
baker Corp., to assist in raising 
nine million dollars for the 
Chinese relief. 
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United States Steel Products Co. 
Issues Statements on Its Lines 


John Hauerwaas, president 
United States Steel Products Co., 
Cleveland, Ohio, recently issued 
the following statement: “There 
has been some misunderstanding 
with regard to the type of prod- 
uct manufactured at the plants 
recently purchased from The 
Petroleum Iron Works Co., lo- 
cated near Sharon, Pa., and at 
Beaumont and Port Arthur, Tex. 


“At one time Petroleum Iron 





Works made heavy bolted, riveted 
and welded tanks in addition to 
steel barrels, drums and pails. 
When acquired, however, only 
the latter three types of products 
were manufactured, facilities for 
fabrication of heavy plate work 
having been previously disposed 
of. These plants now operated by 
Petroleum Iron Works Division 
of United States Steel Products 
Co. are manufacturing only steel 
barrels, drums and. pails.” 





















SCHMIDT PRESIDENT 
FARM EQUIPMENT INST. 
C. B. Schmidt, manager of the 


middle-western business of the 
De. Laval Separator Co., 165 


— 





Cc. B. SCHMIDT 


Broadway, New York City, re- 
cently was elected president of 
the Farm Equipment Institute. 
Mr. Schmidt served as chairman 
of the executive committee dur- 
ing the past year. He entered the 
employ of the De Laval Separa- 
tor Co., in 1922, and was first in 
the industrial department of the 
New York office, where he was 
engaged in special sales engi- 
neering. In 1925 he was trans- 
ferred to the Chicago office to 
take charge of the industrial cen- 
trifugal department, and in 1931 
he was made manager. Since 
1931, Mr. Schmidt has been man- 
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ager of the middle-western busi- 
ness with headquarters in Chi- 
cago. 
BERNARDINE HEADS 
HOUSEWARES ASS’N 


The New York Housewares 
Manufacturers Association, Inc., 
recently held their annual elec- 
tion, and the following officers 
and board of directors were 
elected: A, A. Bernardine, Na- 
tional Enameling & Stamping 
Co., Milwaukee, Wis., president; 
J. B. Hardenbergh, Corning Glass 
Works, vice-president; Norman 
L. Myers, Westinghouse Electric 
& Mfg. Co., treasurer; and M. E. 
Horn, Aluminum Cooking Uten- 





sil Co., secretary pro-tem. The 
same board of directurs was 
elected, namely: Walter Beh, 
Beh & Co., Inc.; William B. 
Flanagan, A. Kreamer, Inc.; and 
Joseph A. Kaplan, Joseph A. 
Kaplan, Inc. ~Also Robert D. 
Price, W. R. Case & Sons Cut- 
lery Co., and S. T. Williams, Lisk 
Mfg. Co., Ltd. 


BRYAN ASST. SALES MGR. 
OF PEDEN IRON & STEEL 


James Bryan has recently been 
made assistant sales manager of 
Peden Iron & Steel Co., whole- 
sale hardware distributors, Hous- 
ton, Tex. Hal Connor, recently 
returned from India, has been 
appointed assistant secretary and 
treasurer, and L. Wirt Boone is 
now attached to the purchasing 
department. Earl Johnson suc- 
ceeds Mr. Boone as office man- 


ager. 


GLUECK REPRESENTS" 
QUALITY TOOL CO. 


A. M, Glueck, 11 Warren St., 
New York City, manufacturers 
agent, has been appointed to 
represent the Quality Tool Co., 
New Wilmington, Pa., in the 
metropolitan New York territory 
calling on both the hardware and 
automotive fields. The company 
manufactures chisels, screw 
drivers, punches, etc. 








Ss. D. CAMPER 


CAMPER HEADS CROSLEY 
SOUTHEASTERN REGION 


S. D. Camper has recently been 
appointed southeastern regional 
manager for Crosley Corp., Cin- 
cinnati, Ohio. Prior to his join- 
ing the Crosley Corp., Mr. Cam- 
per was connected with the Kel- 
vinator Corp., Detroit, Mich., as 
district manager for a period of 
eight years, and was also con- 
nected with the R.C.A. Mfg. Co., 
Camden, N. J., as central western 
division manager for three years. 
He will make his headquarters 
in Atlanta, Ga., contacting 
Crosley distributors throughout 


the southeastern section of the 


country. 








Hardware Age Representatives 





OLE B. BERGERSEN 


Ole B. Bergersen has been ap- 
pointed Harpware ACE represen- 
tative for the New England terri- 
tory succeeding Chauncey F. 
English, who recently retired 
from active participation in busi- 
ness. Mr. Bergersen has repre- 
sented Harpware AcE in the 
Chicago territory for the past 
several years. 

M. M. Whitfield has been ap- 
pointed to Mr. Bergersen’s for- 
mer position in the Chicago 
territory. 








M. M. WHITFIELD 
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BURKE TO RETIRE FROM 
CORNING GLASS WORKS 


Bernard A. Burke, veteran 
sales representative of Pyrex 
Housewares division of Corning 
Glass Works in the New Eng- 


BERNARD A. BURKE 


land area, recently announced 
that he is planning to retire at 
the end of the year. He joined 
Corning Glass Works 27 years 
ago as a member of the original 
Pyrex Ware sales force. For six 
years he covered the Philadelphia 
and New York state area as well 
as New England. In 1917 he sold 
the first hardware wholesaler to 
carry the Pyrex Ware line in the 
east. Prior to his affiliation with 
Corning Glass Works, he was 
associated with American Metal 
Polish Co., and for that company 
he covered the territory east of 
Mississippi, including Canada, 
until 1917. 

Mr. Burke’s associates in the 
Pyrex Housewares division, gave 
a dinner in his honor in Boston 
recently, and presented him with 
a gift of engraved Steuben art 
glass. 


RAYMOND COX HEADS 
SALES FOR STANDARD 
HORSE NAIL CORP. 


recently 


Raymond Cox has 
been appointed general sales 
supervisor for the Standard Horse 
Nail Corp., New Brighton, Pa., 
manufacturers of horse nails, ma- 
chine keys, and steel specialities. 
He succeeds U. S. Couch, former 
secretary and sales manager, who 
resigned. 

BROWN BUYS TOYS FOR 
UNION HDWE. & METAL 


H. R. Brown has recently been 
appointed buyer of the toy de- 
partment of Union Hardware & 
Metal Co., wholesale hardware 
distributors, Los Angeles, Cal., 
succeeding T. M. Moroney, who 
has joined the firm of manufac- 
turers representatives, Glenn 
White & Associates, San Fran- 





cisco, Cal. Mr. Brown has been 
with Union Hardware & Metal 
Co., for 15 years, and during 
most of that time, he was con- 
nected with the toy division. For 
several years he was a toy 
specialty salesman, and lately he 
served as assistant sales manager 
for the company. After the first 
of the year he will visit eastern 
markets. 


BELLO BLADE SHARPENER | 


BACK IN PRODUCTION 


The War Production Board, 
after performing exhaustive tests, 
has granted permission to Bello 
Ltd., 12 West End Ave., Gardi- 
ner, Mass., to resume production 
of the Belle razor blade sharp- 
ener. The company states that 
the War Production Board gave 
this release because of the saving 
of blade steel, as the sharpener 
gives more shaves per blade. 
This product was first distributed 
in this country in 1928, but has 
not been available for some 
months. The Treasury Depart- 
ment is now buying Bellos for 
the Red Cross oversea use, and 
the Post Exchange system is 
also buying the sharpeners for 
the same purpose. 








THERMOID ACQUIRES 
STOKES RUBBER CO. 


Fred Schluter, president of 
Thermoid Co., Detroit, Mich., 
has recently announced the com- 
pletion of its acquisition of the 
Joseph Stokes Rubber Co., Tren- 
ton, N. J., and its subsidiary in 
Welland, Ontario, Canada. In 
Explaining the main motives for 
the acquisition, W. J. B. Stokes, 
II, will remain as president of 
Joseph Stokes Rubber Co., and 
will devote most of his time to 
the manufacturing and engineer- 
ing problems in that factory. 
No change in the sales methods 
of Joseph Stokes Rubber Co., 
Ltd., of Canada, are contem- 
plated. Lloyd R. Leaver, vice- 
president and general manager 
of Stokes Canadian plant, at one 
time acted as sales manager for 
Thermoid’s industrial products 
division. 


ZIRKE CELEBRATES 30 
YEARS WITH P. A. GEIER 


Arthur H. Zirke will celebrate 
the 30th anniversary of his asso- 
ciation with the P. A. Geier Co., 
manufacturers of Royal vacuum 
cleaners, this month. Mr. Zirke 
started with the company in 





A. H. ZIRKE 

1913, and was connected with the 
accounting department. In 1934 
he rose to the position of vice- 
president, and in 1935 he became 
president of the company. He 
expanded and intensified the 
Grier policy of marketing Royal 
cleaners through distributors and 
dealers only. It is his intention 
to continue this policy, and 
thought and study is being given 
to post-war planning in order to 
extend this method of distribv- 
tion. 








McGRAW ELECTRIC RECEIVES ARMY-NAVY “E”: The Army-Navy “E” award for 


outstanding production of war materials was awarded recently to the McGraw Electric 


Co., Toastmaster Products Division, Elgin, Ill. 
front lawn of the plant, against a back drop of flags of the United Nations. 


The ceremonies were conducted on the 


Capt. Robert 


Henderson, Division of Naval Intelligence, Washington, D. C., represented the Navy at 
the exercises, and presented the pennant to the president of the company, Max McGraw. 
Lt. Col. A. B. Pattou, of the Sixth Service Command staff, read the official citation from 
Undersecretary of War, Robert P. Patterson, and then he presented the “E” pins to eight 


of the Toastmaster men and women chosen to represent their fellow employees. 


Lt 


Commdr. H.M.S. Choudri, of the Royal Indian Navy, who is on tour of the American and 


Canadian war plants, was a special guest. 


The Elgin High School band provided music 


for the occasion, while an American Legion color guard posted the colors. Arrangements 
for the program were directed by Burton M. Riker and George H. Libbey of the McGraw 


executive staff. 


Left to right: Rear Adm. Alex M. Charlton; Max McGraw; Commdr. Miles H. Hub- 


bard; D. Scott Campbell, executive vice-president of the company; Murray Ireland, vice 


president in charge of manufacturing; Capt. Robert Henderson, 


» who presented the 


pennant; Lt. Col. A. B. Pattou, who presented the “E” pins; and in the background are 
the eight employees who accepted the “E”’ pins. 
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Remington DEALER LETTER 


OU KNOW THIS MAN, or one like him—the 
country doctor, one of the most admirable 
characters in American life. 


No night is so dark, no downpour so dense, 
no blizzard so driving—as to deter him from 
making his rounds of mercy. 


Moreover, he is companion, confessor, friend 
of all within many miles of his modest office- 
home. He is respected, relied upon constantly 
and in a thousand ways. Many times his pay- 
ment is only in deep gratitude. Yet he serves 
willingly and faithfully. Day in and day out. 


It seems to us that not unlike the country 
doctor is the hardware dealer today. You. 


In addition to making sales, you perform 
thousands of other services freely and gladly. 
This time of year, for instance, you serve your 
sportsmen customers with information on hunt- 
ing and care of guns—perhaps even arrange 
hunting privileges for them. Yet you may have 
no guns or ammunition to sell them. 


Too, you serve your community today by 
advising people how to get along without cer- 
tain articles which in normal times you could 
sell to them. 

You look on your customers as friends as well 
as sales prospects. You put service first, sales 
afterwards. 


And you’re right. 
Perhaps now, you—like the country doctor— 


“He used his best line, but even with this reel he couldn’t 


land her!” 


NOVEMBER 11, 1943 


The Country Doctor and the Hardware Dealer 


may be paid largely in gratitude, loyalty, and 
good-will. But to those will be added increased 
sales — when normal times return again. 
Remington Arms Company, Inc., Bridgeport, 
Conn. 





@ Ao _ 
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Uncle Henry Says: If you live in a 
war production area, take in roomers 
and don’t give out rumors! 


* * * 


Did you know that a Remington Hi- 
Speed* .22 develops 91 horsepower in 
the two or three thousandths of a sec- 
ond between the time the firing pin 
hits the primer and the bullet leaves 
the muzzle? 


* Reg. U. S. Pat. Off. 




















DONALD F. CARPENTER 


vice-president and director of 
manufacture, Remington Arms 
Co., Inc., Bridgeport, Conn., 
has recently been elected a 
member of the corporation of 
the Massachusetts Institute of 
Technology. Mr. Carpenter wus 
formerly graduate class presi- 
dent, MI.T. in 1922. He joined 
Remington Arms Co. in 1933 
as director of manufacture and 
was named vice-president in 
1941. Mr. Carpenter is the sec- 
ond Remington official to be 
honored by M..T., E. C. Had- | 
ley, manager of Remington’s | 
technical division, having been 


the first. 
$4 








BOWSER, INC., PURCHASES 
EAGLE LOCK CO. 


Eagle Lock Co. recently con- | 
cluded a plan consolidating the 
interests of the company with 
those of Bowser, Inc. Details of 
the transaction involve forma- 
tion of a new corporation, The 
Eagle Lock Company, Terryville, 


| York City, 





Conn., now a wholly owned sub- 
sidiary of Bowser, Inc. 

The officers of the new con- | 
cern, of which H. Lee Murphy is | 
president, are the same as those | 
of its predecessor and in addi- 
tion R. Hosken Damon is chair- 
man of the boards of both The 
Eagle Lock Company, Terry- 
ville, Conn., and Bowser, Inc. 

Post war plans, when it is 
proper to announce them, may 
doubtless include interesting in- 
formation regarding additional 
products. It is planned to con- 
tinue to manufacture in Terry- 
ville the lines of locks and screws 
with which the Eagle Lock Co. 


was identified for so many years. 


EASE RESTRICTIONS 
ON BLOT-X CHEMICALS 
The president of the Blotex 

Co., Springfield, Ohio, recently 

announced that the chemicals 

used in the manufacturer of | 





Blot-X are being released in in- | 
creasing quantities. E. A. Schaef- | 
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fer, president, said that since 
they have changed their package 
from tin to glass, it has been 
dificult to obtain sufficient jars 
to package the product. Now, 
however, they have enough jars 
to handle their needs. —_ 





HOWARD TO ADDRESS 
HARDWARE BOOSTERS 


Winthrop R. Howard, president, 
The Rawlplug Co., Inc., New 
will be the guest 
speaker at the Nov. 19 meeting 
of the Hardware Boosters to be | 








WINTHROP R. HOWARD 


‘held at the Midston House, Madi- 
son Ave. and 38th St., New York, 
his topic being “An Unusual 
Hobby.” As usual the meeting 


will start with supper at 6:30 | 
p.m., Mr. Howard’s address to 
be given at 8 o'clock. 


GALBREATH EXECUTIVE 
VICE-PRES. PRESSED 
METAL INSTITUTE 
W. W. Galbreath was recently 
executive vice-presi- 
dent of the Pressed Metal Insti- 











HENRY DISSTON 


A lO3 YEAR OLD VETERAN 





This is the fourth war in which 
HENRY DISSTON: SONS. xc 
has had the privilege of doing 
its duty in performing an 
> seni service for the nation 


















| years and had done one of the 


ME ome 





“tute. _Mr. Galbreath was for 
many years president of Alli- 
ance Porcelain Products Co. In 
his new post he Will give special 


directive to Institute post-war 
problems“and planning. The 
headquarters of the Institute 


have been transferred from New 
York to Cleveland at 829 Union 
Commerce Building, in order to 
expedite the work of research 
committees which is now being 
organized. 





WARANCH RETURNS TO 
WARANCH HDWE. 


Sam A. Waranch, member of 
the firm of Waranch Hardware & 
Paint Co., Norfolk, Va., has res 
turned:to the business, dfter ser 
ing 16 months in the Army. 
While in the Army, Mr. Waranch 
had the rank of sergeant in the 
Quartermaster Corps, and for 
almost a year was in charge of 
the hardware section of the QM 
warehouses at Camp Sibert, Ala. 








Baude, Oldest Salesman Honored 
At Disston War Conference 


Henry Disston & Sons,. Tacony, | 


| Philadelphia, Pa., recently held 
| a seven day war conference at 


the Hotel Benjamin Franklin in 
Philadelphia. The whole confer- 
ence was carried out in true mili- 
tary style with a Bugler for as- 
sembly, “commanding officers” 
for each topic of discussion, and 
mess call for “chow.” On the 
first evening .of the conference | 
the Management Dinner was 
held at the Benjamin Franklin 
Hotel, and Walter H. Gebhart 
gave a talk on “Sacctosics and 
Syngernism.” Sacctosics is an 
acrostic made with the first letter 
of each of the 10 character quali- 
fications needed by salesmen for 
success in post-war selling. 

S. Horace Disston, president of | 
the company and toastmaster for | 
the occasion, then announced the | 
salesman, who as Mr. Gebhart 
said, “was perhaps the oldest in | 





‘youngest’ hard-hitting jobs dur- 
ing the past year.” This man 
was William A. Baude, an east- 
ern territory representative who 
wears a fifty year service pin. 
Mr. Baude was presented with a 
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gold watch in recognition of his 
work in achieving the best record 
of sales for the year 1942. 





WILLIAM A. BAUDE 


On the second day of the con- 
ference those attending took a 
timberland trip to see the Diss- 
ton-Mercury gasoline driven 
chain saw at work in Jacob S. 
Disston, Jr.’s Forest near Hat- 
boro, Pa. 
















Disston & Sons, Inc., seven-day war conference at the Benjamin Franklin Hotel, Philadelphia, Pa. 
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Postwar Statements of 5 Wars 


POSTWAR 1812... We pledged ourselves to the development of markets for 


American manufactured merchandise and a period of freedom of trade. 


POSTWAR 1865... We pledged ourselves to serve an ever expanding nation, 
stretching from coast to coast with market centers linked by railroads, boats, barges 
and stages. 


POSTWAR 1898... We pledged ourselves to the introduction of scores of new 
American items—items that subsequently set a pace for Twentieth Century trading 
volume. 


POSTWAR 1918... We pledged ourselves to the task of serving hardware stores 
and sport shops with the finest lines of firearms and fishing tackle possible to assemble 
for America’s millions of sportsmen and sportswomen. 





POSTWAR 1947... We pledge ourselves to maintain our policy of quality mer- 
chandise at popular prices after the war—with a national service that will cater to 
dealers in every state of the union. The salesmen who will call on you will be, in most 
cases, the men who have returned from service. The packaging and labels will grad- 
ually change—improved according to modern standards. Immediately after the war 
you will receive the big Tryon Catalog with hundreds and hundreds of pages devoted 
to Tryon Hardware, Kingfisher Fishing Tackle, Trusport Athletic Goods, Sporting Arms 
and Equipment and scores of leading manufacturers branded goods. We also pledge 
ourselves to.design and distribute new dealer helps thru which merchants will realize 
a quicker turnover in Tryon goods. 


EpDw. K. TRYON COMPANY 


815-819 Arch Street Philadelphia, Pa. 


TRYON 
Hardware 
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Left to right: Floyd K. Lawson, secretary-treasurer, 26 years with 
the company; E. Carl Sorby, vice-president, 16 years with the 
company; John P. Curtin, vice-president, 32 years with the com- 
pany; Stanley H. Hobson, 32 years with the firm, president. 


Derwent Retires from Geo. D. Roper Corp. 


Watson E. Derwent, vice-presi- 
dent of the Geo. D. Roper Corp., 
Rockford, Il., who has been with 
the company for 28 years, re- 
cently announced his retirement. 
Mr. Derwent became associated 
with the Roper Corp., in 1915, 
starting as assistant to the vice- 
president. In 1917 he became 
sales manager of the gas range 
division, and in 1918 was ele- 
vated to the position of vice- 
president. Before joining the 
Roper organization, Mr. Derwent 
was affiliated with the Kalamazoo 
Stove Co., Kalamazoo, Mich., in 
the capacity of sales manager. 


He was a member of every state 
gas association, and a member of 
the American Gas Association for 
26 years, serving on many in- 
dustry committees. He helped 
organize the Association of Gas 
Appliance & Equipment Manu- 
facturers, and served as president 
for two years. Mr, Derwent has 
also served on the A. G. A. 
Standards committee from the 
time the laboratory was set up. 
Since the start of the war much 
of his time has been devoted to 
coordinating activities of the gas 
industry with the war-time re- 
quirements of various govern- 
mental agencies. 








M. I. JACKSON HEADS 
THE KEYSTONERS 


Millard I. Jackson, Behr- 
Manning Corp., was elected pres- 
ident of The Keystoners at the 
fall meeting held recently at the 
Llanerch Country Club, Llan- 
erch, Pa., succeeding Carl J. 
Meister, Allen Mfg. Co. John 
J. McCann, J. H. Williams Co., 
is the new vice-president and 
Floyd W. Anderson, Precision 
Grinding heel Co., Philadelphia, 
Pa., was re-elected - secretary- 
treasurer. 

Prior to the dinner meeting a 
golf tournament was held with 
Edmond A. Neal, Nicholson File 
Co., winning the Jack Dieterle 
Cup for low gross and Robert W. 
Ingraham, Holo Krome Screw 
Corp., winning the President’s 
Cup for the low net score. 

At the business meeting, the 
club decided to hold its annual 
Christmas party at a date to be 
announced later. Committee 
chairmen are: L. M. Boyd, Stan- 
ley Electric Tool Division, en- 
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tertainment committee; L. E. Gil- 
liard, Fayette R. Plumb, Inc., 
publicity. Edmond A. Neal, Ni- 
cholson File Co., sports. 





BOOSTERS HEAR TALK 
ON SOUTH AMERICA 


More than 40 members and 
guests attended the Oct. 29 meet- 
ing of the Hardware Boosters at 
the Midston House, 38th St. and 
Madison Ave., New York City, 
and heard Franklin Johnston, pub- 
lisher of the American Exporter 
discuss a recent three months’ 
trip through South America. Our 
good neighbor policy is a good 
success in South America and 
contrary to comments of some 
people our diplomats in South 
America are career men rather 
than politicians. This country is 
anxious to see South American 
countries go ahead industrially. 

Three new members. were 
elected: William H. Allen, Allen 
Sales Co.; Thomas J. Finn, At- 
las Products Corp., and J. M. 


Witten, circulation manager, 








Harpwakt Acre. Announcement 
was made that the Boosters an- 
nual Christmas Party will be 
held Monday evening, Dec. 20. 
Paxton “The Memory Marvel” 
entertained prior to Mr. John- 
ston’s address, giving prifcipal 
hotels, theatres, industries and 
other pertinent data of cities in 
the United States with a popula- 
tion of 15,000 or over, upon their 
naming by those in the audience. 
TENNESSEE ENAMEL 
WINS STAR FOR 
ARMY-NAVY “E” FLAG 


The Tennessee Enamel Mfg. 
Co., Nashville, Tenn., manufac- 
turers of porcelain enameled gas 
heaters, floor furnaces, signs, 
table tops and stove parts, which 
was awarded its Army-Navy “E” 
award last March, was given a 
star to add to its award in 
September. This was for con- 
tinued maintenance of high 
standards of production as part 
of the war effort. 





WANTS GYMNASIUM 
LINES FOR HAWAII 


Thomas T. Miles, 947 Hala 
Drive, Honolulu 29, Hawaii, is 
interested in being appointed as 
a sales representative in the 
Territory of Hawaii for Ameri- 
can made gymnasium equipment. 
Mr. Miles has had 18 years of 
experience as a traveling sales- 
man covering all of the principal 
islands of the territory for a 
wholesale hardware house and 
for a manufacturers’ representa- 
tive. He left his latter connec- 
tion to take up war work in 
January, 1942. 

HALL TWENTY YEARS 

WITH PLUMB, INC. 


This year William E. Hall will 
complete 20 years with Fayette 
R. Plumb _ Ince. hammers, 
hatchets, files, sledges, and axes, 
Philadelphia, Pa. Most of this 
time has been spent as west coast 
representative for the company. 





WILLIAM HALL 












E. B. MORLEY 


E. B. Morley of Morley Bros. 
Saginaw, Mich., wholesale hard 
ware distributors, whose elec. 
tion as a member of the Exec 
utive Committee of the Na 
tional Wholesale Hardware As. 
sociation, was announced in the 


Oct. 28 issue of HARDWARE 


AGE. Mr. Morley was elected 
at the convention held last 
month in New York City. 








TWO ASSISTANTS TO 
MGR. WESTINGHOUSE 
LAMP DIV. APPOINTED 


R. F. Tucker and Adolph 
Frankel were recently appointed 
staff assistants to the manager of 
the Westinghouse Lamp Division, 
with headquarters at Bloomfield, 
N, J., it was announced by Ralph 
C. Stuart, manager of the divi- 
sion. In their new positions, they 
will assist Mr. Stuart in coordi- 
nation of the manufacturing, en- 
gineering and sales activities of 
the four lamp division plants. 

Mr. Tucker, who joined West- 
inghouse in 1909, has _ been 
assistant division auditor since 
1939. 

In 1917, Mr. Frankel, formerly 
assistant manager of the special 
products commercial department, 
was a member of the executive 
sales department in New York 
City, served as merchandising 
manager of the lamp division, 
and as sales manager of special 
products. 


WEBER ASST. TREAS. 
HERCULES POWDER CO. 


Paul J. Weber, economist and 
head of the economic research 
department of Hercules Powder 
Co., Wilmington, Del., was re- 
cently elected assistant treasurer 
at a meeting of the board of 
directors. Mr. Weber joined 
Hercules in 1934 as economic 
statistician and head of the sta- 
tistical department and will con- 
tinue the direction of economic 
research of the company in addi- 
tion to his duties as assistant 
treasurer. 
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WARTIME ADVERTISING rox eosciie sus 


in the fuel oil heating industry. Andit’sin _ tained, but actually built-up, even though 
the volume you're accustomed to. Duo-Therm’s men and machines are now 


Duo -THERM continues its aggressive lead- 
ership in national advertising! 


HOUSEHOLD-NOVEMBER - 
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Copr 1943, Motor Whee! Corp 











making war products instead of America’s 





y-six million reader impressions ee leading fuel oil heating appliances. 
these important magazines that blanket HERES WHAT /T | 
the profitable post-war market for fuel oil MEANS TO you / And it also means that if Duo-Therm 
heating appliances! Fuel Oil Heating Appliances do not al- 












An advertising story that works for 
you—works for Duo-Therm—and works 


i i date to 
for the war effort, too! It’s just the kind of ft MEANS that the value of your Duo- idea to drop us a line and make a da 
advertising you’d expect from the leader Therm franchise is being not only main- _ talk things over. 


DUO-THERM . 
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America’s Leading Manufacturer of Fuel Oil Heating Appliances 


ready occupy a prominent place in your 
post-war planning, it would be a swell 












DIVISION OF MOTOR WHEEL 
RPORATION james LANSING, MICH. 



















THERMOID CO., TRENTON, N. J., EIGHT-DAY WAR CON- 
FERENCE: The company executives, sales executives, and all 
salesmen from every sales division of the country of the 
Thermoid Co., were present at the eight-day war conference. 
The purpose of the meeting was a thorough, detailed discus- 
sion of the company’s present and post-war activities and 


problems 


The first three days of the conference were held 


in New York City at the Waldorf-Astoria Hotel and the latte: 


five days in Trenton. 


While in Trenton the group toured 


Thermoid’s plants and inspected its greatly expanded manu- 


Over 


facturing facilities: 


100 Thermoid salesmen from all 
over the country attended the conference. 


Company execu- 


tives who attended included F. E. Schluter, president; C. A. 
Klaus, vice-president directing automotive replacement sales; 
S. H. Lyons, vice-president directing industrial products sales; 
D. P. Allen, vice-president in charge of original equipment 
sales, and George Fabel, president of Southern Asbestos Co. 
Executives of the Joseph Stokes Rubber Co., Trenton, N. J., 
recently acquired by the Thermoid Co., attended the confer- 


ence meetings also. 


They included W. J. B. Stokes, Il, presi- 


dent of Joseph Stokes Rubber Co.; Lloyd R. Leaver and Lloyd 
Falkenhagen, operating heads of Joseph Stokes Co., Ltd, 
Welland, Ontario, Canada. Left to right: L. R. Leaver, Joseph 
Stokes Co., Ltd., Welland, Ontario; Fred Schluter, president 


Thermoid Co., 


original equipment. 


and D. P. Allen, vice-president in charge of 








WOMEN CALL ON TRADE 
FOR IGOE BROS., INC. 


Igoe Bros., Inc., 527 Washing- 
ton St., New York City, wholesale 
hardware distributors, recently 
appointed several outside women 
representatives to call on the 
company’s retail accounts. These 
ladies have taken over territories 
formerly men who 
are now in the armed forces or 
in defense industries. Robert E. 
Doti, general sales manager of 
the company states, “The com- 
pany expects to employ 
women sales representatives per- 
haps for the expansion of some 
departments.” 


covered by 


more 


REYNOLDS METAL CO. 
PURCHASES CHARTER 
OAK STOVE & RANGE 


Reynolds Metal Co., Rich- 
mond, Va., has purchased the 
Charter Oak Stove & Range Co., 
St. Louis, Mo. For the present 
the Reynolds Co., will continue 
to make coal and wood stoves, 
and to devote part of the plant, 
which occupies 250,000 square 
feet of floor space, to the manu- 
facture of cotton:insulating ma- 
terial. In addition, when re- 
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strictions are lifted, the Charter 
Oak plant will manufacture gas 
and electric stoves, kitchen cabi 





nets, hot water tanks, sinks, and | 
other household appliances. 
J. Louis Reynolds, vice-president 
of Reynolds Metal Co., who has 
been elected president of Charter 
Oak, said that an industrial de- 
signing firm has been engaged 
to begin designing the company’s 
post-war line of stoves and 
household equipment. The com- 
pany also plans to convert a por- 
tion of the present plant for the 
processing of cotton into insula- 
tion materials for home. Walter 
L. Rice, vice-president of Rey- 
nolds, was elected a vice-presi- 
dent of the Charter Oak Co., 
also. 


CAPT. ALBERT PRINCE 
IN RAPID CITY, S. D. 


Capt. Albert J. Prince, USMC, 
who was formerly stationed for 
three months in Dallas, Tex., is 
now in Rapid City, S. D. Capt. 
Prince has been stationed there 
to maintain contacts between the 
Headquarters of U. S. Marine 
Corps, and the State Selective 
Service of South Dakota. His 
present address is Capt. Albert 
J. Prince, USMC, Marine Corps 


Liaison Officer, State Selective 
Service Headquarters, Rapid 
City, S. D. 


‘ 


GREENFIELD TAP & DIE 
WINS SECOND STAR 


Donald G. Miller, president of 
the Greenfield Tap & Die Corp., 
Greenfield, Mass., has recently 
announced that the company has 
received the second star award to 
the Army-Navy Production 








RECENT ARMY-NAVY “E” 
PRODUCTION AWARDS 


Barlow & Seelig Mfg. Co., 
Ripon, Wis. 

*Greenfield Tap & Die Corp., 
Greenfield, Mass. 

*McGraw Electric Co., Toast- 
master Products Division, Elgin, 
Ill. 

Nash-Kelvinator, Propeller Di. 
vision, Detroit, Mich. 

National Enameling & Stamp. 
ing Co., Milwaukee, Wis. 

*Tennessee Enamel Mfg. Co.. 
Nashville, Tenn. 


*Award made for second time 








ATKINSON SALES HEAD 
ELASTIC STOP NUT 
Luther H. Atkinson has re- 
cently’ been appointed vice-presi- 
dent in charge of sales for the 


Elastic °Stop Nut Corp. of 
Amerieaé, Union, N. J. Mr. 
Atkinson formerly was _ vice- 


president in charge of marketing 
for the Weyerhaeuser Sales Co.. 





Award won in August, 1942. 


| St. Paul, Minn. 








Old Guard Held Luncheon During New 


The Old Guard held its regu- 
lar informal luncheon meeting 
during the New York Convention 





GEO. F. SMITH 


| Smith, Heller Bros. Co., presided. 





of the hardware manufacturers | 
and wholesalers. The meeting 

was held in the Century Room of 

the Commodore, _ convention | 
headquarters. Because there was 

an early afternoon session of the | 
convention, the meeting was brief | 
without speeches or the transac- | 
tion of any business. The annual 
meeting of the organization is 
always held in the spring in con- 
nection with the Southern Con- 
vention. President Geo. F. 


Other officers of the Old Guard 
are Larry L. Sullivan, The Irwin 
Auger Bit Co. and J. Frank | 
Boxwell, Yale & Towne Mfg. | 
Co., vice-presidents and R. P. 
Boyd, secretary-treasurer. H. K. 
Zust, Cammilus Cutlery Co., is 
chairman of the executive com- 
mittee whose members include: 
R. E. Vance, Bona Allen Co., 
B. E. Strader, Remington Arms 
Co., Inc., M. G. Lipscomb, | 









York Convention 


Cavert & Lipscomb, Chas. R 
Eaves, C. R. Eaves Co., and C. L. 
Peterson, Peterson & Lowe. 





R. P. BOYD 


HARDWARE ACE 
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A REPORT TO THE NATION 
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~_ 1 Paint is playing a vital part in the war effort, protecting our ships, planes, 
ol Mig. Co., . F 

vi tanks and other fighting equipment against rust and corrosion. Also for camou- 
econd time flage and many other war purposes. 
y. Paint is maintaining American Industrial Plants and Buildings; furnishing 
S HEAD 
> NUT better light and sight for workers and machines; and protecting the manufac- 
m has re- 
vice-presi- tured product. 


les for the 


Corp. of . 

J. Mr. 5S Paint is protecting American homes and buildings against the elements (struc- 
was vice- 
gee tures that cannot be replaced for the duration) and furnishes essential and eco- 
Sales Co.. 


nomical upkeep for the duration, thus vitally aiding morale on the home front. 


n 
Chas. R. “Wiile Nos. 2 and 3 are subject to many necessary wartime 


and C. L. 
we. 


limitations and restrictions imposed by the No. 1 war job, we believe it worthy of record 
Te oo a ne Per ee 
continue to do so for the duration. After this job is done, the Paint Industry will 
be prepared to tackle the big Post-war job — of giving America and the whole world 


for that matter, a fresh coat of paint to restore beauty as well as for needed protection. 








The above report prepared and published in behalf of the Paint Industry by 
THE SHERWIN-WILLIAMS CO. CLEVELAND, OHIO 


NOVEMBER 11, 1943 















Beginning an intimate series on 


What Every Businessman 
Should Know About Congress 


the functioning of Congress, some 
personal angles and how Congress- 
men can help solve your problems 


Part 1—The Legislative Process 


By CONGRESSMAN WILLIAM S. HILL, 
COLORADO, with 
JOHN T. BARTLETT 


1, my years of con- 


tacts with businessmen in trades of 
every kind, I have repeatedly been 
amazed at the lack of knowledge 
they have displayed regarding Con- 
gress, congressmen, and the entire 


legislative process. The thought 
has occurred to me again and 
again, “If these men in business— 
these hardware dealers, grocers, 
furniture dealers—know so little 
of the what, the why, the how, 
of the legislative process, how can 
they intelligently appraise the acts 
of Congress or the worth of their 
elected representatives? How can 
they know how to help get action 
on some measure, or give their 
representative the information he 
needs to have?” 

The man back home too often 
feels that the only thing that 
counts in Congress is a speech. 
What he should understand is that 
approximately 75 per cent of all 
House business is done through 
the work of committees, and the 
majority and minority leadership. 
This is how it works. 

First, a bill is introduced— 
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“Dropped in the hopper.” Any 
congressman can introduce a bill. 

Next—and here control begins 
—the speaker assigns the bill to a 
committee. Perhaps the Admin- 
istration, and the Speaker, have 
no particular interest in the bill. 
It is sent to the logical committee. 
{f it is on a labor subject, it goes 
to the labor committee; if con- 
cerned with agriculture, to the 
agriculture committee—and so on. 
But someone may have the ear of 
the Speaker, or perhaps the latter 
has an interest in the measure. So 
he refers it to a committee, in 
which, he feels, he will have full 
control over the bill. Sometimes 
bills have clauses especially insert- 
ed to assure that a bill will go to 
a desired committee. In the 77th 
Congress, which ended in Decem- 
ber last, a considerable number of 
labor bills were referred to the 
judiciary committee. 


Here’s the Committee 


Let’s take a look at the commit- 
tee to which a bill has been re- 
ferred. To begin with, committee 
assignment is a power entirely 



























(Harris & Ewing) 
HON. WILLIAM S. HILL 


Congressman William S. Hill is the 
ideal author for a series of this type. 
Probably not more than 10 per cent 
of Congress has had actual retailing 
experience. He was head of Stand- 
ard Mercantile Co., Fort Collins, 
Col., before he ran for Congress and 
was active in cooperative work 
among merchants in that area. In 
addition, he has been president of 
the Mountain States Hardware and 
Implement Association and for sev- 
eral years was chairman of the 
legislative committee of that or- 
ganization. 
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within the hands of the Speaker. 
However, it is a House custom to 
permit the minority party to se- 
lect its own committee member- 
ship, and the minority leader 
(Joseph Martin, of Massachusetts, 
at present) suggests them to the 
Speaker in open session by reso- 
lution. Committee membership, 
by parties, is based on relative 
representation. On a 25-man com- 
mittee in the 77th Congress, 
the majority drew 15 mem- 
bers, the minority 10. In this 
Congress, where the majority has 
a very slender margin, its majority 
representation on committees is 
much narrower. 
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STEPS THAT LEAD TO YOUR STORE 
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Here’s How Universal’s ‘U" Plan for V" Day Works 
“ Forty million full page color messages in 14 national magazines will tell 













bat consumers throughout 1944 about Universal’s “U” Plan for “V” Day — 

> 4 urging them to plan with you now to secure the housewares they will need 

28, after Victory. 

od 

rk Each advertisement includes a handy check list upon which readers can in- 

In dicate the household devices they will need and estimate their approximate 
f y PP 

4d total value on a basis of the 1941 price range. 


v- . . ° 
a. Consumers are instructed to take these check lists to the nearest Universal 


- 
» 
* 

r- 3] dealer and to ask him for priority consideration as soon as the products 
e 
- 


are available. ; 


The “U” Plan urges consumers to buy War Bonds now so that the desired 
appliances and housewares can be secured as soon as available. 


You fill out a duplicate copy of the consumer's list for your prospect file 
and priority rating. When merchandise is available, you can easily notify 
your customers by telephone. 


Establish your store now as appliance and- housewares headquarters. Plan to take full 
advantage of Universal’s contribution to the profitable solution of your post-war prob- 
lems. For complete details concerning point-of-sale materials, wire, write or phone 
your Universal distributor or Dept. Landers, Frary & Clark, New Britain, Conn. 
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R New Britain, Conn. 
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The chairman of the committee 
reaches his position by seniority. 
This is why, once a representative 
has gained a place on an impor- 
tant committee, his district be- 
comes vastly interested in keeping 
him in Congress. 


The Committee Chairman 


How does the committee chair- 
man feel about a bill which has 
been referred to him? That is 
important. That chairman 
has almost unlimited power con- 
cerning the consideration of bills. 
He may—or may not—have hear- 
ings. He will decide whether 
they will be full open hearings, 


very 


or not. He will decide when 
hearings will be held. There 
have been many cases where a 


committee chairman has refused 
even to call his committee to- 
gether, and while there are ways 
to compel him to act, they are sel- 
dom invoked. 

On the other hand, if a chair- 
man wants a bill considered and 
reported at once, favorably, he 
has extensive 
such action. 


powers to secure 


Under these conditions it is ob- 


viously possible for a committee 
chairman to take undue advantage 
of members opposing certain bills. 
Some congressional chairmen are 
known to be exceptionally fair to 
all committee members—and there 
are some others who are roundly 
disliked by the minority. 

So inevitably, many bills get 
scant attention in committee. Some 
are pushed right through. Impor- 
tant measures may require much 
study and going over; when they 
come out, it is in rewritten form. 

Suppose our hypothetical bill 
is reported out by the House com- 
mittee. But it does not go direct 
to the House—but to the rules com- 
mittee, of which a “rule” is re- 
quested for House consideration. 
Membership on the rules commit- 
tee is the prize committee assign- 
ment. That committee decides the 
rule under which the bill will be 
considered, the length of debate, 
the date of consideration, and vari- 
ous other details, reported when 
the committee offers a resolution 
to the House membership. The 
House as a whole must accept the 
rule as reported by the rulés com- 
mittee, or reject it. During the 
77th Congress, the rule was voted 





Features Woodmen’s Equipment in Window 





Arden Zipp, of the Doyle Hardware Co., Dolgeville, N. Y., arranged this 
interesting window display of woodmen’s supplies during the pulpwood 


drive in the community. 


Uncle Sam needs more pulpwood to make gun- 


powder, parachutes, medical dressings, and shipping containers. This hard- 

ware firm told the community that it had the supplies and tools workmen 

would need to produce a record cut. A small log cabin occupied the cen- 

ter and it was surrounded with saws, axes, sledges. wedges, blocks, and 
other woodmen’s supplies. 
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down several times. There were 
times when the house membership 
amended the rule. 

Generally speaking, the rules 
committee, ordinarily controlled 
by the Administration, doesn’t 
bring out bills unless the Admin- 
istration is interested in their pas- 
sage. 


Heavy Responsibility 


Now you can understand why 
leadership and committees are de- 
termining factors, far more than 
speeches made on the floor, in the 
passage or rejection of legislation. 
And this is not only because con- 
trol is inevitably exercised over 
committees. In the nature of leg- 
islative procedure, heavy respon- 
sibility rests with the committee. 
They can take the time for inten- 
sive investigation and study of 
bills. They hold hearings which 
last days at a time. They can give 
the bill thorough study which, by 
a House in open session, consider- 
ing a great volume of legislation, 
would be impossible. Theoretical- 
ly, of course, the House has con- 
trol over the activities of its speak- 
er and committees. The House by 
majority vote can compel the 
speaker to re-assign a bill to an- 
other committee. “But this is not 
often done. 

When the rules committee gives 
the bill a rule, and the House ac- 
cepts it, the latter. is immediately 
put in a strait-jacket with respect 
to consideration. Perhaps the de- 
bate is limited to four hours. Per- 
haps amendment is forbidden. 
Time for consideration in commit- 
tee of the whole is-usually divided 
equally between majority and 
minority sides. The ranking mem- 
bers on the respective sides have 
the assignment of time to mem- 
bers. 

They usually take first care of 
committee members who wish to 
be heard. Other members, of 
course, may ask for time and be 
assigned it. Sometimes, there is 
moré time than is needed; other 
times, on important measures, 
time is entirely too short. So it 
happens that, although a represen- 
tative may be an expert on a sub- 
ject under discussion, but not a 
member of the committee having 

(Continued on page 123) 
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The story of GOLDILOCKS and the THREE BEARS 


; ‘ 
rolled (1943 version for Retailers) 





It seems in this version, the three bears were 
retailers who knew there was a war going on 
because they were having troubles. The little 










































why 
e de- bear—just like in the old story—was plagued 
_ by SHORTAGES. And even though it wasn’t 
ay a shortage of porridge, but a shortage of con- 
con- sumer goods, it amounted to the same thing, 
over because empty shelves mean an empty bank 
“ed account and an empty bank account means 
_ no gravy. 
iten- 

of 
tich 
sive 

by 
ler- 
on, 
val- 
on- 
ak. 
by 
he 
n- 
ot 
es 
“s Now, if you'll forgive us, we'd like to say that 
y RATIONING was making a monkey out of the And the big bear? Well, every time he stood 
. middle-sized bear. Questionable supply, erratic in front of an open ledger, he caught his death 
a turn-over and ration stamp worries had turned of unrealized profits. PRICE CEILINGS, you 
‘ him from a nice brown bear into a grizzly-gray see, had curtailed the profits from merchandise 
_ bear long before his time! he had featured for years! 
; ae 
1 


N ow, that’s where Goldilocks—Gem Blades to 
you—comes in. Gem—2 for 10¢ helps relieve 
you of retailing worries. Gem—2 for 10¢ assures 
you regular supply, steady turn-over and a sweet 
fixed profit on every card! And, everybody 
knows Gem; millions see Gem’s famous “Avoid 
5 o'clock Shadow” ads in America’s leading 
magazines and newspapers. So do what the 
three bears did: Stock Gem 2 for 10¢ and live (a 
lot more) happily ever 
after. Your wholesaler 
can supply you. 
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RETAILER'S COST 
70c per card 
of 10 packs 
(2 blades per pack — 10¢ retail) 
$1.75 per card 
of 10 packs 


(5 blades per pack —25e retail) 


Gem Division, 
American Safety Razor Corp., 
Brooklyn 1, N. Y. 





Changes in Stove Rationing 
Order 9A Procedure 


Several changes were recently 
made in Ration Order 9A by the 
Office of Price Administration as 
to exclusive sales arrangements; 
allowable inventory and the sale 
and purchase of combination 
ranges. OPA has ruled that 
manufacturers or distributors of 
stoves who had entered into ar- 
rangements before Dec. 19, 1942, 
for the sale of their stoves ex- 
clusively in an area, may con- 
tinue these arrangements and 
thus permit their exclusive deal- 
ers to maintain the goodwill they 
have built up, according to 
Amendment 2 to Ration Order 
9A, effective Oct. 19, 1943. Such 
exclusive sales understandings 
can be continued only if the ar- 
rangement was really exclusive 
ie., if the dealer or distributor 
in the area made no stove sales 
to any other dealer or distribu- 
tor in the area other than to the 
one with which the arrangement 
was made. However this does 
not include sales made under 
WPB priorities prior to Aug. 21, 
1943. These new provisions do 
not recognize exclusive sales ar- 
rangements under which the 
manufacturer may limit the num- 
ber of stoves which his exclusive 
dealer may buy. 


Certificate Loans 


As announced, at an earlier 
date, a dealer or distributor, 
may barrow certificates up to one- 
third the number needed to make 
up a car, from his local rationing 
board if he had certificates for 
the other two-thirds of a carload. 
Arrangements are being made to 
permit a group or “pool” of deal- 
ers or distributors to make such 
certificate loans on the same 
basis. Arrangements.are also be- 
ing made to permit dealers and 
distributors, or groups of them 
located in the states of Arizona, 
California. Colorado, Idaho, Mon- 
tana, Nevada, New Mexico, Ore- 
gon, Texas, Utah, Washington 
and Wyoming to borrow certifi- 
cates from their local Boards up 
to one-half the number needed 
for a carload shipment, pro- 
vided they have certificates for 
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the other half of the car. Dealers 
and distributors in these states 
are at such great distances from 
most manufacturers that addi- 
tional time is required in trans- 
portation. 


Increased Inventory 
in Shortage Areas 


Stove dealers and distributors 
in the states and the District of 
Columbia, under fuel oil ration- 
ing (except in the states of Ore- 
gon, Washington, Georgia, and 
the parts of Florida and Idaho in 
the fuel oil limitation area) may 
apply for greater allowable in- 
ventories of coal or wood heat- 
ing stoves to meet the increased 
demand for these types according 
to the terms of Amendment 2 to 
Supplement 1, Ration Order 9A. 
Because oil stove sales were 
sharply increasing before fuel oil 
rationing the present increase in 
coal or wood heating stove inven- 
tories is based on sales of oil 
stoves in the base year (1941 or 
1942 whichever is greater). 

On and after Oct. 30, 1943, 
under provisions of Amendment 
2 to Supplement 1, Order 9A, a 
dealer’s or distributor’s allowable 
inventory for coal or wood heat- 
ing stoves may be increased up 
to 10 per cent of the oil heating 
stoves sold during the base year. 
To be eligible for this increase 
he must have sold coal and wood 
heating stoves in an amount 
equal to at least 10 per cent of 
his oil heater sales. For example, 
if a retailer sold 500 oil heating 
stoves and 60 coal heating stoves 
in 1941 or 1942, he was first 
given an allowable inventory of 
10 coal or wood heating stoves. 
This was later increased 50 per 
cent to 15 stoves. He may now 
receive an additional increase of 
50 units. making his allowable in- 
ventory total 65 units. If the 
business was started after Jan. 
1, 1943, and he had no sales of 
coal and wood heating stoves be- 
fore July 1, 1943, but stocks of 
stoves were kept, he may apply 
for an inventory allowance in ac- 
cordance with Sections 3.7 and 
3.8 of Ration Order 9A. 





Any stove dealer or distributor 
in the emergency oil shortage 
area who has been granted an 
allowable inventory and whose 
sales of coal and wood heating 
stoves in the base period were 
10 per cent of his oil heater sales, 
is eligible to apply to his local 
Board for this adjustment at any 
time. An increase will not be 
granted, however, if the appli- 
cant has already obtained an 
allowable inventory increase, as 
a result of a special application 
for adjustment or relief except in 
two cases. These exceptions are: 

1. If the previous increase was 
less than the increase authorized 
by this amendment, he shall re- 
ceive the difference between the 
previous increase and the amount 
authorized on Oct. 30, 1943. 

2. If, at the time the previous 
increase was granted, it was 
directed that the applicant should 
not be precluded from gaining 
the benefits of a general increase. 

The purpose of this amend- 





ment is to improve the distribu- 
tion of coal and wood heating 
stoves in the emergency oil short- 
age area and to aid consumers in 
that area in getting such stoves. 


Combination Ranges 


Because of the flow-back pro- 
visions of Ration Order 9A, it 
will be necessary to permit a 
dealer or distributor to take gas 
cooking stove certificates to his 
board and have them endorsed to 
allow the purchase of a combina- 
tion stove when he presents evi- 
dence that he normally stocked 
such stoves and that he does not 
have a reasonable proportion of 
his allowable inventory in combi- 
nation ranges or certificates of 
that type. 

The words “endorse” and “en- 
dorsement” as used above mean 
writing on the face of the cer- 
tificate by, the local board the 
words “combination range” and 
the two fuels which will be used 


in the combination range. 





Permit Advance on Price 


Of Steel Warm-Air Furnaces 


To assure production of steel 
warm-air furnaces on which man- 
ufacturing costs have risen, the 
Office of Price Administration on 
Nov. 2 authorized manufacturers 


‘to increase by nine per cent their 


maximum prices for these prod- 
ucts. The action means that the 
consumer will pay the dollar 
amount of the increase granted 
the manufacturer since jobbers 
and retailers are permitted to 
pass along the dollar amount of 
the increase in the cost to them. 
Coal-fired, oil-fired and gas- 
fired steel warm-air furnaces are 
affected by the action. A similar 
price increase was granted for 
the same reasons recently to 
producers and resellers of cast- 
iron warm-air furnaces. 
Curtailment of production of 
the steel units for non-military 
purposes was ordered Dec. 14, 
1942, by the War Production 
Board but was again permitted 
on July 28, 1943, to meet an 
anticipated shortage of 100,000 


‘furnaces for war housing and 


civilian replacement. 
The price increase is author- 





ized by Amendment No. 18 to 
Order A-1 under Maximum Price 
Regulation 188 (Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Consum- 
ers’ Goods other than Apparel), 
which became effective Nov. 2, 
1943. 


DART BOARDS, DARTS 
RULED TO BE “TOYS” 


WPB has informed manufac 
turers of darts and dart boards 
that this equipment is included 
in the definition of “toys and 
games” under Order L-81. Pro- 
duction of all darts and dart 
board equipment is therefore gov- 
erned by the restrictions of the 
order, even if they are made for 
sale through outlets which do not 
customarily sell toys and games. 

Order L-81 prohibits the use of 
critical metals and materials in 
the production of toys and games 
or replacement parts for toys 
and games. This does not pro- 
hibit the manufacture of toys and 
games since a limited amount of 
iron and steel is permitted for 
use as joining hardware. 
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More Machines, Machinery 
Now Under MPR 136 


Several new items of machin- 
ery were brought within the 
provisions of the regulation con- 
trolling maximum prices of ma- 
chines and parts and machinery 
services by the Office of Price Ad- 
ministration on Oct. 27. 

Items previously covered by 
either Maximum Price Regula- 
tion No. 188 (Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Consum- 
ers’ Goods Other Than Apparel) 
or the General Maximum Price 
Regulation, now added to Maxi- 
mum Price Regulation No. 136, 
as amended (Machines and Parts 
and Machinery Services), in- 
clude: dressers, abrasive wheel 
(except diamond dressers) ; pipe 
and tube tools manually operat- 
ed, including beading, belling, 
bending, cleaning, cutting, ex- 
panding and flaring, and wrench- 
es for operating; jacks and jack 
screws, manually operated; tools, 
manually operated for the cut- 
ting, forming, and punching of 
metals; vises, all types; vise 
mounts, stands and supports; 
spsings (except springs subject 
to Section 1390.32, Appendix A, 
of this regulation, and bed and 
furniture springs subject to Max- 
imum Price Regulation No. 188, 
Maximum Price Regulation No. 
213, and Maximum Price Regula- 
tion No. 380). 

A new item, “Cutting tools,” 
is added to Appendix B of the 
regulation. These tools had for- 
merly been covered by Appendix 
B under the heading “Perishable 
(expendable) tools.” This item 
includes those presently listed as 
“machine knives, machine shear 
blades, and power driven saw 
blades.” An illustrative list of 
the type of tools intended for 
coverage under the new head- 
ing is given in the amendment. 

Another new item, ‘Machine 
and machine tool attachments 
and accessories (except when 
subject to Maximum Price Regu- 
lation 1 and Revised Price Sched- 
ule 67),” is added to Appendix 
B to clarify the type of attach- 
ments and accessories covered 
by the regulation. This item 
includes those now listed as 
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“chucks, mandrels, collets, and 
machine tool attachments.” An 
illustrative list of such attach- 
ments and accessories is includ- 
ed under the new heading. These 
items have always been covered 
by the regulation and no addi- 
tional items have been added by 
the amendment. 

The item “Portable power 
driven tools” is placed in Ap- 
pendix A under the heading 
“Miscellaneous.” Formerly, it had 





been listed in Appendix A under 


the heading “Construction and 
mining machinery, etc.” 

Automotive parts are removed 
from the coverage of the regula- 
tion, since they are now covered 
by Maximum Price Regulation 
No. 452 and 453. 

(The foregoing changes, 
through Amendment No. 101 to 
Maximum Price Regulation No. 
136 (Machines and Parts and 
Machinery Services) became ef- 
fective Nov. 1, 1943.) 

PERMIT BROOM, BRUSH 
MAKER PRICE ADVANCES 

Manufacturers of brooms and 
brushes made of imported fibers 
and bristles—both used exten- 





sively in war industry plants— 





were recently given a means of 
securing increased maximum 
prices by the Office of Price 
Administration. 

The cost of many imported ma- 
terials, OPA said, had risen so 
sharply since March, 1942, 
prices were determined that 
manufacturers no longer could 
afford to make finished products 
to be sold undef established price 
ceilings. Serious shortages have 
been developing. 

This action sets up an indi- 
vidual adjustment provision, 
which will cover widely differing 
hardship circumstances. The 
provision is devised to cover only 
specified articles which are es- 
sential to wartime economy. 








WPB Permits Increased Production 
Of Skillets, Flat Irons, Etc. 


(Washington Bureau 
of HaARDWARB AGE) 


The War Production Board has 
recently permitted increased pro- 
duction of cast iron skillets, grid- 
dles, kettles, dutch ovens and 
flat irons. WPB officials say the 
increases have been allowed be- 
cause of availability of existing 
facilities, manpower and heavy 
supplies of cast iron. The cast 
iron ware will be available to all 
users, household and industrial. 

The following table shows the 
cast iron ware which can be pro- 


duced, the types, sizes and the 
old and new quarterly quotas: 
The only items which suffered 
a production cut are muffin pans, 
and corn or bread stick pans. 
Manufacturers arrive at their 
quarterly quotas by taking the 
percentage shown for an article 
and multiplying it by one-fourth 
of the amount of iron and steel 
put into process by them in the 
12 months ending June 30, 1941. 
However, this does not mean that 


produce their full quotas imme- 
diately, because of the time re- 
quired to obtain and process the 
materials. 

In addition, the amended order 
L-30-c which permits these in- 
creases, requires manufacturers 
to submit a report showing the 
amount of iron and steel put into 
process by them during the 
period ending June 30, 1941, in 
the production of each of the 
above items. 

Manufacturers are also re- 
quired to file quarterly reports 
beginning January, 1944, on their 
shipments of cast iron ware as 








manufacturers will be able tor 


well as inventory figures. 








Number Previously 
of Sizes Quarterly Permitted 
Permitted Each Quotas QYuotas 
Articles Manufacturer Permitted Sizes ° Per Cent 
rae ee vie 3 6%", 9” and 10%”, in top diam- 
eter. One skillet in each diam- 
eter; manufacturer’s choice of 
MEE Sabina cw + stale 5:4: oe 150 50 
eee 2 Manufacturer's choice: round or 
rectangular; with outside di- 
ameter or outside width of 
12%” or over: except that 
smaller sizes may be made for 
preferred orders in addition to 
two sizes of 12%” or over ... 50 50 
Household kettle (12-qt. 
or smaller) ......... 1 7-qt. capacity ... Pee ee 75 50 
Sugar or wash _ kettle 
(20 gal. or smaller). 1 16-gal. capacity Ce erdechs 100 25 
Butchering kettle Cover 
yy 3 eee z 1 39-gal. capacity .. 100 25 
Dutch oven ......... . Manufacturer's choice 100 50 
Either muffin pan or 
corn or bread stick 
Db S6 i css ea swine 1 1l- or 12-cup size for muffin 
et ee egy size for corn or 
oread stic ae ee ee 125 if 
Sad irons or flat irons .. Unlimited Unlimited ... ~ - * Sarr 120 20 
Scouse kettles ...?',.... Unlimited Unlimited ; ..2 Unlimited 





20f muffin pans and corn or bread s‘ick pans. 


2 May be produced for preferred orders only. 












Ease Restrictions on Use 


Of Brass 


in Builders 


Hardware Production 


(Weshington Bureau 
of HARDWARE AGE) 


Restrictions on the use of 


brass for pin tumbler and disc 
tumbler cylinder assemblies; es- 
sential interior working parts of 
mortise locks, rim locks, dead 
locks and night latches; levels, 
tubes and centers for secure lever 
locks; interior working parts of 
railway car door locks and rail- 
way switch padloeks; and keys 
for pin tumbler and disc tumbler 
locks have been lifted with the 
amendment to Order M-9-c, effec- 
tive Oct. 4. However, these 
restrictions still apply to throw 
bolts and latch bolts. 

WPB, in its forthcoming re- 
vision of L-236, will amend the 
order to permit the manufacture 
of these items. Previously, only 


| contaminated brass could be used 
| for these articles. 

WPB officials estimate that 
large stocks of frozen parts will 
be now released, without the 
necessity of filing appeals, as a 
result of these orders. It is be- 
lieved that this will go a long 
way toward filling essential 
civilian lock needs. However, 
brass is still tight and it will be 
time before substantial 
of civilian orders are 


some 
amounts 
filled. 
Because of the concentration 
of the lock industry it is believed 


| that setting aside a percentage 


of locks for civilians, as has been 
proposed, will not do the job, 
but that increased production is 
the only solution. 











COUNTY BIKE QUOTAS 
FOR NOV. REDUCED 


(Washington Bureau 
of HARDWARE AGE) 

The rationing quota for new 
bicycles—which, because of criti- 
cal wartime need for the ma- 
terials used in making 
have _ practically 
from the market 
30.833 bicycles for 
OPA has announced. 


thea, 


November, 


This figure represents the en- 
tire supply available for nation- 
wide sharing among 
and is one-third the October 
quota of 92,500. The reduction 
in county quotas will be made 
in that ratio across the nation. 
In other words, the November 
quota of each county in the 
country will be one-third of its 
October quota. 

The supply of new bicycles 
available. for civilians is only a 
small fraction of the number 
that could be sold. However, 
materials used in their manufac- 
ture are critically needed for 
war work, and production has 
been restricted to the figures 
needed to meet military and 
other war needs, with a slight 
margin left over to permit sales 
to civilians. It is OPA’s task to 
make this small total available 
for fair-sharing among the entire 
civilian population of approxi- 
mately 130,000,000. 

As in the past, the OPA dis- 
trict offices will set the quotas 
for each county in their jurisdic- 
tion, and local boards will ration 
the available supplies. A person 
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disappeared | 
has been set at | 


civilians, | 


who can show need for a bicycle 
| in getting to work, or in connec- 
tion with work, may obtain a 
| ration certificate for a bicycle by 
applying to his local War Price 
and Rationing Board. 


OCR SURVEYING PADLOCK 
NEEDS OF CIVILIANS 
(Washington Bureau 
of HARDWARE AGE) 

OCR is presently making a 
preliminary survey of the actual 
civilian need for padlocks. Short- 
| ages of this item have been lJoud- 
ly proclaimed and officials admit 
that most of the production has 
gone to the armed services and 
to high-rated orders. 

When this survey is completed 
and the actual need is known, 
OCR will issue an order, now 
in preparation, setting aside a 
percentage of the padlock pro- 
duction for distribution through 
WPB-547 applications. 


LUBRICATION EQUIPMENT 
SIMPLIFIED BY L-314 


On Oct. 21, WPB issued a 
new limitation order L-314 radi- 
cally simplifying and standardiz- 
ing more than 500 types of lubri- 
cation equipment, including 
fittings, oil and grease cups and 





| oilers. 





receptacles, and including hand 
Manufacturers of hand 
oilers are restricted to five sizes 
of compression type oilers, four 
sizes of pump type, and two 
sizes of gravity type, but some 
simplified leeway is allowed in 
the models and styles offered in 
each type. Distribution controls 
established by the order require 
AA-5 ratings or higher on sales 
to warehouses exceeding $25.00 
retail value, and also require 
AA-5 or higher ratings on sales 
to wholesalers, except on auto- 
motive replacement types. Manu- 
facture of repair parts is limited 
to 150 per cent of the dollar 
value of parts sold by the maiu- 
facturer during the correspond- 
ing quarter of the base year, 
July 1, 1940—June 30, 1941. 


AMENDED M-166 CONTROLS 
OUTPUT OF FLAGS 


WPB recently has amended 
order M-166 (Flags) to forbid 
the making of any flag over 150 
square feet in area, and all adver- 
tising, theatrical and non-essen- 
tial types of flags or banners. 
This control is intended to in- 
crease the supply of official, re- 
ligious,. signal and service flags, 
whose production is permitted 
and limited to—(1) Official 
flags: including flags of any 
country, Federal Government de- 
partment or agency, or state or 
municipal government; also flags 
delivered under orders of the 
armed services, and the Ameri- 
can Red Cross. (2) Religious 
flags: including the officially 
adopted flag of any religious 
denomination or sect. (3) Sig- 
nal flags: restricted to code 
flags, semaphore flags, or flags 
indicating danger or distress. 
(4) Service flags: in recognition 
of persons serving in the armed 
forces. Inventories are restricted 
to 60 days, instead of 90 days, on 
the still-permitted types. 





SYNTHETIC RUBBER FOR 
MAKING ELASTIC THREAD 


Clearing the way for eventual 
use of synthetic rubber in such 
items of clothing as garters, sus- 
penders, sportswear and founda- 
tion garments and underwear, 
WPB has suspended all restric- 
tions on the manufacture of 
elastic thread made with syn- 
thetic rubber until April 1, 1944, 
and has permitted its use in pro- 
duction of elastic fabrics. 

Officials cautioned against too 
early expectations, for many more 
months will be required before 
output of the maierials in normal 


' volume will be attained, and con- 


version into consumer products 
achieved. However, if present 
plans are realized, it is hoped 
that the yarns and fabrics will be 
available in good quantities dur- 
ing the first quarter of 1944. 

Experimentation and tests 
made with the synthetic yarns 
and fabrics indicate that they are 
excellent substitutes for the crude 
rubber varieties. 


SIMPLIFY LADDER 
PRICING METHODS 
FOR MANUFACTURERS 


Several minor changes were 
made October 29 in provisions 
of Maximum Price Regulation 
188 by the Office of Price Ad- 
ministration, all reflecting OPA’s 
policy of simplifying pricing 
methods where possible. 

(1) Ladders manufactured for 
industrial plants were added to 
the list of commodities (in Ap- 
pendix “B”) for which Regional 
Offices of OPA may make indi- 
vidual price adjustments. This 
eliminates the necessity for a 
manufacturer to apply to Wash- 
ington for an adjustment in cases 
where shortages in industrial lad- 
ders have developed in local 
areas and price adjustments seem 
justified under the requirements 


of MPR 188. 








WPB Liquidates Steel Recovery Unit; 
—Form Surplas Inventory Branch 


War Production Board 


The 
has announced that the Steel 
Recovery Branch of the Steel 
Division located in Pittsburgh 
was liquidated on Nov. 1, and 
its remaining personnel will be 
assigned to WPB offices in Wash- 
ington. 

At the same time, WPB an- 





nounced it will form a Surplus 
Inventory Branch to undertake 
the job of coordinating the work 
of WPB regional offices engaged 
in disposing of idle and excess 
steel stocks. The branch also 
will promote the sale of this ma- 
terial to government agencies 
and other consumers. 


R. W. Frey, deputy chief of 
the Steel Recovery Branch, will 
become chief of the Surplus In- 
ventory Branch, reporting to J. 
L. Block, assistant director for 
Program and Distribution. 


HARDWARE AGE. 
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Increase Availability of 
Washer Repair Parts 


~ 

To increase the availability of 
repair parts, WPB has liberalized 
the use of copper for domestic 
washing machine parts. Copper 
order M-9-c has been revised, 
and order L-6-c revoked, while 
order L-6 (domestic laundry 
equipment) was amended to per- 
mit a manufacturer to produce 
specific repair parts made of 
copper or brass, previously pro- 
hibited. 

Purchasers of copper or brass 
repair parts must turn in a simi- 
Jar used part or an equal amount 





af copper or brass scrap. Manu- 
facturers are permitted to main- 
tain an inventory of repair parts 
equal to their sales in the first 
six months of 1943. 

The revised order also permits 
assembly of domestic washing 
machines, when approved by 
WPB, from any stocks of pre- 
fabricated parts in inventory, 
when destined for the Maritime 
Commission and the War Ship- 
ping Administration for use on 
shipboard. 











Manila Fibre Cordage Now Under 


Order M-84; Revoke M-36 


penalty accrued or incurred by | 
anyone under M-36. WPB has | 


General Preference Order M-36 
and all amendments to it have 
been revoked by the War Pro- 
duction Board since Manila Fibre 
and Manila Cordage are now 
covered by General Preference 
Order M-84, as amended Oct. 
27, 1943. The action does not 
in any way affect the liability or 





announced that specific direc- 
tions issued by it to any person 
pursuant to any paragraph of 
order M-36 shall remain in 
effect until they expire by their 
own terms or are revoked or 
superseded. 








CMP Reg 4 Change on™ 
Small Warehouse Steel Orders 


By a recent WPB revision of 
CMP Regulation 4, changes were 
made in the ruling governing 
small warehouse orders for steel. 
Heretofore small orders for wire 
and wire products, pipe, galva- 
nized cheets and strip, tin and 





terne plate, and fence posts were 
limited to 2,000 pounds per 
quarter. 

These items are now included 
in a grouping of products limited 
to 10 tons per quarter total, of 
all carbon steel products. 








WPB BLDG. MATERIALS 
UNIT NOW CONTROLS 
MOST STORAGE TANKS 


Processing and storage tanks, 
with a few exceptions, have now 
been brought under the jurisdic- 
tion of the WPB Building Ma- 
terials Division and manufac- 
turers will receive allotments of 
materials from that division in 
the future rather than separate 
industry divisions. This con- 
solidation should speed the de- 
livery of these tanks to retail 
outlets. 

Applications for materials for 
the following types of tanks will 
still go to the industry divisions: 
Barnyard stock, dairy, washing, 
livestock dripping, _ sterilizing, 
flushing (sewage disposal), oil 
field stock storage, water closet, 
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| hot water storage, septic, under- 


water fired heater, and domestic 
type water. 

In effecting this consolidation 
a large number of classifications 
formerly assigned to a number 
of different industry divisions by 
reason of end use have been 
grouped under the new Product 
Code 690, which includes proc- 
essing and_ storage 
non-portable metal shipped as 
complete fabricated units. 

Also, many types of tanks 
which were formerly Class A 
products have been brought 
within this code. Therefore, 
claimant agencies will not make 
allotments in the future for the 
manufacture of storage and proc- 
essing tanks falling within this 
classification. 





tanks of | 















































When a customer walks 
into your store and asks 
for a V-Belt . . . if you have 
the Gilmer “Eye-Ful” ‘Tower Belt Assortment on your 
counter, chances are you’ve got just the belt for him. . ; 
and within easy reach. 











The Tower holds 35 V-Belts that will take care of 887 
different household or light-duty drive requirements. No 
need to turn customers away for the lack of the right 
belt! Not only will the “Eye-Ful” Tower help to satisfy 
your customers but, it will net you a clear profit of 
$14.01 on a $21.01 investment. Stock up now... order 
the Gilmer “Eye-Ful” Tower Belt Assortment No. 350, 
today. Just clip the coupon below. 




















L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. hy 











L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 






Send me the m i “Eye-Ful” 

Assortment No. 350 Pogo sty ee 
1—35 assorted V-Belts for household appliances 
2—Gilmer Handimeter (patented) for quick measur- 

ing of belts 
3—Display stand, sign, inventory form 
4—Gilmer Belt Catalogue, America’s Belt Bible 

Bill me $21.01 through your nearest jobber. 












NAME 
ADDRESS 






































Bareau of Standards Claims 


High Resalts from Tests 
Made On Ceramic Stoves 


(Washington Bureau 
of HAHKDWARE AGE) 

Tests, extending over a period 
of 48 hours, were recently made 
on a newly developed ceramic 
model cooking stove by the 
Bureau of Standards, Washing- 
ton, D. C. From these tests the 
Bureau concluded that the all- 
metal cooking stove industry may 
find ceramic models important 
competition after the war. 

In the tests the bureau used 
both ceramic and all-metal stoves 
with both slow and rapid cook- 
ing ovens, utilizing anthracite 
coal and coke since ceramic 
stoves will not burn bituminous 
coal. Temperature tests on the 
cooking plates of both stoves 
were reported to show 625 de- 
grees fahrenheit for the metal 
model, the ceramic unit produc- 
ing 100 degrees more heat with 
the same amount of fuel. The 
rapid cooking oven of the 
ceramic stove was reported to 
have attained 500 degrees of 
heat while the all-metal unit 
showed only 440 degrees. The 
slow cooking oven of the metal 
stove produced up to 220 de- 
grees, the ceramic oven being 
able to do slightly better than 
240 degrees. 





The ceramic stove is reported 
to require but one refueling 
every 12 hours and to use from 
10 to 12 Ibs. of coal every 24 
hours, even if the stove is “wide 
open.” The new stove is insu- 
lated with mineral wool, produces 
less heat by radiation and pro- 
vides regular cooking tempera- 
tures at lower cost according to 
the bureai. Only 85 lbs. of 
metal is used in the new ceramic 
model as against 1080 lbs. in the 
standard metal stove. However 
the ceramic stove cannot be, for 
the present, shipped fully as- 
sembled and must be set up by 
trained assemblers. 

F. H. Johnson, of the SWPC, 
who attended the demonstration 
said that this test and others to 
follow were carried out by SWPC 
which will finance and develop 
the new cooking stoves and space 
heaters for the Government. The 
proposed ceramic space heaters 
are soon to be tested by the 
Bureau of Standards. It is be- 
lieved that the space heater, 
when completed, will use only 
14 lbs. of metal, but that a unit 
capable of heating five rooms, 
will weigh close to 500 lbs. 








Revised L-41 on Constraction 


Simplified and Extended 


A completely re-drafted Order 
L-41, which limits construction, 
was issued in simplified form by 
the War Production Board on 
Nov. 1. The new language of 
the order is intended to make 
the restrictions more easily 
understandable by the public. 

In addition to simplifying the 
regulations and instructions, the 
revised order makes the following 
substantive changes: 

1. The limit on farm construc- 
tion, including residential, is 
placed at $1,000. Previously, 
there were separate limits, farm 
residences not being considered 
part of the farm unit. 

2. A limit of $200 is placed on 
any type of construction for 
which a higher specific limit is 
not authorized by the order. 
This over-all limit formerly was 
$1,000. ° 

3. The exception, originally 
made by L-4l-b, for the insu- 
lating of buildings, has been 
liberalized in accordance with 
WPB policy relating to fuel oil 
conservation. On the other hand, 
the exception covering the con- 
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version of heating equipment 
from oil to coal has been elimi- 
nated because of the tight coal 
situation. 

4. Minor capital additions 
under CMP Reg. 5 in certain of 
the more essential industrial 
plants are excepted from the 
L-41 restrictions. 

5. In calculating costs to de- 
termine if a job is within 
specified L-41 limits, the cost of 
used materials, or the value of 
labor furnished free, need no 
longer be included. 

6. Cost limits now refer to the 
calendar year, instead of to any 
consecutive twelve months period. 

7. Installation of plumbing 
equipment rated on WPB-2631 
(formerly PD-851) is permitted 
if the cost is under $200. 

8. Schedule B, listing various 





kinds of construction relating to 
operations of farms, railroads, 
utilities, mines, etc., which may 
be begun without WPB permis- 
sion, has been altered in several 
respects. Drilling of water wells, 
certain radio facilities, and tim- 
ber access roads financed wholly 
or in part by defense highway 
appropriations have been added. 

With issuance of the revised 
L-41, Orders L-4l-a, L-41-b, 
L-4l-c, and Interpretation No. 1 
are revoked inasmuch as their 
provisions are either incorporated 
into, or altered by, the new 
order. 

MINIMUM QUALITY ON 

FOOTWEAR OUTSOLES 


WPB recently has established 
minimum quality specifications 
for outsoles on all footwear, 
whether made of leather, rubber 
or (particularly) synthetics. Be- 
ginning Nov. 1, all footwear pro- 
duced for civilian use must have 
outsoles conforming to quality 
standards set forth in the newly 
amended schedule of Order M- 
217. The quality standards of 
abrasion and _ water-resistance, 
stitching, etc., represent a mini- 
mum below which footwear soles 
will not be allowed to fall after 
Nov. 1. Representing a “floor” 
in shoe quality and not a “ceil- 
ing,” they will prevent further 
production of very low grade or 
inferior quality shoes. 

COIR FIBRE, PRODUCTS 
ORDER M-312 CLARIFIED 

WPB order M-312 (Coir Fibre 


and Products) has been amended 
to clarify the ruling that non- 


essential uses of coir yarn are 
prohibited, which do not involve 
manufacture into any coir prod- 
uct, The use of any coir yarn 
or fibre is banned for any pur- 
pose not specifically mentioned in 
the order, or for which special 
WPB authorization is not grant- 
ed. Ratings of AA-5 or higher 
previously assigned are no longer 
valid. 

It is now permitted that cer- 
tain grades may be used in the 
manufacture of rope. Also cer- 
tain special grades may be used 
in the manufacture of matting 
for ships fenders for the Army, 
Navy, Maritime Commission or 
the War Shipping Administra- 
tion. 

SUBSTITUTE MICA 
GRADES REDEFINED 


By amending order M-10) 
(Mica) WPB has made several 
changes in the definition of and 
availability of substitute grades 
of Mica. For example “Strategic 
Mica” and “Scrap Mica” have 
been redefined to eliminate ques- 
tions of interpretation. 

The prohibition on the use of 
larger grades and higher quali- 
ties than usually required, for 
particular purposes and the pro- 
hibition against fabrication of 
larger sizes than required to 
produce a certain pattern, have 
been made subject to special 
WPB authorization. 

Imported strategic mica—even 
if privately imported—has been 
brought under the delivery con- 
trols of the order, but the re- 
vised order exempts small pur- 
chases from its provisions, to re- 
duce the volume of “paper work.” 








LOCK SET INDUSTRY 
ADVISORY COMMITTEE 


Six executives of companies 
engaged in the manufacture of 
locks and lock sets were named 
to the Lock & Lock Set Industry 
Advisory Committee, recently by 
the OPA. Those appointed to 
the committee are: W. S. John- 
son, general sales manager, 
P. & F. Corbin Co., New Brit- 
ain, Conn.; Charles L. Heiz- 
man, president Earle Hardware 
Mfg. Co., Reading, Pa.; Marron 
Kendrick, sales manager, Schlage 
Lock Co. San _ Francisco, 
Cal.; John J. Meyer, vice-presi- 
dent, Lockwood Hardware Mfg. 
Co., Fitchburg, Mass.; W. W. 
Peterson, assistant to president, 
National Brass Co., Grand 





Rapids, Mich; and E. F. Sutphin. 
general manager, Skillman Hard- 
ware Mfg. Co., Trenton, N. J. 


SOME SURPLUS 
PLYWOOD AVAILABLE 
PRIORITY-FREE 


Lessened demand from the avia- 
tion industry, by reason of the 
Army’s cancellation of its huge 
plywood cargo plane program, 
has proven a boon to various in- 
dustries who now find surplus 
stocks of aircraft plywood avail- 
able to them without priorities, 
C. S. Creigh, sales manager of 
the United States Plywood Corp.. 
New York City, announced re 
cently. 

“These surpluses of aircraft 
plywood,” said Mr. Creigh, 
“represent for the most part over 
runs and cutbacks on war orders. 
Because of this situation, these 
supplies are now available witb- 
out restrictions to schools or to 
manufacturers.” 
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CHARLES H. BIGELOW 

Charles H. Bigelow, a director 
of Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn., wholesale hard- 















CHARLES H. BIGELOW 


ware distributors, passed away 
recently at his home in St. Paul. 
In 1888 he started to work for 
Farwell, Ozmun, Kirk & Co., as 
a clerk, advancing until in 1913 
he became president of the com- 
pany. He remained head of the 
firm until 1942, when he retired, 
but continued as a member of the 
board of directors. Mr. Bigelow 
was president of the St. Paul 
Association in 1918 and was 
chairman of the building com- 
mittees for the YWCA, House of 
Hope Presbyterian church, and 
Macalester college in addition to 
other projects. He was president 
of the Macalester College board 
from 1924 to 1936. 

Survivors include Mrs. Bige- 
low, five children, one brother 
and eight grandchildren. 





MAGNUS FORSBERG 


Magnus Forsberg, 87, who was 
active in the business of The 
Forsberg Mfg. Co., Bridgeport, 
Conn., until illness forced his re- 
tirement several months ago, 
passed away Oct. 17 at his home 
in that city. His son, H. S. Fors- 
berg, who is president of The 
Forsberg Mfg. Co., manufactur- 
ers of hack saw frames and 
blades, screw drivers and other 
tools, three other sons and two 
daughters survive. 

Mr. Forsberg, born in Norway 
of Swedish parentage, had spent 
much of his life as a steel maker. 
In 1920 he retired from his steel 
forging activities in Sweden and 
made a visit to this country at 
which time he decided to make 
it his home. He returned to 
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Sweden to dispose of his prop- 


active in the Forsberg company. 
As a lad he had worked in his 
father’s shop forging nails by 
hand, becoming a journeyman at 
the age of 15, at which time he 
left his father’s shop to work in 
steel forging plants in several 
parts of Sweden. He had lived 
in Sweden from 1857 until his 
original visit to this country. 
Several generations of the Fors- 
berg family had been active in 
the Swedish steel industry prior 
to Magnus Forsberg’s affiliation 
with that industry. 





CHARLES A. NIEMEYER 


Charles A. Niemeyer, president 
of the Vane-Calvert Paint Co., 
and Niemeyer Paint Co., St. 
Louis, Mo., passed away recently 
after an attack of apoplexy. Mr. 
Niemeyer had been in the paint 
business for more than 50 years. 
He organized the Niemeyer Paint 
Co. in 1897, and a year later ac- 
quired Vane-Calvert. Mr. Nie- 
meyer was a director and vice- 
president of the American Litho- 
fold Co., secretary of Herkert & 
Meisel Trunk Co., and a director 
of the Warner-Jenkinson Co. He 
is survived by his widow, and a 
daughter. 








RECOMMENDATION FOR 
INSECTICIDE 
CONTAINERS 


A proposed Simplified Practice 
Recommendation for containers 
and packages for household in- 
secticides of the liquid-spray 
type has recently been submitted 
to the producers of insecticides, 
the glass container manufac- 
turers, and other groups inter- 
ested for approval or comment. 
This was announced by the Di- 
vision of Simplified Practice, 
National Bureau of Standards. 
The recommendation was drafted 
by a committee of the Household 
and Industrial Insecticide and 
Disinfectant Manufacturers in 
line with defense plans to in- 
crease output and to assist in the 
program of the WPB to assure 
equitable distribution of con- 
tainers for essential uses. Mime- 
ographed copies of the proposed 
simplified practice recommenda- 
tion may be obtained upon re- 
quest to the Division of Simpli- 
fied Practice, National Bureau of 
Standards, U. S. Department of 
Commerce, Washington 25, D. C. 
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SALTY SAYS: 


HERE’S EXTRA WINTER BUSINESS 


Promote Sterling Rock Salt to keep 
Walks and Driveways clear of ice! 


Orders Must Be Placed Early! 
EXTRA WINTER PROFITS FOR YOU! 


Don’t lose a minute at lining up this winter plus 
business! Have your stocks ready when the first 
snow flies. Let your customers know that Sterling 
“Auger-Action” Rock Salt conquers ice. It pro- 
vides instant traction ... then bores through and 
forms a brine which undercuts the ice and makes 
removal easy. No chopping... no pick-work! 


ACT AT ONCE! Every winter storm is a profit 
maker for you—so order early! Plan an aggres- 
sive sales campaign not only to householders—but 
to other retailers, to institutions, garages and gas 
stations, city and county 
governments, office 
buildings. There are 
plenty of profit oppor- 
tunities, so act at once! 


10 LB. BAG—packed 6 to 
a case, with advertising dis- - 
play material featuring ice WET WEIGHT 10 LBS. 
removal. Also packed in 100 D> 

Ib. bags. 


smceeroasree 
SCRANTON. PA. 








Order from Your Wholesaler today 


INTERNATIONAL SALT CO., INC. 
SCRANTON, PA. 























White pottery of unusual design is shown on one of the choice 
tables. Other promotional items are shown here from time to time. 


Glassware and Gifts Increase 





a. a 


Window displays of pottery, glassware and dinnerware are 
used principally to promote sales and secure new patrons. 
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HEN the appli- 
ance business began to decline, due 
to lack of merchandise resulting 
from governmental curbs on pro- 
duction, the Gilbertson Hardware 
Co. of Mt. Horeb, Wis., greatly 
increased its glassware, china, and 
gift lines. Within a year, sales 
on these items were doubled and 
the number of women customers 
of the store increased 100 per 
cent. 

As the lines were expanded, 
they were displayed in the space 
formerly occupied by the appli- 
ance items. New tables were 
built, and the appliance depart- 
ment was renovated and _ re- 
arranged in order to display the 
new merchandise. Now a large 
and varied stock of dinnerware, 
china, glassware, as well as gifts 


HARDWARE AGE 











ice 
me. 











ad 


3: 
2 
ra 

7) 

+ 
| 

a ee 


Pottery, wall plaques and table lamps are featured in this 
wall space which formerly had been devoted to appliances. 


are shown in this space which is 
located at the front of the store. 

The principal china and glass- 
ware lines are displayed on large 
10-ft. tables at the center of the 
store. Stock is arranged artisti- 
cally. White pottery in various 
designs is featured and is given 
preferred space. Regular glass- 
ware and china lines are shown 
in less important positions. 

Gift items, for the most part. 
are displayed along the sidewall. 
Small tables and extra wall 
shelves have been installed there 
to show these items. Wall placques 
are shown on a portion of the 
wall. Small boudoir and _ table 
lamps have also been worked into 
this display and are selling un- 
usually well. 

According to E. Gilbertson. 
owner, the average farm or city 
woman who visits the -store to 
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Feminine Traffic 100 Per Cent 


The Gilbertson Hardware Co. has 
expanded these lines in space 
once used by major appliances 
and their sales have doubled 


select a set of dinnerware or glass- 
ware usually concludes her shop- 
ping with the purchase of one or 
more moderately priced gift 
items. This results primarily from 
the way in which the merchandise 
in the department has been ar- 
ranged, 

“Our investment in these lines 
is approximately $800.00,” says 
Mr. Gilbertson. “At the present 
time, we are turning this stock 
around three-and-a-half times a 
year. We have found that new 
items must be added to the stock 


- 


continually if the interest of the 
women of the community is to be 
maintained. Therefore, promotion- 
al items are the rule. They must 
be added to the stock and then 
eliminated and other new items 
introduced for the entire depart- 
ment to be successful.” 

Window displays are used chief- 
ly to promote and sell these lines. 
Mrs. Gilbertson, wife of the own- 
er, is responsible for the develop- 
ment of these displays and also 
supervises the display of this 
merchandise in the store. 
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Priorities Help Them Supply Farm 
Customers With Essential Materials 


Dohn Hardware & Paint Co. uses 
a practical type of form in 
obtaining goods for patrons 


ok Dohn _ Hard- 


ware & Paint Co., Middletown, 
Ohio, makes good use of priorities, 
and particularly order PR-19, to 
keep farmers in its area supplied 
with essential goods. When the 
order was issued, this company 
made up a form the farmer could 
sign to extend the material ratings 
that would aid the company in 


replacing their stock of essential 
items under the order. 

The form is very simple and 
Dohn’s finds that the farmers are 
quite anxious to do whatever is 
necessary to get the goods they 
need. On items covered by this 
order, the salesman of the com- 
pany simply lists the items sold 
and the amount of the sale. The 
farmer then signs opposite this 
listing and gives his address. 
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This form is made up on a mimeograph. A large quantity of these sheets 
are kept on a file board and as the sheets are filled they are removed. 
Farmers sign opposite the items purchased and by so doing certify that 
they are farmers and need the items for the operation of their farms. 
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These sheets are used until they 
are completely filled. Then they 
are held and are used by the 
dealer in placing orders for goods. 
Under the WPB order, the dealer 
is permitted to extend 75 per cent 
of the dollar value of the sales on 
the sheet. As these priorities are 
used notations are made on the 
sheets to this effect. 

Approximately 20 per cent of 
the company’s volume today is 
sold on priorities of one type or 
another. On some lines, 100 per 
cent of the sales are made on 
priorities. 

The firm does a good tool busi- 
ness with defense workers em- 
ployed in local plants. These em- 
ployees use material ratings of 
the plant to secure the items they 
need. This is handled under the 
hand tool order E-5-ax. Ratings 
extended to the dealer under this 
order are usually extended direct 
to the manufacturer of tools in 
replacing stock. Such orders are 
extended to replace the identical 
item furnished to the defense 
worker. 

“It has been necessary for us to 
do a lot of extra work to handle 
the business secured on_priori- 
ties,” says Ed. Dohn, partner. 
“Nevertheless, we would feel that 
we were not doing our part in 
the war effort if we did not do 
everything possible to- keep our 
customers supplied with materials 
that are so necessary and essential 
to them in their important jobs. 

“Not all of the merchandise in 
our store is sold on_ priorities. 
However, we are very careful to 
see that those scarce items handled 
on priorities do get into the hands 
of individuals or industries that 
need them.” 
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Ad -Aided Sales of 
Cold Weather Items 


Sales on insulation materials, 
storm windows, storm doors, and 
weather stripping were stimulated 
when the Concord Hardware & 
Plumbing Supply Co., Concord, 
N. H., ran this advertisement in 
local papers. The copy points out 
how the fuel can be conserved and 
health protected if homes are prop- 
erly insulated. 











INSULATE NOW! 


Headquarters for 


INSULATION BOARD 
ROCK WOOL 





STORM WINDOWS 
STORM DOORS 
ROOFING 
WEATHER STRIPPING 


CONCORD HARDWARE 


PLUMBING SUPPLY CO. 
tees 




















This ad, 2 columns wide and 10!/, 
in. high, helped sell cold weather 
essentials in Concord, N. H. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 


on page 76 
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Unri vps FOR ‘FROZEN’ MOTORS AND MEN 


In bleak and frigid Northlands, air crews use unit 
heaters, powered by gasoline engines; to pre-heat 
motors, and other vital units of the plane — to prevent 
damage, and speed-up preparations for the take-off. 
One more front-line duty for the hundreds of thou- 
sands of dependable, instant-starting Briggs & Stratton 
4-cycle engines serving our armed forces in hun- 
dreds of special and standard applications. 


— war’s unprecedented demands 
have given us the opportunity to 
successfully meet a double challenge. 
ONE — to set new all-time records 
for production. TWO—to constantly 
maintain, even under wartime stresses, 
Briggs & Stratton high standards of 
quality, rugged dependability, preci- 
sion manufacturé and economical per- 
formance. 


Thus we are better prepared than 
ever—to help on your present war 
needs or your postwar planning— 
and to keep up the Briggs & Stratton 
tradition as builders of “the world’s 
finest air-cooled gasoline engines.” 
“It’s powered right — when it’s 
powered by Briggs & Stratton.” 
BRIGGS & STRATTON CORPORATION 
MILWAUKEE 1, WISCONSIN, U. S. A. 


BACK THE ATTACK 
BUY WAR BONDS 


GASOLINE | 
ENGINES ~ 
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Last February, “Butch” put punch in the display of sporting goods in the window 


at the left while “Silk Hat Harry” 


did the same for sports hat at the right. 





The Display Way of Merchandising 


By E. H. TACKNEY, 
Display Manager, 


Tool Shop Hardware & 


Sporting Goods Co., 
Detroit, Mich 


T E most important 


function of a window display is to 
interest the prospective customer 
in the store’s merchandise, to in- 
still in his mind a desire for own- 
ership of the merchandise and to 
create a favorable impression of 
the store itself. At the Tool Shop. 
we resort largely to humor and 
novel presentation of the merchan- 
dise. However, the approach is 
always a simple one and only those 
display accessories are used which 
in some manner tie in with the 
merchandise shown. Our displays 
are generally conceived in a way 
to first attract the prospect’s atten- 
tion and then, in a “twinkling,” 
revert that attention to the mer- 
chandise. 

Take, for example, the hat pres- 
entation and the display of sport- 
ing goods—in adjoining windows 
—as illustrated on this page. In 
each instance large humorous ac- 
cessories were used to gain the 
prospect’s attention and then turn 
it to the merchandise itself through 
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Novel presentations, frequently 
of a humorous nature succeed in 
turning onlookers into customers 


the use of the showcard. In the 
first instance this card read, 
“These Sportsters are the ‘tops’ 
for wear right now.” The merchan- 
dise and the prominent three di- 
mensional head in a “topper” are 
welded into a complete and com- 
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pact presentation. Further con- 
tinuity was gained by displaying 
a number of hats on floor panels 
of the same color as that used on 
the background panel itself. 

In the sporting goods window 
the cutout of “Butch” emphasized 


The firm always devotes one window to the war effort. Here is one that 
concentrated on buying War Bonds and taking part in the Scrap Drive. 
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How to shave!—With my unusual, overseas model, 
BELLO BLADE SHARPENER, 


of course. My 
hollow grinding- 
stropping (all 4 
edges at once) 
abrasiv-strop (no 
leather in the 
rolls) gives 50- 
plusCONSTANT 
COMFORT, fast, 
clean shaves per 
double edge 
blade. Estab- 
lished in 1928. 


HE MAN'S 
GIFT! 
SERVICEMAN'S 
GODSEND! 


Your name nationally listed on 6s and over 


Col. J. Joy, Texas, says: “3 blades, 15 years. One blade— 
a 1917 paint scraper, gave perfect shaves after Belloizing.” 
Col. D. B. Greenwood, Ft. H. G. Wright, N. Y., “most 
satisfactory sharpener I ever saw.” Col. L. D. Boothe, Rad- 
ford, Va., Ordnance Wks., “only sharpener the least bit 
efficient.” Admiral (name on request), “have used 
Bello 10 years.”” General —_—— (name on request), “blades 
now as good as new, a handy useful companion, the further 
one goes from home the more it is needed.” ORDER at 
$2.97 each wholesale ($4.95 retail) ; circulars and mat with 
3; transportation paid on 12s and over. A free Bello 
Loaner for your store or local barber shop for every 36 
ordered. Or write for particulars. 
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SHAVING SIMPLIFIER 


as seen in Colliers, This Week, Life, et als. 














N. E. FRISSELL, 52 BELLO BUILDING, GARDNER, MASS., U. S. A. 
Still available after Army, Navy, Treas. Dept. (Int'] Red 
| Cross Needs) 
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xwhy we couldnt 
fill your orders 
for WOOD TOYS 


1. we simply could not get 
enough lumber. 

2. we could not get the ne- 
cessary help...all of our 
present force must stay on 
war work to meet delivery 
requirements. 


we know you Il understand 


AKCADE 


MFG. CO., FREEPORT, L. 
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War or no war, Dad goes to 
work feeling fresh and fit— 
because another Horton dealer 
had the vision to make routine 


checks of his customers’ laun- 


dry equipment. 


It's not only a patriotic duty to 
keep irreplaceable equipment 
operating at peak efficiency— 
but it's a sound business pol- 
icy that creates well earned 


confidence and builds future 


Horton employees, for continuing 
excellence in the production of war 
materials, have received a renewal 
of the Army-Navy “E” award. And 
as always they are exceeding War 
Bond quotas. 








FORT WAYNE, INDIANA 
MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS 
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A simple display of sports clothes 


last November was grouped around a 


giant pencil and memo pad bearing message to buy War Bonds and Stamps. 


the idea, as expressed on the show 
card, that “They Can Take It! 
Tool Shop sporting goods are built 
for wear.” Durability was empha- 
sized here with a bit of humor. 
Further relationship between mer- 
chandise and display properties 
was accomplished by ringside 
ropes extending completely across 
the window from left to right as 
well as a pair of boxing gloves 


Extensive Display 
Helped Sell Games 
Last Christmas 


OUR 7-ft. display tables in the 

Kirchner Hardware & Model 
Supply Co., in Youngstown, Ohio— 
about three miles from the center 
of the city—showed people of that 
section that the store was really in 
the game business. With this setup 
samples were displayed on top of 
each pile of games under Cellophane 
wrappings, thus preventing loss or 
misplacing of tokens, etc. Thus, 
games could be removed from stock 
right under each item displayed. 
Games were offered in a wide variety 
of prices since the store caters to 
people of wealth as well as those in 
moderate income brackets. 


88 


suspended by similar rope in an 
upper corner of the window. These 
displays are typical examples of 
what we consider the humorous 
approach and the most profitable 
appeal. After all, it is the quan- 
tity of merchandise sold that is the 
true proof of any successful dis- 
play. 

In addition to our regular mer- 
chandise displays, we are constant- 


ly devoting windows tothe war 
effort. On these pages’ are two 
Victory windows tying in with 
bond sales, one of which shows no 
merchandise at all. These and other 
Victory windows used by the store 
remain installed for from two to 
three weeks. Scrap drives are 
given attention in such windows, 
as well as other activities tying in 
with the war effort. Although em- 
phasis has been on bond selling 
drives, each new window has a 
fresh and different appeal. From a 
selfish point of view such windows 
pay dividends in that they are 
prestige builders. 


Victory Windows 


One of the Victory windows, il- 
lustrated, and used last winter, fea- 
tured sports clothes with a gigan- 
tic memo sheet and pencil. It read, 
“Notes—Buy U. S. War bonds and 
stamps with savings on purchases 
made at Tool Shop.” 

Another result puller in the mat- 
ter of show windows is to present 
suitable merchandise in a display 
built around a prominent local or 
national event. Such windows re- 
quire little creative effort and usu- 
ally stimulate business consider- 
ably at a minimum of expense and 
sometimes without any expense at 


all. 





Games were accorded plenty of space at Kirchner’s with the result 
that everyone who entered the store couldn't help but see them. 
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z in your customer's chicks... saves needed metal 
_. for the war effort! Write for prices — today! 
jing id . 
eal For ’ 
- maui ANDERSON’S CHICK FOUNTS 
na FEEDING Water supply always visible. . safe for medicines (can't corrode) labo i i 
Assures. ample feed space to clean. bubbling wai j aye ot 
ws SO vICTORY thik easy to clean ubbling water attracts attention, promoting greater water consumption. 
_ 1. Lad = hy hy ag rae ANDERSON’S FIBREBOARD 
» MONERSAVER | HEAVY-DUTY FEEDERS 
Costs 2 to 5 times less A new ANDERSON development! A 
than metal equipment corrugated, heavy-duty, NONMETAL chick 
3. NO ROOSTING. feeder mee cores metal, -— feed, see — ae 
Exclusive saw-tooth rail money ...and is low in cost! A practica ++ + all-glass 
oo ee eco event 
: q - .. Easy 
a- to assemble —easy to 
“; fill. , 
ONE GALLON 24, GALLON 
i, CAPACITY CAPACITY 
d Complete with Complete with 
Base. Base. 
S 
SEND FOR FREE DESCRIPTIVE FOLDER. . TODAY 
ANDERSON BOX CO. Indianapolis, Ind. 
j 


* HELP SAVE * 
METALS FOR WAR Use 


¢ Metal has gone to war... but glass now 
performs capably on the home front. 
ANDERSON’S “Crystal Glass” Chick Founts 
assure low-cost efficient watering facilities for 






























MIND ACE 


MASON 
LINES 


TWISTED - HANKED 
CONNECTED 





CHALK LINE Of laid cable construction from pure, 
STAGING white high-grade cotton, twisted into 
WHO LINE §=§='an extra strong smooth line that has 


long since established LAWNDALE as 
top quality that repeats by name. Put- 
up 12 connecting 50’ or 100’ hanks. 


Natural or Yellow—15-18-21-24 ply. CLOTHES LINE 
WRITE FOR SAMPLES AND PRICES...WE ALSO NET TWINE 
INVITE INQUIRIES ON SPECIAL CONSTRUCTION TROT LIWE 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 
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Get Set With LOUDEN 


For BIG Postwar 


FARM BUILDING MARKET 
Check Equipment- 


— INTERESTED IN 





































One of the biggest postwar build- 

ing jobs will be on farms. Accord- 
ing to one leading authority, more 
than an aversge of $3,000 will be 
spent per farm making a total 
$20,000,000,000 (20 Billion) market! 
A large part of this tremendous 
amount will be spent on farm build- 
ings, because war time restrictions 
and shortages have prevented farm 
owners from making necessary im- 
provements. | 

So get set now on the line of 
barn equipment you're going to sell. 
That you may make a profitable 
decision, we suggest you look to the 
many advantages Louden offers. For 
more than % of a Century, Louden 
has been recognized as the leader, 
pioneering more improvements than 
any one else. It’s a complete line, 
modern in design, well advertised 
to your customers and accepted by 
them. Write today for full details 
and also for equipment available. 





(VENTILATION (1) DOOR TRACK 
(1) HOG HOUSE EQUIPMENT [_) HORSE 


STABLE FITTINGS [_] BARN PLAN SERVICE 


THE LOUDEN MACHINERY CO. 


523 E. Court St. aren 1867) Fairfield, 
Branches: Toledo, Ohio St. Paul, 








lowa 


Albany, N. Mina. 
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Mass Displays Boost Sales 


Of Fall Merchandise 





M ASS displays of 


fall merchandise, such as_ roof 
paint, roofing, barn paint and in- 
sulating material, have increased 
volume on these lines at Cussins & 
Fearn Co.’s branch store at Mt. 
Vernon, Ohio. 

A large pyramid display was 
created in which these various 
items were shown and was placed 
at the front of the store where cus- 
tomers would notice these goods 
and examine them. 

Barn paint and roof paint were 
featured prominently in the dis- 
play. Both gallon and five-gallon 
cans were shown. Color cards on 
this paint were available for cus- 
tomers who were interested in 
paint jobs of this type. 

The center of the display was 
made up primarily of various 
kinds of roll roofing. Sample 
boards were used to show the types 
of roofing shingles carried in 
stock. Rolls of siding material in 
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a number of designs were included 
in this arrangement. Retail ceil- 
ing prices were plainly indicated 
on each item by means of show 
cards of medium size. 

Several rolls of insulating mate- 
rial were shown ith one section. Ac- 
tual samples of the material were 
displayed so that customers could 
appreciate the ease with which it 
could be installed in the attic or 
next to the roof of the house or 
building. Each roll of insulating 


Cussins & Fearn Co., Mt. Vernon, 
Ohio, gets results from showing 
plenty of 
customers can’t help seeing it 


it in places where 


This fall merchandise was brought 

to customers’ attention by showing 

large quantities of it in a very 
prominent section of the store. 





ON AVAILABLE GOODS 


material had complete instructions 
for installing on the outside of the 
package. Rolls were arranged so 
that the instructions faced toward 
the aisle where customers could 
read them. 

“We have found this method of 
showing merchandise of this gen- 
eral type most successful,” says 
R. E. Cole, manager. “Quantity 
displays encourage customers to 
buy more and impress them with 
our large and varied stock.” 





“De-glamorizing Christmas” 


HRISTMAS will be “de-glam- 
orized” this year if one group 
of War Production Board staff mem- 
bers has its way, says Nation’s 
Business in its “Management’s 
Washington Letter.” This group 
holds that Christmas gift buying is 
90 per cent unplanned, impractical, 
wasteful. 
The de-glamorizers propose to 
urge manufacturers, distributors, 
and retailers to refrain from all 


holiday sales promotion, except 
where it is directed solely toward 
sale of war bonds. 

The opponents of this policy in 
WPB argue that critical materials 
are not reaching retail outlets, so 
Christmas sales would constitute no 
drain on the supply. The bottle- 
neck is more likely to be in retail 
sales personnel, so the pro-Christ- 
mas group wants to concentrate on 
“do your shopping early.” 
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41% PROFIT MARGIN... 
with Nw TAPERLITE Streamlined Assortment 









Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 


Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping . . . and they’re 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 





Free! This Handsome Counter Display Stand 


+ » with your order for the new introductory ‘Assortment 1,000" containing: 









a | 4 resem encom nel entrench titit te. ae 


8 doz. 10” Taperlites to retail at 15c a pair Standard Color Arrangement—2 doz. White; 2 
8 doz. 15” Taperlites to retail at 20c a pair doz. Old Ivory; 1 doz. Blue; 1 doz. Red; 1 doz. 
TOTAL RETAIL VALUE... 4 $16.80 Foliage Green; 1 doz. Yellow. 

I ee Fis sane cece esccnsed $10.00 Other colors available if desired: Cream, Pink, 
DEALER'S PROFIT.................... $6.80 or 41% Peach, Dark Blue, Apple Green, Sunshine Yellow. 


Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 


ORDER Your Introductory Assortment from Your Wholesaler TODAY! 


If He Can't Supply You, Mail Your Check for $10.00 Direct 


WILL & BAUMER CANDLE CO., INC, Estoblished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 














Joday-PLASTICS in Thousands of Nardest Uses! 


DEFYING WATER CONTENT -- VIBRATION ~- CORROSION~ STRESSES 





TAIL PIECES SLIP NUTS PLASTIC CLOSET STOPPERS PLASTIC TANK TANK FLOATS FLUSH ELBOWS 
(4 Sizes) (4 Sizes) SPUDS (2") (7 Sizes) FLUSH VALVES BALL GUIDES {2 Sizes) (4 Sizes) 


WimericanMOLDED PLASTIC firrincs 


Selection of toughest plastics — long experience in precision molding — these are factors 
that establish superiority of American Molded Plastic Plumbing Fittings. 


_—— — Demand that will make other materials obsolete. Ride with the leader- 
ship o 
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Rear Location Is No Handicap 
To Olson’s Paint Department 


Good illumination and a large sign show customers the way to the 
paint department although it is located at the rear of the store. 


(Hoon display and 


lighting played an _ important 
part in the building of a paint 
volume of more than $6,000 an- 
nually in the Olson Hardware, 
Madison, Wis. Even a _loca- 
tion at the rear of the store 
proved no handicap to this de- 
partment. Excellent lighting made 
this section one of the bright- 
est spots in the store with the re- 
sult that customers were drawn 
towards it as soon as they en- 
tered the establishment. 


Another most important factor 
in the development of this busi- 
ness, according to L. A. Olson, 
owner, is a good sales force that 
can sell paint. He has taken par- 
ticular pains to inform his em- 
ployees fully about paint so that 
they can speak authoritatively 
and be able to help customers 
solve their painting problems. 
Customers of the community de- 
pend upon these employees for 
help in achieving satisfactory re- 
sults when they paint. 

The paint department stands 
out even though it is located at 


Madison, Wis., firm succeeds in 


attracting attention by means 


of good display and lighting 


the rear of the store. A large 
sign on top of the fixtures gets 
attention immediately and clearly 
indicates the location of this de- 
partment. Cans of paint are ar- 
ranged neatly on the shelves of 
the fixture. 
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De you know what lin doing 
in this war? Im making parts 
en nee tee 
Of course, lant makes 
pA samen an IM s00 Ted oe 
gel service on your orders f you 


Duck Bill 
ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Complete Line of 
“Plimling Brass Goods Since 1890” 
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Complete Line 
OF 


Shock-proof 
Break-proof 


AMBERYL 


and wood handle. 


317 E. Ontario St. 
Chicago 11, Illinois 
Canadian Branch Warehouse: 
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How to Take the Annual 
Merchandise Inventory 


Every hardware dealer owes it to himself 


to take a correct merchandise inventory 


so that accurate profits, taxes and net 


worth can be determined each year 


vacte__46 _ HARDWARE AGE INVENTORY RECORD oun 2/27% 
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mcrion Mougtwrtte mre sy_Li/k CHECKED BY 
wocanion_Laee? decle. PRICED BY. WK EL CHECKED BY 
caus syx__/:K GB extenvep sy__Z4/KO Ss mpnons Ex by 


Your and Fractions in the Cohumns. Be Extremely Careful That You Do Not Mix Unies With Dosens, or Dosens With Gross Quantities 
by HARDWARE ACE 100 East 42nd Street, NEW YORK T OvS BY 
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Hardware Age inventory sheets can be easily converted and used to take 
inventory by age groups. As items are recorded notations should be made 
of the age of the merchandise so the extensions can be placed in the proper 
columns. In this illustration, new headings have been written in on three 
columns to facilitate ‘the taking of inventory in this manner. 
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z.. taking of an an- 


nual merchandise inventory costs 
money, requires time and is a task 
that most retail hardware dealers 
dread. It does, however, provide 
them with information that cannot 
be obtained in any other way. In- 
asmuch as it does cost money, 
dealers should strive for value re- 
ceived and this means an accurate 
inventory. 


Purpose of Inventory 


Aside from determining the ac- 
tual value of the merchandise on 
hand, the purpose of taking an in- 
ventory is to provide the dealer 
with a figure that must be used in 
determining other important facts 
on the operations of the business. 

Merchandise on hand is the 
most important asset in a business, 
so it is essential that it be inven- 
toried correctly if the owner is to 
know his true net worth. An ac- 
curate merchandise inventory is 
necessary in order to determine 
net profits. Taxes are taking a 
larger share of earnings these 
days, so profits must be deter- 
mined correctly if accurate taxes 
are to be paid. 

It would be impossible to deter- 
mine the margin in a business 
without an accurate inventory 
figure. Overlooked merchandise, 
errors in count and pricing will 
produce inventory shortages or 
overages that will seriously affect 
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it helps 
McKinney dealers 
meet postwar competition 


MckKinney’s new war work (the making of parts 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 
before. 

Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
... then talk McKinney and display McKinney 
for building after the war. 





















Model 17-S 





G. I. Joe isn’t punning when he says, “Justrite’s on the 
beam.” It’s the neatest package of light he’s ever seen 
... and he ought to know. Night after night, he must 
depend on Justrite. 


And, G. |. JOE'S YOUR BEST CUSTOMER TOMORROW 
When he gets home, he is bound to want the products 
he has learned to know and trust... the Justrite Service 
Light, Penlight, Headlight, and the lamtern. ‘Tomor- 
row” they’Il be on sale back here. . . and he'll be buying 
them. Better get set. 


FOR PROFITABLE SALES NOW 
Meanwhile, industry’s demands for Justrite safety 
products—for Twin-Bulb Lanterns, Safety Cans, 
Safety Filling Cans and Oily Waste Cans—mount 
steadily month by month. Are you getting your share? 


JUSTRITE MANUFACTURING COMPANY 


2073 North Southport Avenue, Chicago, Illinois 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 













the store's margin and net profits. 

Without an accurate inventory 
it is impossible to determine the 
amount of insurance to be carried 
to give complete protection in case 
of fire or disaster. If a fire should 
occur and a loss is sustained, the 
settlement of the loss cannot be 
accomplished until an accurate in- 
ventory as of the previous year’s 
end or fiscal period has been 
produced. 

These are some of the important 
reasons why an accurate inventory 
of merchandise should be taken 


every year by the retail hardware 
dealer. 

There are several ways to take 
an inventory. Most dealers record 
the inventory at cost or market 
price whichever is lower. Some 
dealers take inventory at cost and 
at retail. A few dealers list their 
inventory at cost by age groups. 


Relatively Simple 


Taking the inventory at cost is 
relatively simple. However, the 
modern merchant today wants to 





have... 








sider all the customers we have...and all the customers you 


shipments. Yes, we start right in our shipping room to divide ’em 
up even—and we hope you do the same.” 


Uni-Cels and farm radio packs are scheduled as regularly as military 
production allows. Manpower shortages hamper us, too. It adds up 
to this: You don’t get as many batteries as you'd like. But we are doing 
our best to spread our production as far and as fairly as possible. 


BURGESS BATTERY COMPANY, 





Just making sure 


YOULL GET YOUR SHARE! 


“LOOKS LIKE A LOT OF BATTERIES WHEN THEY'RE ALL IN A PILE,” 
says Homer G. Snoopshaw, Burgess specialist. “But when we con- 


we have to do a mighty careful job of parceling out the 


FREEPORT, ILLINOIS 


at | 
| 
Eat 
cuneess | 








BURGESS |: 
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know more about his inventory 
investment than can be learned 
from this total figure. 

It is for this reason that some 
dealers take their inventory at re- 
tail as well as at cost figures. This 
requires a little more time, but it 
is well worth it for some very im- 
portant information can be se- 
cured. 

The. difference between the in- 
ventory at cost and at retail will 
show the margin that has been 
added to the cost of the goods. 
This should be converted to mar- 
gin percentage and compared with 
the earned margin percentage of 
the business. There usually will 
be some difference between these 
figures. 

To eliminate this difference com- 
pletely is probably impossible in 
the average retail hardware estab- 
lishment. Too much merchandise 
is lost, stolen or becomes unsale- 
able. These inventory shortages 
are not recorded until the actual 
merchandise inventory is taken at 
the end of the year and then they 
have the effect of lowering the 
earned margin. 


Keep Difference Small 
The hardware dealer should 


strive to keep the difference be- 
tween these two margins as small 
as possible. Taking the inventory 
at cost and retail occasionally will 
enable the dealer to check this fac- 
tor and be informed of any 
change. 

A few dealers take their mer- 
chandise inventory at cost by age 
groups. This method of taking in- 
ventory gives the dealer further 
detailed information about the in- 
ventory. Classification of the in- 
ventory into three age groups is 
usually sufficient. The first group 
is made up of goods up to one 
year old; the second, items over 
one year but less than two years 
old, and the third group, mer- 
chandise over two years old. 

Before inventories can be taken 
in this manner, the dealer must be 
using some system whereby the 
date the merchandise was received 
in stock is shown upon it. This 
system must have been in use for 
a year or two before the inventory 
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This illustration shows the regular Hardware Age inventory sheet with the 

standard columns which provide for taking inventory at cost and retail prices 

and for the extension of these items. The difference between the retail value 

of the stock and its cost value is the margin added. By converting this to a 

percentage figure the merchant can compare the added margin with the 
actual margin earned to determine shrinkage. 


should be taken in this manner. story appeared on pages 40 and 
The subject of marking mer- 12 in the April 15, 1943, issue of 

chandise with codes to show when HARDWARE AGE. 

it was received in stock was dis- Once the dealer has taken his 

cussed in an article entitled “Sim- inventory by age groups he has a 

ple Code Shows Date When Mer- basis for comparisons of future 

chandise Was Received.” This inventories. 


Basement Display Sells Infants’ Toys 


This basement dis- 
play given over 
largely to infants’ 
toys, priced, mostly, 
from 50 cents to $4.00 
each, could be seen 
from the first floor of 
the Charles W. Wal- 
mer Hardware Co., 
Wilkinsburg, Pa. 
throughout the 1942 
Christmas holidays. 
Note the crepe 
paper on the end of 
the display table in 
sheet and strip form, 
together with the 
Santa Claus poster. 
Toward the rear is 
a decorated Christ- 
mas tree adding fur- 
ther to the holiday 
appearance of this 
display. 
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STARS .* 


* FOR GREATER 
x pe PROFITS 


ne GS 






With this new Catalog and 
Sales Manual, Clemson Bros., 
Inc. offers you a guide to in- 
creased sales, with greater‘ 
profits in proportion to the 
use you make of the valuable technical 
and merchandising help it presents. 
This catalog covers the complete STAR 
line of Standard Steel hand hack saw 
blades; “MOLY” Type* high-speed 
steel hand and power blades; and 
STAR high-speed steel Class A Type 
hand blades; and high-speed steel 
18-4-1 Type power blades. Also STAR 
Band Saws, Contour Saws and the 
improved pistol-grip hack saw frame. 
It is designed to aid you to widen your 
distribution of STAR products, and 
by skillful, planned merchandising 
increase your profits. 


CLEMSON BROS. 


Incorporated 
MIDDLETOWN * NEW YORK 


*T. M. Reg. — Blades bearing the name 
“Moly” are made only by Clemson Bros., 
Inc. and affiliated companies. 


Makers of STAR Hack Saw Blades, Frames, 
Band Saws and Clemson D-17 Lawn Mowers. 
@ 4880 
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Featured Display of Farm Goods 






Proves an Aid to Sales 


Lake Mills Hardware has reaped 
added profits since it placed 
these items in a featured spot 







Farm repair items 
are displayed in 
this sidewall fixture 
so that customers 
can wait upon 
themselves. 


ON AVAILABLE GOODS 


TL 
HE 


Mills 
Wis., 


Lake 


Lake Mills, 


Hardware, 


achieved excellent results when it 
moved its essential farm goods to 
a feature display spot in the store. 
Heretofore, these items had been 
shown under tables and had not 
been featured. Farmers had to 
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ask for these articles if they 
wanted them. 

The policy is different today. 
Farmers are very important cus- 
tomers of this company which is 
located in one of the finest agri- 
cultural regions in the state. And 
farmers are using more merchan- 
dise than ever before for they are 
being called upon to produce 
more food. 

This farm merchandise such as 
collar pads, harness repair parts 
and supplies, clevises, chains. 
curry combs, neck pads, etc., is 


now featured in a sidewall fixture. 
. 





Collar pads are shown in the 
shelving in the lower part of the 
fixture. Smaller items are shown 
on hooks in the open top section. 
Good use is also made of the 
ledge disp!ay. One advantage of 
the display is that farmers can 
wait on themselves. They can 
examine items until they are sure 
they see what they want. In 
other words, they sell themselves. 
Many customers find the article 
they need and bring it to the 
salesman to be wrapped. The items 
are developing sales possibilities 
never before appreciated. 
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Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


CINCINNATI, OHIO 


400 VORK STREET 

















Are Nationally Advertised 
As the Ideal Christmas Gift 


This is the year in which gifts of relaxation will be 
highly prized .. . when it comes to relaxation, there 
is nothing better as a gift than plastic-coated Dura- 
tone. playing cards. Easy to clean, because they 
may be wiped with a damp cloth. Duratone play- 
ing cards shuffle better, deal better, play better! 


ARRCO PLAYING CARD CO., CHICAGO 


We are doing our best to meet the terrific demand for 
nationally advertised, plastic-coated Duratone playing 
cards. If your jobber can’t supply you, please forgive us, 
for a large part of our production is going to the boys 
overseas. 
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AUTEPINIe 
YOUR 
AFTER-WAR 
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When Johnny comes marching home 
with the Axis scalp, you ate going te 
see a greatly changed lad in more ways 
than one. Bronzed and toughened by life 
in the open, he will have a keener appre- 
ciation, and a whetted desire for the 
active outdoor sports that keep him ‘fit. He will know about sleeping bags, tee. 
Perhaps he will remember that the one he used during the war bore the label 
“The American Pad and Textile Company"—that's what Ta-Pat-Co stands for. 
He will look for and find in his pesapege Ta-Pat-Co nan same features that 
make for his comfort and in outd: U g in war-time. A fast- 
action zipper that makes his sleeping bag open as cciily ont quickly as throw- 
ing off a blanket—light-weight and a small, compact roll without sacrificing 
warmth and comfort—these are features he will remember to look for and 
find in Ta-Pat-Co. Your wholesale sporting goods distributor will have these 
new sleeping bags and other Ta-Pat-Co equipment for you after the war. 








TA-PAT-CO STAY-A-FLOAT HAS GONE TO WAI 


Thousands of unfilled orders for STAY-A-FLOAT wer 
on hand when our factories went exclusively o1 
war work. When peace-time returns this famou 
patented life-save and swim-vest will again mak: 
water sports safe for young America. 





TAePAT*eCO KAPOK PRODUCTS 


Life Save Vests - Duck Hunters’ Life Save Vests’. Stay-a-Float 

Child’s Swimming Belts - Life Save Cushions - Outing Cushions 

Toboggan Cushions - Ring Buoys - Boat Fenders - Camp Cushions 
Camp Mattresses - Parkas - Sleeping Bags - Dog Mats 


THE AMERICAN PAD & TEXTILE COMPANY 








GREENFIELD *% OHIO 


In peace and in war, the leading manufacturer 
of Life-Save Equipment and Sleeping Bags 











Knowledge of Rationing Rules 


Aids War-Time Sales of Stoves 


‘3 Zweck-Wollenburg Hardware Co. 
e uses both this knowledge and 





. service in securing business 


A comer of the stove department at Zweck-Woilenburg’s. 


fi 
HE hardware firm 


that makes a study of the stove 
rationing rules and offers service 
to the prospect in filling out ap- 
plications can do a sizable vol- 
ume of stove business. 

This is the experience of the 
Zweck-Wollenburg Hardware Co., 
Beaver Dam, Wis., a firm which 
today does a fair volume of 
stove business, a welcome addi- 
tion to war-time sales. While the 
amount of this business cannot 
be compared to what it was in 
peace-time, nevertheless it is of 
sizable proportions. 


The First Step 
The first important step in 


handling stove business during. 


wartime, says George Wollen- 
burg, is to inform prospects that 
the store is willing to help them 
fill out their applications for 
stoves. Not that the store has any 
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magic formula for getting stoves 
from a ration board, far from it. 
However, every ration board likes 
to get a properly filled out ap- 
plication and this ‘makes it pos- 
sible to act more quickly upon 
an application. 


Hate to Be Bothered 


Mr. Wollenburg says that 
many people who are eligible to 
buy cooking or heating stoves to- 
day, get along with old, inferior 
and sometimes dangerous stoves, 
because they hate the rigamarole 
of filling out applications for ra- 
tions. Somehow, they seem to be 
afraid of the procedure. They 
hate the discomfiture of being 
turned down, and they hate to be 
told that their application is not 
made out complete. 

When the prospect knows that 
some firm is willing to help him 
with such an application, he 


frequently decides to purchase a 
new stove. Thus the first hurdle 
has been overcome. The man 
who goes to the ration board with 
a proper application has a very 
good chance of having his appli- 
cation granted. The Zweck-Wol- 
lenburg Co. is so familiar with 
ration rules and regulations that 
the management can almost tell 
whether the applicant has a 
chance or not. The same is true 
in any other rationed field—au- 
tomobiles for example. Dealers 
who make a practice of helping 
folks fill out applications for 
cars know pretty well in advance 
what the result will be. 


Repair-Business 

The reputation of the Zweck- 
Wollenburg Hardware Co. as a 
“stove house” means that towns- 
people and farmers come from 
the surrounding territory to 
make their applications at the 
store. This also means that the 
firm gets a large amount of stove 
repair business on old stoves. 

While the company is short 
on service shop workers, it has 
worked out an arrangement 
whereby one defense _ plant 
worker who is on a swing shift 
at a local factory, comes in dur- 
ing his spare time to help out on 
service work. After the war is 
over this man undoubtedly will 
come back full time in the hard- 
ware shop. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 76 
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HELP YOUR CUSTOMERS 






Ss = = OD Bw 


SELL R-V- UTE FOR 
STORM DOORS and WINDOWS 


Leading heating engineers assert that 25% to 30% 
of the heat generated in the average home is lost 
through the glass panes in the doors and windows. 
The greater. part of this loss can be prevented by 
__ properly fitted R-V-LITE storm doors and windows. 
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Your Market ta Unlimited 


R-V-LITE 





ON THE FARM 

Used for poultry houses, hog houses, 
hot and cold bed frames, farm build- 
ings, etc. 


IN THE HOME 

Unequalled for sunporches, nurseries, 
playrooms, attic and basement win- 
dows, etc. 


IN THE FACTORY 


Economical and effective for factory 
windows, skylights, partitions, etc. 








R-V-LITE 
R-V-LITE 


R-V-Lite National and Point-of-Sale 
Advertising Works For You Constantly 








Continuous advertising in 
prominent publications and 
extensive radio commercials, 
backed by powerful merchan- 
dising helps for your store, 
makes it easy for you to sell 
R-V-LITE, the Al!-Purpose 
Window material. 


Gretr win) | 


The War 


Through Fuel 
ORDER FROM YOUR JOBBER TODAY Conservation 


ARVEY CORPORATION % } 


Exclusive Manufacturers of R-V-LITE 
3470 N. KIMBALL AVE. CHICAGO 
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HINGES 
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ERIE. PENNSYLVANIA 


MANUFACTURERS 




































AGENTS 





NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinten St. 
SAN FRANCISCO: 703 Market St 
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Store Atmosphere 


HEN customers like to 
shop in a store, you can 
be certain that the busi- 


ness has been successful in creat- 
ing a favorable store atmosphere. 

The arrangement of a store is 
important in securing the right 
kind of store atmosphere. Cus- 
tomers always spend more time in 
stores where merchandise is ar- 
ranged in a logical pattern and 
they normally go to these stores 
first when shopping. The dirty, 
junky store on the side street is 
visited only as a last resort. Such 
visits on the part of the customers 
usually are brief, they do not at- 
tempt to shop for other items 
while in such an establishment, 
because the arrangement of the 
merchandise is not conducive to 
shopping. 

Customers do not analyze why 
they like to shop in some stores 
and hate to shop in others. They 
instinctively patronize one store 
and ignore another. It is your job 
to know why they do these things. 

Merchandise should be arranged 
in a logical pattern if you want to 
attract customers and keep them 
shopping in your store. Depart- 
ments that are related to each 
other or that appeal to the same 
type of customer should be near 
each other. That is the reason 
why major appliances are shown 
near the housewares line in most 
hardware stores. Hardware and 
tool lines go together. Sporting 
goods appeal to both men and 
women and, therefore, can be 
shown near departments that ap- 
peal to either of these groups. 
Paint is another line that enjoys 
patronage from all types of cus- 
tomers. 

Follow a logical pattern in ar- 
ranging and displaying lines with- 
in a given department. Try to 
develop displays in which items 
used together or related to each 
other are shown together. You 
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will make it easy for the customer 
to buy more merchandise and eas- 
iér for the salesman to sell more, 
Customers will like your store be- 
cause they get all of the things 
they need to do the job. Such 
planning saves them time and it 


_ makes them like your store. 








Open Case Ideal for 
Showing Mirrors 


Many hardware dealers have 
added a line of mirrors during 
war time and have done very cred- 
itable jobs of selling that line. 
Planning displays of these items 
has always been a problem. 

One of the best ways to show 
mirrors is in an open sidewall fix- 
ture, preferably an open platform 
section. This type of unit can be 
equipped with two shelves, one 


for smaller mirrors at the top and 
another half way down for the 
medium sized mirrors. The very 
large ones should be displayed in 
the lower part of the unit. 


Spot Display Tables 

Spot display tables have many 
uses around a retail hardware 
store. They are ideal for arrang- 
ing quick displays of new mer- 
chandise and for showing items 
that sell readily during certain 
weather conditions. The tables 
should be narrow, not over 18 in. 
wide and not over 36 in. long. 
They can be used in the average 
hardware store aisle for a short 
time. 

Displays on these tables usually 
should consist of one item. A large 
quantity should be shown and a 
large show card should be used 
with the display. 





Test Your Hardware Sense! 


A 7 ORK the problems first—then, substitute the figures of your busi- 


ness for those in the problems. 


Grade your answers to see how good you are. Each question correctly 
answered is worth 20 points. A grade of 100 is very good; 80 good; 60 
fair; 40 poor; 20 very poor. The correct answers to these questions will 


be found on page 132. 


1—Few hardware businesses can pay more than 15 per cent of their 
margin for rent and still operate at a profit. Figure the maximum rent 
a business can afford to pay whose sales were $30,000 for the year; mar- 


gin 29 per cent; expenses $6,750. 


2—A dealer sells refrigerators retailing for $100. The margin on the 
item is 25 per cent of the retail price. He figures that he can afford to 
pay salesmen 10 per cent commission for selling this item. What is the 
dollars and cents commission salesmen can earn on each sale? 

3—Determine what the customer should pay for the following repair 
job. It required two hours of one man’s time which cost $1.00 per hour. 
The material used cost $2.90. For the job to be profitable it would have 


to show a 30 per cent margin. 


4—Total salary expense in a business amounts to.$5,940 which is 15 
per cent of total sales volume. What is the sales volume of the business? 
5—Can you find the salary expense percentage of the following sales- 
men? A received $25 per week and sold $13,000 during the year; B re- 
ceived salary of $30 per week and sold $10,400; C was paid $20 per 


week and sold $8,000 during the year. 


(Answers on page 132) 
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Top Line 
MEANS 


Top Sales 


AND 


Top Profits 


asf. will jpty to 
line uye with Toy Line! 


Live Distributors—Write NOW! 








r busi- 
rectly 
od; 60 
is will 
f their 
n rent 4 
YESTERDA Y—Economaster Heat- 
, mar- ers—Top Line Fans and Appliances. 
h Fer ond J leony ge a 
t t » t 
oo hneg N THE WEE SMALL HOURS... Utility Cabinets, Top sty Wooden 
ord to P Toys, Guns, Carts, Caines, and the 
is the You're doing a lot of thinking about Top Line Home Dehydrator. 
your future -and so is Kawneer! TOMORROW-—all these—and NEW 
4 HOME APPLIANCES, TOO! 
— Funny how our most serious thoughts about the future come 
hour. at odd times, when we're alone, often in the wee, small 
| have hours of the night. 
When you're thinking ahead—and who isn't these days— 
is 25 remember that Kawneer executives and designers are think- 
. > ing ahead, too, and working on your problems. Remember, 
ness : too, that the new store fronts they develop will be mighty K W Ky F ] d, 
° Ut ~~ 406 
helpful to you—for they will be planned to make it easier Y - anne 2 ag 


sales- 
B re- 
0 per 


for you to meet post-war selling conditions. Kawneer, store 
front leader since 1905, will again render valuable service 
to the merchants of America when the war is over. THE 
KAWNEER COMPANY, NILES, MICHIGAN. 





Top Line Appliances tomorrow! 


ECONOMASTER IS THE TOP LINE HEATER 


Kawmee STORE FRONTS OF TOMORROW 
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TOY WINDOW 


MERCHANDISE: 


rhe Sleds, wooden wag- 

TO}! S ons, kiddie rides, 
ie ® 5 walkers, blackboards, 

TO GLADDEN ee ie tanks, anti - aircraft 


EVERY YOUNGSTER'S 
WEART 















guns, _ bzxttleships, 
building blocks, 
































building toys, chem- 

istry sets, Army 

Planes, bombers, 

football, chair, doil 

BACKGROUND: 

Center panel of red 

corrugated board. 

f,) Cut--ut letters and 

> S- amy BUOL and white. White 
eee A = Biot icic'es across top of 


hangar toy, aero- 
house. 

_ cor-ugated board or 
: a painted wal!board. 
SS Side p-mels of white 

decora‘ions in red 
Th !s panel backs. 











Concentrate on Toys, Dolls and 
Games in Early December 


HARDWARE AGE Original Window Display IDEAS 





DOLL WINDOW 


MERCHANDISE: ) 
Dolls of various 
types. teddy bears, es 
— doggies, ! SPA MPM fe ME 
stuffed monkeys, 
stuffed rabbits, DOLLS 
stuffed pindas, iron- THAT WILL DELIGHT 


in rd, ibs, Ps 
we & “7 < OS alte. Lae FOR LITTLE EVERY BOY AND GIAL 























doll houses. GIRLS TO LOVE 
BOOK AND \ ' 

GAME WINDOW by 2. 
MERCHANDISE: a) os ! 


Assorted books. 
checkers, Chinese ; 
checkers, darts, table 
tennis, card games. ee 
dice games, quoits, 
other miscellaneous 
games, etc. > 


BACKGROUND: — 
Center panels of red opie 7 
corrugated board of 
painted wa!'lboard. 9,@ 
Side strip: of white. ‘ q \ 

White icicle material | @ 

along top of panels. 
Cut-out letters in ; 
white. 
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A FRANK 
STATEMENT : 
About Kester Flux-Filled Solders— 
Farm Standby for Mending Metals 


lity of all sol- 
® The war has affected the qua 

aia Kester Flux-Filled Solders, for 44 nage 
the topmost-quality, are available = es 
qualities and quantities sanctioned by c 
servation orders. 


® Early seizure by the J ee a a 
i tallic tin fore 
cipal sources of metalli coy “sl 
i ivilian tin consumption. 
straints upon civilia oe 
i duction is meeting 
er skill at solder pro 
pa challenge by producing the BEST SOLDER 
possible under necessary restrictions. 


ial Son of 
e ever, when the Imperia * 
PA cnet is treated to his last — ave ha 
in tin is again available, we pledge 
peg rect. to the previous high quality 
standards of Kester Flux-Filled Solders, in- 
cluding Kester Metal Mender. 


® In the meantime, don’t do without prog 
it still saves you , 

etal Mender ... it s 
oe you money, and saves your equipment! 


KESTER SOLDER COMPANY 
4201 Wrightwood Avenue, Chicago, Illinois ma 
Eastern Plant: Newark, N. J. Canadian Plant: Brantford, Out. 


» KESTER 


METAL MENDER 





facts. Thorough understanding NOW will meon 
tions, for you and for us, after the war. 


KESTER SOLDER COMPANY 


business rela- 








So Voue Cutltinere. 


A CURRENT KESTER METAL MENDER 
ADVERTISEMENT TO CONSUMERS 


om erent, keeps juice better, longer . 









—_ 


Under present conditions .., 
and because of the increaseq 
demand for these Federa) items 
that protect and conserve food 


eee 


























No. 430 DRIPLESS SERVER 


'% qt. capacity . . . holds Point-saving 46 
oz. can of fruit juice, 








Fits in refrigerator: 


+ NO contami- 
nation. . . no refrigerator odor rs 


. no 
drip, spill, waste. 


Always ready to serve. 
Easy to clean. Has tenite plastic top and 
slide in choice of colors; clear-glass con. 
tainer. Retails of 75¢. 



























No. 455 
CONDIMENT JAR 


Handy, sanitary serving jar for jellies, jams, 


condiments, etc. Two-piece hinged top pro- 
tects contents; spoon is shaped for easy use. 
Top and SPOON are red Plastic; 6-07, con- 


tainer is clear glass, 4" high. Retails of 20¢. 





| No. 429 NO-DRIP SERVER 


As smart as it is practical for 
cream, condiments, etc. An ideal refrig- 
erator container , . + avoids contamination 
and odor. Easy fo clean. 
plastic top and slide 
clear-glass jar is 7-02. 5 


Serving 


Has Tenite 
in choice of colors; 
ize. Retails at 25¢. 











7-02 containers are 


clear-glass, Shakers retail of 
0¢ each. 


1 
SEE YOUR JOBBER 


(All retail Prices as listed ab ve are Suggested retail Prices; 
slightly hi 


they may be 
higher west of Mississippi. ) 


NEW YORK OFFICE—200 FIFTH AVENUE 
CE—TERMINAL SALES BLDG., 


WESTERN OFFI 


SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 
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GEORGE MEYERHOFF, 
manager of the order depart- 
ment of the Remington Arms 
Company, Inc., Bridgeport, 
Conn., is 69 years of age and 
has been identified with the 
hardware field for over 51 
vears. Born December 10, 
1873, Mr. Meyerhoff entered 
business in 1890 with the 
Brunswick Briar Pipe Com- 
pany. His brother was. work- 
ing with Hartley & Graham 
Company and on February 1. 
1892. he transferred his alle- 
giance to that company. His 
first position was in the billing 
department and the hours 
were from 8.30 a. m. until 6 
p. m. with frequent times in the active season when the 
day lasted until 10.30 p. m. The salary was $10 a week. 
Hartley & Graham Company became M. Hartley Co. and 
eventually became the Remington Arms Company, Inc. 
During this entire period, which saw the United States 
engaged in three wars, Mr. Meyerhoff has been identified 
with the same department in the same company. Mr. 
Meyerhoff is a life member of both the Masons and the 
Royal Arcanum. He has never been interested in holding 
public office, but has centered his after hours interests in 
his family, his home and his church. He is treasurer of 
the First Baptist Church of Bridgeport and a member of 
its finance committee. For hobbies, he likes fishing and 
reading. Last year his associates presented him with a 


GEORGE MEYERHOFF 
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gold wrist watch in commemoration of his half century 
with the company. * *& 


D. D. PEDEN, chairman 
of the board of the Peden 
Iron & Steel Co., Houston, 
Texas, is 69 years of age and 
has been identified with the 
hardware field for over half a 
century. Born September 17. 
1874, Mr. Peden received his 
introduction to the business 
on June 12, 1893, when he 
became identified with the 
Peden Iron & Steel Co. He 
has been with the organiza- 
tion ever since that date. On 
June 12 of this year, directors 
and veteran employees of the 
company and manufacturers’ 
representatives tendered Mr. 
Peden a dinner party at the 
Rice Hotel, Houston, in honor of his 50 years of service 
with the company and presented him with a handsome 
gold watch in honor of the occasion. Mr. Peden is also 
president and general manager of the Ashbel-Smith Land 
Co. and the Goose Creek Oil Company of Houston. For 
two years he was president of the Texas Hardware Job- 
bers Asseciation and for one year was president of the 
Southern Supply and Machinery Distributors Association. 
He has also served two years as president of the Houston 
Chamber of Commerce. Fishing and horseback riding 
are his principal hobbies. 


D. D. PEDEN 
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x Be 
oVEMBI 


- UNION 
FRAMES 
CONSERVE 
BLADES 


There's nothing new about 
UNION hack saw frames 


saving blades, because 


of their firm grips and 
rugged construction. It's 


d 2-Man 


TROSSCUTS 


For the general run of 


just that new importance 
is attached to conserva- 
tion. This makes it more 
important than ever for 


rough and tough work on 
farms and construction jobs, 
these Simonds Saws will give 
your customers top value and 
service . . . will stand up and 
cut longer than other saws of 


you to tell customers to 
"use UNION," the hack 
saw frames that adjust 
quickly and hold tight. 


this class. They require less 
set, cut much more easily, and 
stay sharp longer. The Simonds 
General Purpose line includes 
several patterns each of 1-man 
and 2-man saws, in all required 
lengths, widths, gauges of ta- 
per, and types of teeth. Send 
your orders to the nearest 
Simonds branch: ° 


SIMONDS SAW AND STEEL CO. 


1350 Columbia Road, Boston; 127 So. 

Green St., 0; 228 First St., San 

Francisco; 520 First Ave., So., Seattle; 
311 S. W. First Ave., Portland, Ore. 





Top: No. 111 One-Man Saw, Med- 
ium wide, Champion tooth. 


Below: No. 202 Two-Man Saw, 


iim wide, Perforated | 
lance tooth. 


: — s , | Kerra aif 
<\MONDS. EERE PAE 


HARDWARE COMPANY 
aw EWVEiaw IW 


ESTABLISHEO 1654 


UsS.PATO 


TORRINGTON. CONN. 


NEW YORK OFFICE ISi' CHAMBERS STREET 


f° 


* Bought Your Bonds This Week? x 
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BEGINNING NOVEMBER ll, all 
Army rubber footwear procured by the 


Quartermaster Corps will be manu- 
factured without crude rubber except 
for a small amount used in the form of 
rubber cement. Buna-S, the new Gov- 
ernment type of all-purpose synthetic 
rubber, will be used in place of natural 
crude rubber. 

The saving of crude rubber expected 
to result from the substitution of Buna-S 
in the manufacture of Army overshoes, 
shoepacs, jungle boots, waders and 
otaer types of rubber footwear is esti- 
mated at about 180,000 |b. a month dur- 
ing the next three months. For some 
time, the amount of crude rubber used 
in manufacturing most types of Army 
footwear has been gradually reduced as 
greater quantities of Buna-S became 
available for the purpose. 

The synthetic substitute from which 
the Army already is obtaining most of 
its tires has practically the same proper- 
ties and characteristics as crude rubber, 
and generally articles manufactured 
from it are to all appearances and wear- 
ing qualities the same as those manu- 
factured from crude rubber. 


x* 


FROM PRESENT INDICA- 
TIONS in Washington one of the 
hardest hit of the durable goods field 
will be plumbing and heating, particu- 
larly when freezing of boilers and pipe 
this winter hits the public. Officials 
emphasizing the severity of the impend- 
ing shortage in furnaces, boilers, radi- 
ation, repair parts, etc., pointed out 
that this is no part of a scare phil- 
osophy, but that the problem really 
exists. This condition is all due to 
WPB limitation orders and inventory 
restrictions. For in the first six months 
of the year, which is usually devoted to 
building up plumbing and heating in- 
ventories, WPB did not allow any such 
policy to be pursued. 


At present, materials for the manu- 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x* 


facture of plumbing and heating equip- 
ment have been granted, but with the 
available manpower, it is reported that 
most producers are from six to ten 
weeks behind on existing essential 
orders. 

Proper care of existing equipment in 
the hands of homeowners seems to be 
the only way to avert many cold and 
waterless homes this winter. 


xkwk 


ONE OF THE BEST EX- 
AMPLES of the way the Office of 
Civilian Requirements deals with essen- 
tial civilian needs was brought to light 
recently. 

An OCR official reported to Wash- 
ington that in the Patific Northwest 
there was a need for proper heating 
equipment. It seems that there were 
many people burning mid-West soft coal 
in stoves not adapted for this coal, ac- 
companied with many disadvantages. 

There is also an available supply of 
fuel oil in this area. OCR moved fast 
and several thousand oil space heaters 
bought by the RFC and stored in vari- 
ous warehouses will soon be on their 
way to distributers in the area. 


x*rk 


A NUMBER OF QUESTIONS 
relating to operations under WPB Order 
L-219 are clarified in Interpretation 3 
to the order, Among the problems dealt 
with in the interpretation are: 

The status of various types of receipts 
in relation to mercantile inventory. 


The treatment of goods not yet pro- 
cessed into final form. 


The position of converters under the 
order. 

The status of repossessed, replevined, 
abandoned merchandise and trade-ins, 

Clarification of the definition of per- 
sonal services and the status of con 
sumers’ goods used in performance of 
the services. 

Application of the tolerance factor for 
a controller merchant who maintains 
mercantile inventories in both the East 
and the West. 

The effect under L-219 of the acqui- 
sition of a new store by a controlled 


merchant. 
x * * 


WITH TALK OF MID-WAR 
AND POST-WAR CONVERSION 
floating through the halls of WPB 
there are officials who believe that the 
Office of Civilian Requirements, or an 
agency embodying the principles of 
OCR, will be tae WPB of the post-war 
world. However, other sources think 
that in view of the setting up of the 
Office of War Mobilization by the Presi- 
dent this office under James Byrnes will 
take over. 

OCR has rapidly been expanding and 
attracting experienced men from other 
WPB divisions and as Arthur D. White 
side, OCR chief, recently pointed out, 
civilian production now has a spokes- 
man. OCR is achieving more for civil- 
ians than did its inept predecessor, the 
Office of Civilian Supply. 


As military requirements have be- - 


come more clearly defined the emphasis 
has heen slowly shifting to civilian 
goods production. One OCR official 
estimated that when the war in Europe 
is over “5 per cent of the impact of the 
war on the civilian economy will be 
lifted, which will push OCR’s star 
higher into the heavens. 

Further evidence of WPB’s imple 
menting the work of civilian manufac- 
turers is the recent decentralization 
plan which grants smaller manufac- 
turers of civilian goods controlled ma- 
terials on an annual rather than quar- 
terly basis and reduces their paperwork. 

OCR’s post-war planning is em- 
bodied in the production programs that 
it presents to the WPB Requirements 
Committee. Material is always re- 
quested for more goods than the Com- 
mittee will allow, but even though 
denied the materials OCR is massing 
information on civilian gonds producers, 
their capacity, types of gods, and 
materials needed for production. All 
of this information is vital to orderly 
post-war reconversion. 


For example, in the first quarter pro- 
gram for 1944, OCR has requested ma- 
terials for electric refrigerators. wash- 
ing machires and irons, Officials say 
that they expect to be allowed material 
only for the irons. Neverthe'ess, the 
survevs necessary to arrive at the re- 
quirements for the gonde which are 
refnsed give OCR a wealth of invalu- 
able. up-to-date information on civilian 
goods manufacturers. 
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Be Modern! R uts, Noodles, Make Tender y rust wi 
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The Non-Stick Pastry Kit is the one that has been demonstrated in the 
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adhe largest stores in the United States—and is still being demonstrated. 

of WPB This pastry canvas is fast becoming as standard an article as the old board. 

> that the Each sales mean more sales because women love them. Sell them with a 

its, OF aa full guarantee—because we will make good on any returned articles. 

pai During this period of shortages, establish sales for a different article—sales 

en thial that will continue through the years. 

ip of the A complete, illustrated pie crust lesson is shown on each Non-Stick Pastry 

the Presi- Kit wrapper. 

yrnes will Our price is the same and our quality is equally as good as before the war. 
We use no light weight drill... Only 10.54 oz. canvas. 

ding and 

pm other Retail Price: $1.00. Less 40%. FOB Tulsa, Oklahoma 
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for civil- Leading stores profitably promote Aunt =} by = D —E Tulsa, Oklahoma 

sor, the Chick's Prize Pastry Makers. 
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vi MORE SALES THE BIT WITHOUT A 
ed gray vamos |P CENTER SPUR.. 

nation INTENSpTHER 5 VE RARANTEE The Forstner Augur Bit Is 

ed ma- STORM PROOF Guided By Its Circular Rim 
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_ FENCE T a angles, cuts any 
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Be toughest, knottiest 
PARMAK “ 
If your customers have war uses for 
\ these heavily demanded bits, you can 
Aon Mahdeo | get them with hand brace shonks, 
h from 4“ to 144" by sixteenths; with 
0 WORLD’S LARGEST SELLING machine shanks, from 1%" to 3” 
: by eighths. 
terial ELECTRIC FENCER 
ie re- 
1 ere Sold only direct from factory to established dealers. 
valu- Write For details of franchise and sales program. |The PR U GRE S S IV E M Fo CO 
vilian PARKER-McCRORY MFG. CO., Kansas City 8, Mo. S mn 
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e Dean’s Page 


QO, October 19 at a 


luncheon of the X Club, an organ- 
ization composed of former presi- 
dents of the National Wholesale 
Hardware Association, American 
Hardware Manufacturers Associa- 
tion, Southern Hardware Jobbers 
Association and the Old Guard at 
the Commodore Hotel in New York 
City during the week’s convention 
of these several bodies, “The Dean” 
was a guest speaker. Leslie M. 
Stratton, “Chief X,’ announced 
that it was an unwritten law of 
the Club that no speeches should 
ever be made at the semi-annual 
luncheons but an exception was to 
be made in this case. 


Friendship 
The following brief talk was pre- 
pared on the subject of “friend- 
ship” but, for the sake of brevity, 
was not given in full at the lunch- 
eon, but is now, upon the request 
of a number of members, printed 


as originally prepared. 
* * ae 


“Mr. Stratton’s eloquent and 
friendly introduction of the Dean 
is appreciated but not reproduced 
as a matter of modesty and good 
taste on the part of the speaker. 

“It is a great honor and a very 
kindly gesture of friendship to ask 
me here at this time and place as 
your guest. It is, therefore, my de- 
sire to tell you why I consider the 
opportunity to meet and talk to you 
on this occasion as one of the out- 
standing events in my many years 
in the hardware business. 

“The time is at the crisis of the 
greatest world war of all times. 
History is being made that will in- 
fluence the destinies of this and all 
nations and peoples for a thou- 
sand years. 


“The place is in the greatest city 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


and in the greatest nation of this 
war-torn world. 

“The audience is a unique or- 
ganization composed of former 
presidents and officials of impor- 
tant associations dedicated not to 
buying or selling or any selfish 
ends but to the development and 
continuation of personal friend- 
ships—well might their slogan be 
the words from the Bard of Avon— 

“Those friends thou hast, and 
their adoption tried, grapple them 
to thy soul with hoops of steel.’ 

“Therefore, the setting here 
this day is one to inspire a Burke 
or a Lincoln to one of their great- 
est orations, but alas your guest 
has not the qualities of oratory 
to match this time, this place, or 
this audience! 

“The fault, Dear Brutus, is not 
in our stars, but in ourselves that 
we are underlinings.’ 

As the years pass, as we miss 
our dear departed friends, the 
Dean is often reminded of Moone’s 


verse— 
cs 


***T feel like one who treads alone 
Some banquet hall deserted, 
Whose lights are fled, whose gar- 

lands dead 
And all but he departed.’ 

“But as I stand here before this 
gathering I am inspired by you 
to thoughts of what potential pow- 
ers lie for good in your dedication 
to friendships. My mind travels 
from here to the suffering world. 
Friendship will be the one price- 
less ingredient that will heal the 
wounds of nations, peoples, and 
individuals. 

“In a broader and a simpler 
sense, this war to me is just a 
continuation of the age old strug- 
gle between good and evil. 

“The first world war was left 
unfinished. The poison was not 
wholly extracted from the fangs of 
the serpent evil, I was in Europe 
just after the last war and Amer- 
icans were not popular. We were 
told we entered the struggle very 


late. Germany believed we had - 


not kept faith with them. On all 
sides, in all countries the Amer- 
ican traveler felt the change in 
sentiment, the loss in friendship 
on the part of former foreign 
friends and allies. In my judg- 
ment, the job was not well done. 
The first world war left the world 
full of bitterness. Our country 
was not admired. The evil seeds 
were left in the earth. Another 
war was inevitable! 


We Now Have Friends 
Throughout the World 


“Twenty-five years have passed. 
Thanks to a wiser foreign policy 
of friendship and helpfulness on 
the part of our Government, the 
picture has largely changed. We 
now have friends—real friends— 
not only among the nations on this 
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PROFIT LEADERS for WINTER MONTHS 
from the Fast-Selling, Time-Tested NOTT Line 


NOTT PRODUCTS offer you a complete line 
with exceptional opportunity for PROFITS 12 ; eS 
“Their Last Meal 


-NOTS 


months in the year. Right now, NOTT PROD- 
UCTS in strongest demand are Rat-Nots, Mouse- 
Nots, Roach-Nots and Kilmice—and the New 
RAT-NOT-PASTE, a most economical and 
efficient product for making individual baits to 
kill large rats .which frequent food warehouses, 
restaurants, barns, cellars, etc. 


RAT 


When Spring, Summer and Fall come, you'll 
find business active on Mole-Nots, Ant-X Jelly 

Bait, Ant-X Ant Traps and Dog-Check with new wre 
Applicator (Pat. Pend.). MO ; 


NOTT PRODUCTS sell on sight—because they’re 
FREE Mats and Electros for attractively packaged and your customers know 


Catalog and Newspaper they “do the trick.” 
Advertising. Also Colorful Check your stock and ORDER NOW. Get your 
Leaflets and Streamers. share of this easy, profitable business. 


Write NOW for latest Catalog Sheet and attractive Dealer 
and Jobber Discounts 


NOTT MANUFACTURING COMPANY 


Mount Vernon, N. Y. 


PRINT & VARNISH 























THAT MEETS 


*t U.S. GOVERNMENT 
ay Bs pecitcatio TT-R-251 


. and you're selling ’em satis- 
faction plus! That’s what you’re doing when 
you sell ’em Sheffield Paint & Varnish Remover 
—the product that gives ’em top quality at bot- 
tom price. Works faster and more thoroughly 
because it contains sufficient wax to hold the 
Remover on the surface, thus providing better 
penetration and quicker break-up of the old 
film of paint, enamel or varnish. Prompt deliv- 
eries in sizes from % pts. to gallons. Don’t 
delay ordering. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. | BAZAN UNIS CoN 7T5 aa icra oPa Lic 


"World's Largest Manufacturer of Can Openers and Bottle Openers 


CLEVELAND OHIO * be IB dlr cs sige Aa 3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. 
’ Sheffield Fast Sellers 
. * 7 * 


~*~ «© ** * BUY WAR BONDS AND STAMPS 
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Prepasted DURO 
WALL BORDERS 
for 1944 boost sales! 


Thousands of dealers have added Duro 
Wall Borders to their present line with 
surprising increases in sales. 


The secret of increased sales! 


73% of prepasted wall border sales are 
on kitchen and bathroom numbers— 
patterns not stocked by the average 
retailer. (Jobbers, please note.) 


Duro Wall Borders met this public 
demand by introducing 22 NEW 
KITCHEN & BATHROOM PATTERNS 
as part of your 1944 line . . . showing 
31 EXCLUSIVE patterns, each one spe- 
cially created by a famous artist. 


Each pattern sales-tested before re- 
leased to the trade . . . to guarantee 
fast sellouts. No ‘dead’ patterns .. . all 
popular ... a big sales advantage. 


ONLY DURO WALL BORDERS 
HAVE ALL THESE ADVANTAGES 


1. Four popular sizes: 2” width, 15¢. 
3” width, 20¢. 3%” width, 25¢. 4” 
width, 29¢. The 25¢ size is exclusively 
featured by DURO WALL BORDERS. 


2. All designs are sales-tested for popu- 
larity. 3. Balanced assortment includ- 
ing proper proportion of kitchen, bath- 
room, and bedroom numbers. 4. Each 
design created by a famous artist espe- 
cially for Duro Wall Borders. 5. Pre- 
pasted. Washable. Fadeproof. 


Each prepasted roll 
is 12 ft. long and 
smartly Packaged in 
an attractive red 
open faced box. 





If more convenient, order from 
your jobber. 


HANDY RUSH ORDER BLANK... 
IMMEDIATE DELIVERY. 


DURO DECAL CO., INC. 
616 W. Adams St., CHICAGO 6, ILL. 


YES! Ship us immediately your introductory 
assortment of 31 different and specially de- 
signed I)uro Wall Borders. This assortment 
lists at $76.32 less 40% or $45.79 cost to us. 
Same discount on reorders. 2% 10 days. 
FOB Chicago. Include 
the FREE display 
rack, complete with 
pages showing sain- 
ple strips of each one 
of 31 patterns. 
This assortment 
to consist of an 
average of 12 
rolls of each pat- 








tern. each roll to 
be individually 
packed in an at- 


27%" high tractive open- 
15”. wids faced box ... 
6%” base total of 372 Duro 


Wall Border rolls 


YOUR NAME 

Finm ..... 

STREET 

CITVW.... OTHIE. 5, oi<ecseii 

BURO DECAL CO., INC., Dept. C 
616 W. Adams St., Chicago 6, lll 
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western continent but in Europe 
and Asia. as 

“So we come to the world peace 
about which we are all thinking. 
This peace must be based first of 
all on friendship. A friendship of 
helpfulness to the needy. We must 
be patient with our foreign friends. 
We must even learn the wisdom 
of turning the other cheek. 

“But do not misunderstand me. 
If we are to be worth while friends 
we must have the resources upon 
which to draw as needed. If we 
go ‘broke’ in our widespread gen- 
erosity we will not be able in the 
end to help ourselves, much less 
others. Therefore, we must be 
prudent, and realistic in our giv- 
ing. First, this nation to be a 
worth while friend must be solvent! 

“When peace comes the battle 
between good and evil will not be 
over. The man and nation of 
good will must be strong. enough 
to enforce goodness by arms, if 
necessary, upon the man or na- 
tion of evil mind. 


“Civilization has not yet reached _ 


or even approached any ideal state 
of human perfection. Man is com- 
posed of the elements of God and 
the devil. -If goodness is to pre- 
vail the devil in mankind must be 
controlled. 

“If the police force guarding 
New York City, or any other large 
city, were removed that city would 


é 

Last year the 
Warren County 
Hardware Co.. 
Bowling Green, 
Ky.. used some 
special toy tables 
which were built 
for the purpose. 
These were pyra- 
mided with toys 
and decorated 
with Christmas 
colors. One coun- 
ter was given over 
to games of all 
kinds. Wheel toys 
were displayed on 
the main floor and 
along the ledges. 
but the main stock 
was kept upstairs. 


Special Tables an Aid to Toy Sales 


be looted and burned within a 
week. The world, after peace, 
must be policed. Thig will be for 


years until a new generation, or | 


several generations come out of 
the darkness of ignorance and hate 
into a world of light and friend- 
ship. 

“To help and lead in this great 
work is the opportunity of this 
generation in this ‘the acknowl- 
edged leading and most powerful 
country in the world. 

“Let us all pray that our leaders 
will have clean hearts and a clear 
vision and strength to meet their 
responsibilities. 

“Gentlemen let me finish with 
these lines that came in my mail 
today. 


The Salutation of the Dawn 
(From the Sanskrit) 


Listen to the Exhortation of the 
Dawn! 
Look to this Day! 

For it is Life, the very Life of Life. 
In its brief course lie all the Verities 
-and Realties“of your Existence: 

The Bliss of Growth, 

The Glory of Action, 

The Splendor of Beauty. 

For yesterday is but a Dream; 

And Tomorrow is only a Vision; 

But today well-lived makes every 
Yesterday a Dream of Happiness, 

And every Tomorrow a Vision of 
Hope. F 

Look well, therefore, to this Day!# 

Such is the Salutation of the Dawn. 
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Southern California Assn 
Holds War-Time Conference 





J. V. GUILFOYLE 


Hardware dealers from all over 
southern California attended the 
Business Conference of the Southern 
California Retail Hardware Associa- 
tion held Oct. 19 in Los Angeles, 
Calif. OPA, WPB, ODT, WMC and 
Federal Reserve Bank officials pre- 
sented current workings of their 
agencies as they affect hardware 


dealers. J. V. Guilfoyle, Los An-. 


geles, managing director of the asso- 
ciation, discussed southern Califor- 
nia’s contributions to the war effort 
and post war conditions and prob- 
lems. There will be a big employ- 
ment problem after the war he 
pointed out. “There will always be 
hardware stores but particularly 
will those be successful and perma- 
nent who adjust themselves promptly 
to intelligent suggestion and realize 
the necessity for improvement and 
the ever necessary requirement of 
‘change’.” 

Post-war merchandise and mer- 
chandising was discussed by W. E. 
Reeve, 1921-22, president of the 
association, who said hardware deal- 
ers must merchandise better than 
ever as there was never a time in 
the world when hardware stock will 
be so changed as in the near future. 
Competition in the near future will 
be from the best merchandising 
brains in the country. Hardware 
men must give self-service selling 
careful consideration. Clean, attrac- 
tively display merchandise will defi- 
nitely sell more goods than high 
pressure selling. 

Regulation W was discussed by R. 
F. Newman, Federal Reserve Bank, 
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who went into detail on installment 
selling in hardware stores. 

Leland Pickering, Reseda, Calif., 
president of the association, stressed 
building good will in these days of 
too many customers and not enough 
merchandise. Closer jobber-dealer 
cooperation was advocated right now 
as a post war merchandising aid. 


G00D FENCE 


on the 


Farm Front 









fighting fronts . . 
wire products. But FOOD, too, must be produced in increasing 
quantities, and farmers must have good fence and equipment to 
attain “all out’’ production. The government, realizing this, has 
released additional steel for the production of more farm fence, 
| barbed wire, and steel posts. 








David P. Vienna, Office of Defense 
Transportation, pointed out that 
trucks are deteriorating at the rate 
of 35,000 per month, with only a 
very small number available for re- 
placements. He urged dealers to 
conserve trucks and tires for the 
duration and for a long period after 
the war as well. 

Some 40 per cent of the normal 
requirements of gas stoves and heat- 
ers will be released for sale O. K. 
Collins, who has charge of the ra- 


(Continued on page 125) 






Natives tending reels as wire is unrolled for new 
telephone lines on the Solomons. 
PRESS ASS'N. PHOTO 


KEYSTONE’S... 
Present Wartime Job! 


Wire in-many forms is very 
urgently needed on all our 





. and it’s Keystone’s job to help produce these 


MORE FARM FENCE NOW AVAILABLE 


So more Keystone Farm fencing materials are now on their way. However, the 
heights and weights of fence are still limited. And the fence that Keystone is 
now making is not heavy-coated Red Brand because of the war demands for 


| 
|S 


. that’s why the top wire is not painted red. But Key stone’s present fence 


is survicaiae galvanized wire that’s just as tightly woven as ever. 


You'll notice, too, that Keystone’s Studded-Tee Steel Posts are now painted 
red all over because of war time restrictions on aluminum for paint. But these 


posts are just as sturdy and long-lasting as ever. 








Because of 54 Years Satisfaction . 





Urge farmers to 


KEYSTONE STEEL & WIRE CO. (sitzoy ome 3 


PEORIA, ILLINOIS can scrape up . 


there’s still a critical 


- Fence Users Will Continue te . a) 
“Look for the Top Wire Painted RED” 


RED BRAND FENCE eet 
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UNDER GOVER 


NMENT WAR-TIME 


RESTRICTIONS 
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Luggage price controls — 
OPA, feeling that price increases for 
certain types of luggage as unjustifiable, 
has announced a method of uniform 
price control for the industry, effective 
Oct. 16. Manufacturers now are re- 
quired to attach retail ceiling price tags 
to all luggage, giving the maximum user 
price for each item, based on a fixed 
mark-up over their own billing prices. 
Manufacturers will continue to set their 
ceilings by using a formula based on 
March, 1942, prices, but non-leather 
luggage types introduced since that 
date may not be sold at retail for more 
than the highest prices charged for 
these types between March 1, 1942, and 
Aug. 31, 1943. In another move, by 
WPB, low-priced luggage, with a fac- 
tory price of less than $1.50 (excluding 
taxes) has been removed from produc- 
tion quota restrictions of order L-284. 
It was found that adequate raw ma- 
terials are on hand for production of 
the lowest-cost types of luggage; also 
that no skilled labor is involved in their 
manufacture. 

o . 7 

Gummed sealing tape—OPA 
revisions, effective Oct. 8, applying. to 
price regulation 459 make a few unim- 
portant changes in the resale schedules 
of manufacturers of gummed kraft 
sealing tape. The actual price schedules 
per 100 rolls, for both carload and less 
than carload quantities, and the differ- 
ences between delivery zones remain as 
established in August. The “basis 
weights” in the third schedule have 
been supplemented by one item (1 
inch 50 Ib.—650 feet per roll), on 
which the same price rules as on the 
1 inch 60 1b.—600 feet per roll. All 
prices continue primarily based on the 
Oct. 1-15, 1941, market, and the dif- 
ferentials for widths other than one 
inch are to be directly proportionate to 
those ruling during the Oct., 1941, 
period. Provision is made for similar 
mark-up to be used as on regular items, 
in computing ceiling prices on grades 
and sizes which are not directly priced 
in the published table. 
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Manila substitutes — Facing 
the same critical shortage of manila and 
sisal fiber stocks, which have handi- 
capped civilian users for the past two 
years, the Maritime Commission has 
announced a strict conservation pro- 
gram. This practically eliminates the 
use of manila and substitutes wire, 
cotton, and jute wherever possible for 
mooring lines, tow lines, and other ship 
and loading rigging. 


rh 


Cotton rope and cordage — 
Distributors find that makers of cotton 
rope, sash cord, clothes lines, and all! 
other cotton cordage are many months 
behind, most of them being very busy 
with government orders. Leading com- 
panies will not accept new “civilian” 
business except for delivery at some 
indefinite time “early in 1944.” There 
has been a wide-spread ° simplification 


ane - 
w 


of grades and varieties, both by mills 
and by jobbers, and the former most 
competitive grades probably will be 
unobtainable for some time. 

* 2 * 

Harness and strap work — 
Continuing difficulties are reported by 
the manufacturers of harness and strap 
work. Not only are they short of har- 
ness leather, but accessories, saddlery 
hardware and hames are becoming in- 
creasingly difficult to procure. The 
demand is so active that even if they 
could turn out as much harness and 
strap work as they did last spring, this 
output still could not meet the current 
“off-season” calls. 

a . a. 

Horse collars—sweat pads— 
With this line, too, in inflated demand, 
and with at least one leading maker 
active only on government (shoe re- 
pairs) work, jobbers learn that they, 
and the farm and delivery users, will 
have to get along with about 50 per 





Wholesale Hardware Sales 


By Geographic Regions, for September, 1943 









































F ig 2 SALES REPORTED SALES-YEAR-TO-DATE 
} = = — — ——— eee es | eee ——EE 
E $ = 1943 | Thousands of Doll 
jars 
— - from Percent Nine Nine 
| | eee a Change Months Months 
¥ | pam al s A r) (aoa (aad 
| @ | Sept. | A Sept. ept. ugust mos, 
| Firms | eae | “Wea | 1042 | toaz | 1943 | 1042 | 000) | 000) 
New England 28 —~4 | +1 | $1,188] $1,208) $1,145; — 7 | $10,560| $11,400 
Middle Atlantic. | 87 —-7| —4 | 7,069) 7,604| 7,364) —3 83,326 938 
East North Centra! _. 48 —10 | +2 | 5.563) 6,164| 5,460) —15 58,601 | 68,888 
West North Centrai....| 33 -17 | —8 | 4886 6 623| 5,272; —14 49,771 | 58,058 
South Atlantic. . 35 =~} =-1 2.715| 3,142| 2,736| —16 568 
East South Central. 18 —~6|—3 | 2200! 2434| 2362) —15 21,753 | 28.742 
West South Centrai....| 28 —~s | —8 | 4:481| 5,260; 5,092; — 5 45,795 | 48,393 
Mountain. . . ae a4) -=2 805 840 829, —8 7,334| 7,935 
Pacific. . | 2 —~3 | -—4 | 7,532| 7,808| 7,848; +6 | 101,382] 95,912 
U.S.TOTALa....| 316 ~§ i» 3 | 36,013| 40,422| 38,207; —7 | 412,040) 442,074 
1 
Bureau of the Census Current Statistical Service 


a Includes data ta for five firms not allocated to geographic regions. 





States comprising 


regions 
New England—(Conn., Maine, + x N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., 


East North Central—<(Ill., ind., Mich., Ohio, Wisc.) 


West North Central— awe Kan., 
South Aiontie=a. 


Moun 
Pacific—(Calif., Ore., Wash.) 


, Fla., Ga., Md., N. C., 
a Se Miss., Tenn.) 
. La., Okla., Te — 
tain—(Ariz., Colo., Idaho, Mont., Nev., 


Minn., Mo., Neb., aw D., 8. » 


. C., Va., W. Va.) 


. M., Utah, Wyo.) 
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cent of the collars received and sold in 
1942. The leading sweat-pad maker 
has eliminated a great many styles from 
its listings. Also it is only supplying 
pads with three hooks instead of four. 
As to the numbers still shown in the 
price list, indications are that some 
will not be available because of short- 
ages of deer hair and enamel duck. 


Continuing lumber shortage 
—Retail lumberyard stocks now are 
about 60 per cent below the 1941 levels, 
and with consumption exceeding pro- 
duction at the rate of about 4,000,- 
000,000 board feet a year there is no 
immediate prospect for a better supply 
of lumber for civilians, J. Philip Boyd, 
Director of the WPB lumber and lum- 
ber products division said recently. 
For the first time, he stated, American 
lumber production is “right up to the 
saw”—that is, the boards are shipped 
without the customary seasoning—and 
even so the war agencies are not get- 
ting all the lumber they really require. 


Rugs and floor coverings— 
Rugs of varying fibers, textures, and 
colors are still being turned out, but 
in most rug factories men, machines, 
and materials, have been utilized more 
for the production of war goods than 
for the manufacture of floor coverings. 
From converted carpet looms and card- 
ing machines come rolls of cotton duck 
for military tenting and tarpaulirs, 
blankets for the armed services, web- 
bing, yarns, and other war textiles. 
Only a fraction of the pre-war patterns, 
sizes, and grades of rugs are now be- 
ing made. Simplification is the rug 
manufacturers’ answer to the problem 
of carrying out a large-scale war pro- 
duction program and at the same time 
prodncing as many floor coverings as 
possible out of the reduced quantity of 
fibers available. Wool, a superior car- 
pet fiber, may be used only at 25 per 
cent of the rate at which it was used 
during the first six months of 1941. 
During that year rug manufacturers 
were able to use 183.000.000 pounds of 
wool. No carpet wool is produced in 
the United States. and now none can be 
imported "from China. Of the nation’s 
total cotton production. 70 per cent is 
going into production of the 11.000 dif- 
ferent cotton items needed by the 
armed forces. Most of the remaining 
30 per cent goes to meet increased in- 
dustrial, agricuitural. and _ essential 
civilian demands. Nothing like the 
usual abundance of cotton yarn is 
availahle for rugs and carpets. Large 
quantities of cotton regs, hit-and-miss 
rag rues. erass and rice straw carpets. 
and chenille rugs used to be imnorted 
from Japan. but, obviously no longer 
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The Finest Letter We Ever Received! 


That letter tells its own story. We’re mighty proud of it—particularly proud 
because we earned our Army-Navy “E” award the hard way. We had to start 
absolutely from scratch in handling the war-prodiction job that was as- 
signed to us. We had to re-tool and partially re-equip our plant before we 
could make a move. Yet in spite of this handicap, the skilled, patriotic men 
and women of the Toastmaster organization pitched in and quickly attained 
outstanding production on Navy munitions. 


We are proud, too, of the many letters we have received from Toastmaster 
dealers, telling us that we’re doing a good job in helping them to maintain 
service on Toastmaster appliances. We deeply appreciate the spirit which 
prompted those letters. 


May we continue to merit the confidence of both the Navy and Toast- 
master* dealers and distributors! 





TOASTMASTER 


**TOaSTMASTER” is a registered trademark of McGraw Evectrric Company, Toastmaster Products Division, 
Elgin, Ill. Copyright 1943, McGraw Electric Co. 
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Wholesale Hardware Inventories 
_ By Geographic Regions, for r September, 1943 








| | 


| 


END-OF-MONTH INVENTORIES (Cost) |. STOCK-SALES RATIOS 





Percent Change 
REGION | September 1943 
} from 
| | 
Number | | 
of Sept. | August 
Firms 1942 1 
} 
New E 6 | —21 | -—3 
Middle Atlantic 51 | -—9 -—1 
East North Central 3 | «6-31 | - 4 
West North Central 2 6| —4 
South Atlantic S| <2 —1 
East South Central 9 —16 —4 
West South Central... 18 —17 b 
Mountain 6 —10 —2 
Pacific... 13 —19 -—6§ 
U.S. TOTALa....| 191 —19 —3 
' 





Bureau of the Census 











Thousands of Dollars | 
| Sept August Sept. | Sept. A 
| 1942 | 1943 | | 1943 194 1943, 
‘ag ee. MEER Mes. 
76 | $1,994 $1,620 | 175 | «(213 181 
'772| 6,318| 5,827; 126 | 126 
249} 9,108) 6837/ 140 | 182 152 
"309, 8,638| 7,580| 188 | 184 172 
120 | 145 











787; 2,446; 1,796 
385 1,645 1,444 123 131 124 
4,781 5,744 | 4,791 175 —, —C«d10 163 
705 649 199 177 186 
6,411 7,901 6,752 168 | 213 169 
36,172 | 44,802 | 37,268 163 =| = «170 151 
| 





Current Statistical Service 


a Includes data for four firms not allocated to geographic regions. 


b Less than 0.5 percent. 








Oridieattinn. are percentages obtained by dividing the cost value of stocks by sales for an 


identical group of firms. 


are. The mere trickle of rugs that 
managed to come in from China 
in 1942 has dwindled to nothing. 
Finished jute carpets and mats are no 
longer coming in from France and 
Italy. 


* e . 


Imported watch movements 
-Assemblers of watches containing 
imported movements will be enabled to 
obtain reimbursement for increases 
over specified actual costs of the move- 
ments under a ruling announced by 
OPA. They now may add increases 
which have become effective over the 
original cost of the movements used in 
the watches when maximum prices first 
were established. 
. e * 


Construction contracts 
Awards in the 37 eastern states aggre- 
gated $2,623,839,000 during the first 
nine months of 1943 as compared with 
$6,111,765,000 in the corresponding 
period last year, according to F. W. 
Dodge Corp. This represents a drop of 
57 per cent with both public and pri- 
vate ‘construction showing approxi- 
mately the same percentage change. All 
three of the major categories showed a 
marked reduction in volume, i.e., non- 
residential building, down 61 per cent; 
residential building, down 50 per cent; 
and heavy-engineering work down 56 
per cent. These decreases from 1942 
represent the continued decline in 
needs for new facilities in the current 
high-production phase of the war pro- 
gram. The month of September showed 
a total construction figure of $175,115,- 
000 as compared with $413,791,000 in 
the preceding month and $723,216,000 
in September, 1942. The month’s 
volume was the lowest for any month 
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since February, 1938. Non-residential 
building, residential building and heavy- 
engineering work were below Septem- 
ber, 1942, by 85 per cent, 57 per cent 
and 61 per cent, respectively. 

sd a. * 

Industrial production — The 
Federal Reserve Board has studied and 
revised its “index of industrial produc- 
tion,” so that it may be a true measure 
of changes in the physical volume of 
production of manufacturers and min- 
erals. It does not attempt to cover other 
types of goods and services nor reflect 
price changes. It places its revised in- 
dex for September at 243 per cent of 
the (1935-1939) pre-war average. The 


new figures indicate that output of 
factories and mines has doubled since 
the beginning of the defense program 
in June, 1940, and has risen 130 per 
cent since the outbreak of war in 
Europe in 1939. 


70 per cent for war—Federal 
Reserve compilations show that now 
about 70 per cent of industrial produc- 
tion is going for war purposes, includ- 
ing munitions and supplies for the 
armed forces, exports under lend-lease, 
and industrial equipment and materials 
used to make these finished products. 
The remaining 30 per cent of total 
industrial output constitutes goods pro- 
duced for civilians. This, however, 
represents more than 70 per cent of 
average production for civilians in 
1935-1939, a fact not generally appre- 
ciated, 

*¢e 

Retail sales rise—September 
sales by 14,905 independent retailers 
located in 34 states were 8 per cent 
higher than in the same 1942 month, 
the Department of Commerce states. 
Notable “non-durable goods” trades 
gains included: dry goods and general 
merchandise stores, 14 per cent; general 
stores, 11 per cent, and department 
stores 7 per cent. 


Changing “urgencies” — Sur- 
prising changes are gradually appear- 
ing in the materials supply situation. 
For example, carbon steel, copper, 
aluminum and_ non-ferrous metals, 
which until recently have been the 
greatest “headaches” are now appar- 
ently in nearly adequate supply. Their 





Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for September, 1943 


















































ACCOUNTS RECEIVABLE Collection Percentages 
Percent Chanae 
REGION September 1943 Thousands of Dollars 
from 
Number; | vera 
of Sept. | August Sept. | A Sept. Sept. August 

Firms | 1942 1943 1942 1943 1943 1942 |. 1943 
New E: 24 —22 —2 $1,046 | $1,337) $1,065 96 82 q7 
Middle Atlantic 78 —14 +1 7,809 9,084 7,756 84 74 Aa 
ast North Central 46 -29 —4 5,296 | 7,411 5,545 99 81 97 
West North Central 33 —36 +6 4,850) 7,595) 4,580 99 75 103 
South Atlantic... .. 33 —30 +1 3,075 | 4,401; 3,035 86 71 90 
South 1... 16 —27 b 1,662 2,269; 1,647 88 79 93 
West South Central. . 24 —15 b 4,025 | 4,740; 4,037 95 80 96 
Mountain. . . . 8 —32 -9 362 530 397 85 75 92 
Pacific. 26 —10 +1 8,834 9,764; 8,755 84 81 85 
U. S. TOTAL a 291 —22 b 37,031 | 47,352 | 36,899 90 78 91 

Bureau of the Census Current Statistical Service 


a Includes data for five firms not allocated to geographic regions. 


b Less than 0.5 percent. 








Collection per 


btained by dividing the collections on accounts during ‘the 





t are 
month by accounts receivable outstanding at the beginning of that month for an identi 


group of firms. 
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place-as top “scarcities” has been taken 
by lumber and rubber. Actual produc- 
tion of synthetic rubber has closely ap- 
proximated expectations, but the task 
of making the substitute as durable as 
the natural has not fully been accom- 
plished. Lumber is now short because 
of the enormous, and perhaps unfore- 
seen, jump in military demands, and 
because of manpower shortages. 


Aluminum output rising- 
Production of aluminum and mag- 
nesium is now more than six times 
what it was before the war, and output 
is still on the increase, with peak pro- 
duction expected to be achieved by the 
end of this year or early next year. 
Aluminum output is understood now to 
exceed 150 million pounds monthly. 
This record compares with a monthly 
average production of about 50 million 
pounds prior to Pearl Harbor. Gov- 
ernment-owned plants account now for 
about 49 per cent of this huge output. 
Magnesium output recently rose to 
about 35 million pounds monthly, al- 
most thirteen times the monthly aver- 
age of 1941. About 90% of this pro- 
duction is coming from government- 
owned plants. 

* ¢ « 


Aluminum uses extended — 
By recent amendment to aluminum 
order M-l-i, WPB has enlarged the per- 
mitted uses of aluminum, extending 
these to additional types of war and 
some essential industrial production, 
and to certain purposes where copper 
has been used. Some of the new uses 
permitted are: light data and instruc- 
tion plates; electric bus bars; electrical 
conductors and current-carrying acces- 
sories; cooling fans for electric motors, 
also structural parts where lightness is 
essential; also coils and fins for refrig- 
eration and heating equipment, for cer- 


_tain types of safety equipment and for 


X-ray equipment. The amended order 
also permits aluminum ingot to be 
added to galvanizing baths; permits the 
manufacture of aluminum bottom 
boards for use in foundries; aluminum 
jigs and fixtures for use in the produc- 
tion of aircraft; and the use of alumi- 
num in the manufacture of portable 
forest fire-fighting equipment and port- 
able power-driven tree-felling saws. 


* «es 


Metals for small plants — A 
simplified procedure has been adopted 
by WPB for allocating steel, copper 
and aluminum to 15,000 smaller manu- 
facturers of class “B” products under 
the Controlled Materials Plan, civilian 
goods and component-type products 
which use only minor amounts of con- 
trolled materials per quarter. These 
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AN OLD FRIEND 


This jolly fellow was a familiar sight in your depart- 
ment not many months ago. An amiable chap, never 
overstayed his welcome . . . never troublesome — 
and best of all he turned in some mighty attractive 
extractor profits at the end of each month. 

Of course the war has changed this, and ‘Juice King” 
is now busy day and night helping out Uncle Sam. 

But, there are brighter days ahead . . . and to 
prepare for these big days Juice King is continuing 
an extensive national advertising program in leading 
women’s magazines .. . blazoning the story of 
Juice King superiority. Keep your eye on Juice King. 

Buying an extra bond each month—is the least you 
can do. How about taking care of it today? 











NATIONAL DIE CASTING COMPANY 
600 NORTH ALBANY AVENUE ° CHICAGO 12, ILLINOIS 
200 Fifth Ave. and 23rd St.. New York 
THE WORLD'S LARGEST MANUFACTURER OF JUICE EXTRACTORS 
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HICKEY SALES CO. eee 


"STAR MOLDS 


»», This Colorful Holiday Wrapper 
“nobhalgt 





av ne 


Each “carton of six” is a Gift-package! In 

brilliant Christmas red and green. Perfect 

for window and counter display. At no 
extra cost to you or the customer. 


Order NOW for immediate delivery. 


Retails at A 


pm egeong Cm te 





LAW & FINANCE BUILDING -+- PITTSBURGH (19) PA. 











HOW THIS 
REPAIR REMINDER 


Can Help You 











It’s a red hot extra sales item in 
normal times—and it’s even hotter 
now! Repairs and “fixing up” are 
orders of the day. The Acme Cor- 
rugated Fastener display box, with 
the red, white and blue REPAIR 
label reminds your customer. It em- 


phasizes one important way in which 
he can tie-in with the Government’s 
conservation program. 


Put the Acme fastener box up in 
front—and watch it go to work for 
Uncle Sam and you. If your jobber 
can’t supply you, write us direct. 


ACME TACK POINT CORRUGATED FASTENERS 


—are used to repair furniture, screens, cabinets and other wooden ar- 
ticles. Easy to use they assure stronger joints easier and faster. With 
their long beveled points and sharp cutting edges, they penetrate, but 
do not crush the wood fibres. Every home owner, cabinet maker, car- 
penter and woodworking hobbyist is a prospect for this inexpensive 
Victory item. Insist on genuine Acme Steel wood joint fasteners. 











smaller manufacturers will deal directly 
with WPB district offices, instead of 
filing applications for materials with 
Washington headquarters. Applica- 
tions for materials for the first quarter 
of 1944 have already been filed, but 
these will be extended to cover the 
whole year, eliminating the necessity of 
quarterly applications. Manufacturers 
of “A” products, which are military 
supplies on direct contract with war 
agencies, will not be affected by the 
present decentralization program, nor 
will larger manufacturers of “B” 


products. 
ee 8 


Use of lead increasing—Lead 
consumption this year has shown a gain 
of 3,000 to 4,000 tons a month over last 
year, contrary to the earlier belief that 
consumption would decline. An ex- 
ample of the greater use of lead is the 
change in solder manufacture from the 
conventional combination of 50% lead 
and 50% tin to one of 97% lead and 
3% silver. Other factors responsible 
for improved consumption are the lift- 
ing of WPB inventory restrictions on 
lead, and the large amount of lead 
required for the expanded ammunition 
program. Production and deliveries of 
domestic lead are reported well below 
those of last year, and, if increased lead 
consumption continues, large imports 
will have to make up the deficit. 


General construction down— 
Private and public construction in the 
first nine months of 1943, in the east- 
ern states was 57 per cent under the 
comparable period of 1942; the Dodge 
statistical research service reports. 
September awards were the lowest in 
five years, or since Feb., 1938. The 
nine-month total of $2,623,839,000 com- 
pared with $6,111,765,000 in the 1942 
period. Non-residential building was 


down 61 per cent from last year, resi- 


dential building down 50 per cent and 
heavy engineering work down 56 per 


cent. 
ee 8 


Substitute resins — Industrial 
chemists cooperating with War Pro- 
duction Board and Navy experts, have 
developed several types of synthetic 
resin which can replace shellac for lead- 
ing uses. Production of these new 
resins has reached such volume that 
the Navy has transferred its large hold- 
ings of shellac to the Defense Sup- 
plies Corp., making them available to 
other departments for war purposes. 
It is anticipated, therefore, that larger 
quantities of shellac will be made 
availahle to industries which require 
this material to fill Army and Navy 
contracts. Towever, shellac for civilian 
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uses probably will not be available un- 
less and until India is able to supply 
greater quantities. 


Harmful anti-freezes — Fol- 
lowing earlier cautionary annaunce- 
ments, WPB on Oct. 30 halted all sales 
of an estimated 500,000-gallon inven- 
tory of two destructive types of anti- 
freeze solution, by amending order No. 
L-258. Only two types, says WPB, are 
considered safe; ethylene-glycol or 
alcohol, and ample quantities of these 
now are available in stock, to supply 
all essential needs, WPB said. The two 
types now prohibited from sales are 
(1) those compounded with inorganic 
salts, including calcium, magnesium or 
sodium chloride, and (2) petroleum 
distillates. These are generally cheaper 
in price than those two types desig- 
nated safe, but are highly injurious to 
copper radiators, rubber hose connec- 
tions, ignition systems and water pumps. 
Large-scale damage to motors last 
winter has been attributed to the un- 
wary use of these harmful products. 

* ¢ 


Borax supplies eased — Be- 
cause of the increased use of boric acid, 
both borax and boric acid have been 
removed from schedule A of WPB 
order M-161, which governs exceptions 
from inventory restrictions. The pur- 
pose is to subject these to the minimum 
practicable inventory restrictions, and 
make them more available for general 
consumption and use. 

eee 


Goggle materials — Restric- 
tions on the use of nickel silver in 
spectacle type goggles are removed by 
WPB amendment of Order L-114. Sub- 
stitute materials have been found un- 
satisfactory, and attempts to use them 
have greatly slowed up goggle produc- 
tion. Under the terms of the amended 
order, 10 per cent nickel silver may be 
used for any part of spectacle type 
goggles, except side shields, for one 
year (until Oct. 22, 1944), provided 
that at least 90 per cent of the nickel 
content of the nickel silver shall be ob- 
tained from scrap. 

* ¢ 8 


Regiona! construction appli- 
cations—to further its program for 
decentralizing, WPB has provided, ef- 
fective Oct. 25, that applications for 
beginning industrial as well as non- 
industrial construction, where the cost 
of the project is $10,000 or less, are to 
be filed with and processed by the field 
offices. Applications should be filed 
with the Regional or District Office 
nearest the location of the project. The 
authority extended to the field offices 
(with certain exceptions) also covers 
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NEW Know -How 


CONTAINERS 

















































For endless ways to conserve time, labor and machinery with 
graphite, see the 7-page booklet that’s fastened to the new Know- 
How Graphite Containers. Besides offering your customers a 
wealth of profitable graphite applications, these booklets give 
them detailed use-directions and much other information that 
guides them to get more service and economy out of graphite. 
Your salesmen will do a more helpful graphite selling job by 
learning more about graphite usage. 

See the new containers, too, for their many illustrations and 








‘tips on graphite uses. Your 
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JOSEPH DIXON CRUCIBLE C MPANY, JERSEY CITY 3, N. J. 


Canada: Canadian Asbestos Company «+ Montreal «+ Toronto * Vancouver + Winnipeg 














Pipe Joint Compound « Graphite Seal + Graphited Oils «+ Cup and Pressure Gun Grease 





Gear Lubricants * Waterproof Graphited Grease * Auto-Marine Grease + Graph-Air Guns 





Belt Dressing (Contains no Graphite) 
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Lathe Center Graphite Lubricant »« 
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OFFICE OF CIVILIAN REQUIREMENTS, wPB a J 


A recent study by the Office of Civilian Requirements concerning furnace 
requirements for replacement purposes revealed that approximately 77.41 per 
cent of the installed furnaces which will be operating this winter in the United 
States are in the central and western areas of the country. The eastern area 
represents 16.85 per cent and the southern area makes up only 5.74 per cent 
of total furnace installations in the United States. The shaded map, here- 
with, shows which states are included in the different areas. 

In processing furnace requirements the Office of Civilian Requirements 
had many variable factors to consider. For example, the effect of the degree 
day factor on distribution. The zero and subzero states have a relatively 
greater need for replacement furnaces than the milder southern states. It was 
therefore necessary to localize the sales and installation volume of furnaces 
over a period of years in order to plan distribution according to actual fur- 
nace use in the different areas. 








Advertising with a smile keeps millions of 
Treet fans friendly to this favorite blade. 
Good-humored, eye-catching advertisements 
like this are now appearing twice a week ial 
140 leading newspapers—deliver- 

ing more than 163,500,000 
memory - tickling ad- 
vertising impres- 
sionsevery month! 








for all standard 
single edge razors 


Treet Safety Razor 
Corporation 
Brooklyn 1, N. Y. 
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amendments to applications increasing 
the cost of a project to $10,000 or 
more, provided the increase is not more 
than 50 per cent above the original 
estimated cost. However, amendments 
to applications which had originally 
been processed by WPB in Washington 
will not go to the field offices. The 
new regulation also gives to Regional 
Directors the power to issue stop con- 
struction orders and revocations of pref- 
erence ratings, in the name of the War 
Production Board, where the project 
has been originally authorized by the 
Regional office. 


Resume weather forecasts— 
Weather forecasts, of the same type as 
issued before the war, now are fur- 
nished by the Weather Bureau for pub- 
lication in newspapers and for broad- 
cast by radio beginning Nov. 1. Re- 
strictions on weather reports have been 
in force since December, 1941. Many 
merchants will find the renewal of 
these reports helpful, and will again 
display weather bulletins in their win- 
dow, to emphasize seasonable offerings. 


Amateur’s radio sets—To per- 
mit radio amateur operators, under di- 
rection of the 0.C.D.’s War Emergency 
Radio Service, to make or transfer radio 
sets and electronic equipment for civil- 
ian defense emergencies, limitation 
order L-265 has been amended by the 
War Production Board. The amend- 
ment voids restrictions of the order 
applying to gratuitous transfers of 
electronic equipment to or for the ac- 
count of the War Emergency Radio 
Service by any person; and to the 
manufacture or transfer of electronic 
equipment for the account of the War 
Emergency Radio Service by any indi- 
vidual who is not a commercial pro- 
ducer or supplier of electronic equip- 
ment. It is good news that the Radio 
and Radar Division of WPB has per- 
mitted release of more than half a 
million radio receiving tubes for home 
radio sets. 

s * . 


Even “synthetics” now short 
—A tightening plastics situation has 
caused the War Production Board to 
permit the use of steel in overflow pipe 
for flush valves in plumbing fixtures. 
By revision of Schedule V of Limitation 
Order L-42, permission to use plastics 
for this purpose is withdrawn. Among 
chemical products to be placed under 
strict allocation on Nov. 1, by amend- 
ment to order M-340, are cellulose 
sponges. The military demand alone 
for cellulose sponges exceeds the sup- 
ply, hence the necessity for allocation 
to assure the most needed distribution. 
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cubic inches will be allocated. Four 
chemicals used as gum “inhibitors,” to 
prevent the accumulation of gummy 
substances in gasoline motors, will be 
placed under allocation as of November 
1 because of the tremendous inérease in 
their use for military gasoline, and the 
resultant tight supply. These are men- 
tioned in new WPB order M-354, as 
DuPont No. 5 and 6, and U.O.P. 4 and 
5. The maximum which may be ac- 
cepted by any one customer in any 
calendar month without WPB order is 
10 pounds of each, and no person may 
use more than 10 pounds of any one 
type of inhibitor in any month without 
WPB authorization. 


Machine tools—Shipments in 
September totalled $85,842,000, a de- 
cline of 3.2 per cent from the $87,405,- 
000 August figure, the Tools Division 
of the War Production Board an- 
nounced recently. Unfilled orders at 
the end of September totalled $333,119.- 
000, a decrease of about 14 per cent 
from the total at the end of August. 
Net addition of orders in September, 
i.e., new orders less cancellations, were 
$31,759,000, about 5 per cent less than 
in August. At the current rate of ship- 
ments, and if new orders and cancella- 
tions continue to follow present trends, 
unfilled orders will be cleared in ap- 
proximately four months. 


s6s.hUC<( tl 


Living costs turn upward— 
After declines in July and August, the 
living costs of U. S. wage earners again 
turned upward in September, according 
to the National Industrial Conference 
Board. The Board’s index rose 0.3 per 
cent from August to September, with 
all items except housing, and fuel and 
light participating in the slight in- 
crease. The level of living costs was 
4.4 per cent higher than a year ago. 
Food showed the greatest advance over 
August, 1942, with an increase of 8.9 
per cent. Other advances during the 
twelve months were: sundries, 2.7 per 
cent; fuel and light, 2.3 per cent, and 
clothing, 1.6 per cent. Housing re- 
mained unchanged. The purchasing 
power of the dollar, on the basis of 100 
cents in 1923, declined to 97.0 cents in 
September, compared to 101.2 cents in 
Sept., 1942. 


Late news notes—During the 
week ended Oct. 16 another new record 
was set in electric power production 
(4,382,268,000 kilowatt hours)—a gain 
of 17.3 per cent over the year-ago total. 
Freight carloadings in the same mid- 
October week totaled 912,328 cars—the 


(Continued on page 124) 
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All orders totaling more than 1,000 ! 











...What’s it all about? 


It's confusing, isn’t it? All this exciting publicity about miraculous 
postwar products probably has your head in a whirl. But don't build 
up exaggerated expectations that these revolutionary new devel- 
opments will be available the minute the war is over. The adapta- 
tion to civilian use of these wartime creatiohs will follow an orderly 
pattern that takes time. These new things are coming, but at some 
time in the future when engineering production and merchandising 
problems connected with them have been successfully solved, 

In the meantime, Sentinel is rolling out war material in 
quantity and accumulating the “know how” that will mean better 
Sentinel civilian products of the future... up-to-the-minute radio 
and electronic products for greater sales for Sentinel dealers. 


SENTINEL RADIO CORPORATION 
2020 Ridge Avenue, Evanston, Illinois 


Sentinel 


2ualily Since 1920 RADIO 
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Get SOILAX a mT 
Retail Prices: 25¢, 1% lbs.; 75¢, 5 Ibs. 
Economics Laboratory, St Paul, Minn. 
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SALES OF 1,233 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


September, 1943 Comparisons 





SUMMARY 
Sept. ’43 Sept. 43 
No. Stores vs. vs. Sept.’ 43 Sept. ’42 Aug.’43 
Sept."42  Aug.’43 
Total.... 1,233 —5 —1 $7,577,484 $7,963,804 $7,624,940 





First 9 mos., 1943 showed 3 per cent decline from 1942 
1943, $80,068,861; 1942, $82,480,359 




















Cumula 
Per Cent Change tive 
Number Sept. 43 Sept. ’43 Dollar Per- 
States by Regions of firms vs. vs. Sales cent 
reporting Sept.’42  Aug.’43 Sept.’43 Change 
New England De 77 —3 +1 619,397 —8 
Maine 10 +10 t 85,296 + 2 
Vermont & N. Hamp. ll — 6 t 166,928 —21 
Massachusetts ....... 37 —2 +2 261,832 —8 
Rhode Island .. . ad + 9 SD eae 
Connecticut 16 — 4 + 5 82,941 — 4 
Middle Atlantic w. ae — 6 —2 939,220 — 5 
Pennsylvania 129 — 6 —2 939,220 —5 
East North Central 372 — 8 $ 2,112,902 —9 
Ohio .. a | —5§ ¢ 619,947 — 8 
Indiana Ss 57 —12 b 4 284,676 —12 
OS See 84 —2 + 3 514,543 — 6 
Michigan .. . 89 —16 — 6 229,494 —10 
Wisconsin .. . 88 —10 —2 464,242 —12 
West North Central.... 161 — 8 +4 558,430 — 3 
see 49 —9 +4 198,221 —5 
Missouri ......... 38 — 6 +1 129,663 — 6 
Nebraska ......... 36 —7 + 6 104,330 +5 
Ree wii... ne +7 126,216 eo 
South Atlantic 46 — § 328,681 —lI1 
South Carolina .. 10 —10 — 6 62,665 —1 
Georgia ro 7, Se —]1 —5 124,514 +5 
ae: 16 +7 —4 141,502 +26 
East South Central.... 12 +1 —1 78,028 + 3 
Alabama ...... ; 12 +1 —]1 78,028 +3 
West South Central 112 — 3 —1 686.889 +1 
eT AS 4 +7 110,561 + 6 
Oklahoma ....... .. 39 — 6 —4 165,205 +11 
Texas &! veanud ae —2 —2 411,123 —4 
Mountain 88 —4 —1 605,261 $ 
Montana ee: —ll1 —2 132,782 — 3 
a 17 +9 + 8 108,013 + 6 
Wyoming * No i ear ‘ 
Colorado .. 27 —12 +1 118,351 +1 
New Mexico 6 +8 —9 130,689 —2 
DT eee ee 7 — 8 +10 34,621 +12 
SIRES AR OTS ee - tat Salt + Sean anes Saas 
Nevada i323 i ° acs en ae ee —_ 
Pacific .... 236 —2 —1 1,648,676 +2 
Washington . —9 —4 251,187 + 8 
Oregon 28 $ t 312.857 +5 
California .......... 168 —]1 —1 1,084,632 +1 
Chicago, Ill. ..... — | 3 +1 58,304 —4 
Los Angeles, Cal...... 20 +10 +1 124,147 —2) 
Portland, Ore. ..... 8 ¢ + 3 48,529 +21 
St. Louis, Mo........ s ce. cet ee ee 
San Francisco .. 21 —9 —9 60,013 +7 
Seattle, Wash. ........ ll —20 —9 29,202 +15 





* Note while stores in these states are included in grand total. figures for these 
states are not shown in this chart, because of insufficient data. For states marked 
# the change was less than 0.5 pcr cent. Compiled by Bureau of the Census, 
U. S. Department of Commerce. 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


A SURE CURE 


®@ This sensational plastic 
cork coating prevents condensation drip 








from metal, concrete, brick, wood, plas- | 


ter or composition surfaces. Perma- 


nently protects metal against rust and | 


corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a _ moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
4” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- 
cular about Con- 
densation Drip 
and its Preven- 
tion. 


J. W. MORTELL Co. 


Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 
















NOVEMBER l11, 1943 









UTILITY TAPE 
HUNDREDS OF USES 
INSULATES . WEATHERSTRIPS - PLUGS 
UP CRACKS -. MAKES PACKING OR 
GASKETS - CAULKS CASEMENTS 
GLAZES WINDOWS 

This new pli- 
able plastic 
doesnot 
crack, chip, 
dry out or 
shrink. Easy- 
to-handle, un- 
rolls like rib- 
bon and is 
ready for use, 
inside or out- 
side. Can 
be _paint- 
ed also. 















SIMPLE 
TO APPLY 


Mortite ad- 
heres to any 
clean, dry 
surface. No 
tacking or 
tools ‘needed, just press into place and it 
stays put. 

About 80 ft. to a box. Order through 
your Jobber. Nationally advertised at $1.25 
($1.40 west of Rockies.) 


Circular Free 





4. W. MORTELL CO., 508 Burch St, Kankakee, Il. | 


What Every Businessman 
Should Know 
About Congress 


(Continued from page 74) 


the bill under control or the time 
assignment, he,may be completely 
eliminated from the discussion. 
But at the conclusion of that 
debate, the so-called five-minute 
rule applies. A member may ask 
for five minutes to offer an amend- 
ment or to discuss the bill. 
committee chairman thinks the 





If the | 


amendment has sufficient merit, | 


perhaps 20 or 30 minutes may be 


| 
granted for the one amendment. 


A majority vote on the floor may 
determine the time allowed. When 
time is growing late, action may 
he taken to shorten the debate. In 


the Senate, they have no such | 


rules, and a member may talk as 
long as he wishes. 


Senate Procedure 


The Senate has its own proce- 
dure for the consideration of bills 
originating with it. Bills passed 
hy the House go to the Senate, and 


vice versa—to be referred to com- 


mittee, out of which they may, | 
In the 77th 


or may not come. 
Congress, the Administration had 
much greater control over the Sen- 
ate than the House, and it hap- 





pened with a number of very im- | 
portant bills that House action, | 


getting headlines throughout the 
United States, came to nothing, 
or were subject to drastic revision, 
in the Senate. When House and 
Senate have both passed a mea- 
sure, but in somewhat different 
form, it goes to a conference com- 
mittee, made up of men from both 
chambers. These work to secure 
a modified bill on which both 
houses will agree. 

In every Congress, bills reach 
the floor, and as business men 
discover their contents, represen- 
tatives are besieged with tele- 
grams, long distance calls, letters. 


With this knowledge of legislative | 


procedure, a hardware dealer or 


other businessman can understand 


the strategic importance of going 
to work in a situation weeks, per- 
haps months, before a bill reaches 

















[UFAIN 


“LEADER” CHROME CLAD 
STEEL TAPES 


(LL dats h 


NAW “ 4 7 AN e New Y 


TAPES « RULES « PRECISION TOOLS 





124 











the House floor. At that latter 
point, it may be too late for effec- 
tive House action—the hard work 
will have to be done in the Sen- 
ale. 


Easy to Check 


But if the existence of a bill in 
committee is known, it is possible 
to keep check on it. Your con- 
gressman will always be glad to 
report to you on the present status 
of a bill which has been intro- 
duced. Oftentimes, in informal 
conversation with the committee 
chairman, he can get a good pic- 
ture of the bill’s prospects. And 
while a bill is in committee, it is 
possible for interested and quali- 
fied individuals and groups to sup- 
ply the individual members of the 
committee with complete informa- 
tion, to exchange letters with them, 
to hold personal conversations, to 
appear at hearings. 


Were Not Followed 


In recent years, scores of bills 
have passed Congress and become 
law, containing provisions which 
obviously were objectionable and 
inequitable to certain groups. And, 
in the many cases, had _ these 
groups followed a bill closely, they 
could have secured elimination of 
the objectionable provisions in 
committee, simply by entering pro- 
test and stating their case. 


(All Rights Reserved, Bartlett Service) 


How’s the Hardware 
Business? 


(Concluded from page 121) 


highest in two years, and 1.2 per cent 
over the similar 1942 week. For this 
year to date carloadings were a shade 
under last year’s comparison. Heavy 
construction awards in the latest week 
were down again, to 42 per cent under 
the same 1942 week. This, however, 
was better than 1943’s showing for the 
10% months to date, which dropped 67 
per cent from a year ago. Department 
store sales in week of Oct. 16 were 13 
per cent higher than in the similar 1942 
week, the Federal Reserve Board re- 
ported. Totals for the four-weeks ended 
Oct. 16 failed to reach the dollar volume 
of the corresponding 1942 period. 

















In building the nation’s 
postwar products, many 
of the things considered 
“good enough” in days 
past will not be good 
enough in days to come. 


As manufacturers strive 
to improve their prod- 
ucts, so do we strive to 
improve tools that make 
and service them. After 
the war, better - than - 
ever Vichek tools will 
offer you excellent sales 
opportunities. 


THE VLCHEK toot co. 
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HARDWARE ror Oe EQUIPMENT 
Dteneemmll 


MUST COME FIRST! 








Hardware for work 
harness is important. 


But right now, hardware 
for battle equipment . 
helmets, cartridge belts. can- 
teens, first-aid kits . . . is 
even more important! 


That’s why production of 
battle equipment hardware 
must come first with North 
& Judd. That’s why it can’t 
always supply the particular 
item you want just when 
you want it. 


What About Repair Parts? 


If farmers are going to 
keep work harness in good 
condition, they’ve got to 
have ... you’ve got to have 

. repair parts. North & 
Judd realizes this. It is con- 
centrating all the metal and 
time allocated to it under 
Limitation Orders on the 
production of ANCHOR 
BRAND Harness Repair 


Hardware for this vital job! 





NorthaJudd 


MFG. CO NEW BRITAIN, CC 


NOVEMBER ll, 

















Southern California 
Conference 
(Continued from page 113) 


tioning of these commodities under 
the Los Angeles OPA offices, point- 
ed out. The total sales of heating | 
gas stoves in the area in 194] was | 
298,178 units while the present al- | 
lowable retail inventories will total | 
13,199 heaters and 4,469 gas cook 
stoves. 

Charles J. Reilly, local OPA of- | 
ficial, said that many times the 
hardware man feels OPA is unfair 
when it says its interest is in -the 
selling price and not necessarily in 
the cost. 

C. W. Danielson, head Los An- 
geles office of WPB, discussed re- 
cent changes in WPB regulations 
and said that as we come closer to 
our goal of winning the war we must 
think of civilian needs again. 


Lard Can Display 
Aids Fall Sales 


-FORNADAY HARDWARE 
Richmond, Ind., featiires lard 

cans early in the fall to establish 
their store as a source of supply in 


| the minds of farm customers. A 


mass display of 25-lb. cans are 


| shown on the floor and on a small 
| table facing the entrance. Custom- | 
| ers must pass this display as they | 


enter the store. 

During the summer months, lard 
cans were sold as a substitute for | 
cold pack canners and served very | 
well. Volume on this item should be 
up this fall, according to J. F. Horn- | 
aday owner, as farmers are expected | 
to do more butchering this fall than 


| heretofore. 


This mass display of lard cans 
was strategically located so 
that everyone had to pass it. 
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The Chicago “V”’-Belt 
Palley Display 










will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


Ask Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in %4” and %” bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 








ahi 


@ One constant factor in a 
world of change is tradition- 
al high quality that assures 
complete satisfaction in 
ownership regardless of the 
form in which the product 
appears. Depend on Ever- 
hot, after victory, for every 
innovation that is good and 
Everhot Quality in every 
appliance. 





THE SWARTZBAUGH 


MANUFACTURING CO., TOLEDO, OHIO 


FOUNDED IN 1884 


ROASTERS~APPLIANCES 








126 


| Coming Conventions 


and Events 


Ace Hardware Corp. annual con- 
vention and exhibit, Jan. 17-19, 1944, at 
the Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago, Ill, is secretary. 

Associa- 


25-26, 


Hardware 
Jan. 


Indiana Retail 
tion, annual convention, 
1944, at Indianapolis, Ind. Head- 
quarters and sessions at the Hotel 
Lincoln. G. F. Sheeley, 333 N. Penn- 
sylvania Ave., Indianapolis, Ind., is 
secretary. 


Iowa Retail Hardware Association, 
annual convention, Feb. 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotel Fort. Philip 
R. Jacobson, Mason City, Iowa, is sec- 
retary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 18-20, 
1944, at Minneapolis, Minn. Head- 
quarters, sessions and exhibit at Radis- 
son Hotel. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, Minn., is 
secretary. 


Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquarters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 

New York State Retail Hardware 
Association, annual convention, - Feb. 
8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 
at Deshler-Wallick Hotel. John R. 
Conklin, 175 S. High St., Columbus, 
Ohio, is secretary. 


Oklahoma Hardware and Implement 
Association, annual convention, Jan. 20- 
21, 1944, at Oklahoma City, Okla. 
Headquarters and sessions at the Skir- 
vin Hotel. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 


California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16. 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 

South Dakota Retail 


Hardware 








Build Steady Sales * -geoadl 
on popular 


MILWAUKEE 


BUILDERS HARDWARE 


Such features as easier installation, more at- 
tractive styles and designs, greater — 
and durability, easier, smoother operation— 

and ASSURED CUSTOMER Egan 
—are SALES BUILDERS for YOU when you 
stock and display the MILWAUKEE line. And 
today’s market is an active one—war housing, 
factory buildings, commercial buildings, gov- 
ernment offices, training camps, PLUS remodel- 
ling and replacement work. 






a 
Pivot Gravity 
Hinges 
“NU JAMB" 


Double Acting 
Spring Hinge 








MILWAUKEE @ 
Adjustable 

| Screen 

| Hinges 

Standardize on MILWAUKEE Builders Hardware 


Spring Butt Hinges—Spring Floor vom gy od Hinges— 
Sereen Door Hinges—Lavatory H 


MILWAUKEE STAMPING COMPANY | 
B16 B SOUTH 72nd STREET 
MILWAUKEE !4 . WISCONSIN 






The favorite 
glass cutters 
for over 
73 years 


LANDON P. SMITH 
ING 


IRVINGTON, WN. J 


Makers of 
Rad Devil 
Glaziers and 

Painters 

Tools 
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Output Distributed Through the 


isp 4 


LANTERNS 


Jobbing Trade Exclusively 

















. “CHIEF” 
DOUBLE - ACTING 


Rugged construction and high grade 


spring assure long life. Load carried 
by steel ball bearings that run in 
hardened ball cup and cone. Smooth, 
noiseless action. Adjustable spring 


tension and alignment. Holds open at 


90 degrees. Sizes for doors 114” 


to 3” 


thick. Reversible side plate for doors 


up to 1%” thick. Meets 


Specification FF-H-116A, 


Type 


Federal 


2334 


Materials and finishes in accordance 


with Federal regulations. 


it pays to recommend 


and 


sell ""SHELBY'' Quality Hinges. 


THE SHELBY SPRING HINGE CO 


SHELBY, OHIO 


i 


UILDERS HARDWARE 
Gycood Leviks tellr Avair 
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S. D., is secretary. 


managing director. 
Virginia Retail Hardware Associa- 


tion, annual convention, Feb. 21-23, 


and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 





Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 17-19, 1944, at Kansas City, 
Mo. Headquarters and sessions at the 
Hotel President. Frank H. Spink, 322 
Scarrett Building, Kansas City, Mo., is 
secretary. 


Wisconsin Retail Hardware Asso- 
ciation, annual convention, Feb. 1-2, 
1944, at Milwaukee, Wis. Sessions at 
the Milwaukee Auditorium. H. A. 
Lewis, Stevens Point, Wis., is secretary- 
treasurer. 










TOM TINKGR WASTED TOO MUCH TIME 
IN FUTILE DASHING FORTH AND BACK- 

1G BE COULD USE THAT WASTED TIME FOR 
SALES, HE THOUGHT, HED EARN MORE JACK 





| HE PLANNED HIS NEXT DAYS WORK 
| WITH CARE BEFORE HE TID BEGIN IT- 
| "TO CUT OUT ALL THAT WASTED TIME, 


AND UTILIZE EACH MINUTE - 
_ 
x 





Association, annual convention, Jan. 26- 
27, 1944, at Sioux Falls, S. D. Head- 
quarters and sessions at the Cataract 
Hotel. Earl Erlandson, Cottonwood, 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 24-25, 1944, at Los Angeles, Cal. 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 


1944, at Richmond, Va. Headquarters 








| 


| 















66.0. 5 PAT. OFF. 







Where the Need is Greatest 


SAMSON 


BRAIDED 


CORD 


serves best — now and always — 










whether for the many uses to 
which it is put by our armed 
forces, or, in peace time, for 








sash cord, clothes line, awning 
line, small lines, etc. All kinds, 
sizes, colors, and qualities. 








Samson Cordage Works 
BOSTON 10, MASS. 












SAMSON SPOT SASH CORD 













Reg. U.S. Pat. Off. 














LOWEST COST FOR 
HIGHEST DEPENDABILITY 

































Comparative, impartial laboratory 
wind tunnel tests plus road perform- 
ance under most gruelling conditions 
prove Luck-E-Lite gives greatest de- 
pendability at lowest cost. When you 
buy Luck-E-Lite you are getting 
actual predetermined safety. 


Embury Mfg. Co.,Warsaw, N.Y. 
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Sandpaper Package 
Has New Dress 


Sandpaper sheets in the handy size 
£ 4% by 5% in. are in packets contain- 
ing 20 assorted grits. The attractive 





counter display and the packets are 
printed in the color combination of red 
and blue on white. Behr-Manning 
Corp., Troy, N. Y. 


Reed Micrometer 
Booklet sd 


Four-page booklet on Reed mi- 
crometers, which are pow provided with 
graduations enabling readings up to one 
thousandth of 1 in. up to 3 in. There 
are many illustrations of the microme- 
ters in different sizes and the back cover 
is devoted to illustrations and descrip- 
tions of the Scherr limited budget in- 
spection laboratory. The free Reed 
maintenance service is also explained. 
Copies may be had on request. George 
Scherr Co., Inc., 128 Lafayette St., New 
York City 13. 


Beaver Pipe Tools 
New Literature 


New 1944 catalog that fully describes 
and illustrates the tools in the Beaver 
line including: ratchet threaders with 
open teeth and with closed teeth, 
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Beaverettes, which are one piece adjust- 
able tools, thin wheel pipe cutters, and 
sawing vises. Flas 47 pages and a com- 
plete index. It contains information on 
tue sulphurated threading oil, and the 
Beaver portable power units, The con- 
densed four-page catalog for salesmen is 
composed of much the same informa- 
tion that the regular catalug contains 
in a reduced form. Beaver Pipe Tools, 
Warren, Ohio. 


Wil-Son No-Slip Screw 


Made with two threads of different 
pitches. With eaca turn of the screw, 
the boards are pulled together by an 
amount equal to the difference between 
the pitches of these threads. Maker 
states when screw is properly installed, 
it will leave only a small hole that can 
be sealed easily wita plastic wood or 
other material for rust prevention. Can 
be used for building and repairing 
boats, trailer bodies, furniture and for 
sealing caskets. To install the screw, 
a hole three-fourth¢ the length of the 
screw should be drilled before the screw 
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is inserted. The top of the screw may 
be removed by a hard twist of a screw 
driver. Wil-Son Mfg. Corp., Chicago 
10, Til. 


3 





Colonial 
Fire Starter 


A quick fire starter for the furnace, 
fireplace, or outdoor stove that uses 
coal, coke, or wood. Maker states that 









” « Rew 
COLGING 
Fire STARTER 


there is no danger of flash or fire. 
Packed 12 starters per box, 12 boxes 
per case. Colonial Fire Starter Co., 193 
Winthrop Rd., Columbus 2, Ohio. 
Pipe and Tube 
Handbook 

Complete treatise showing methods 
and devices for bending pipes and tubes 
of copper and its alloys, Contains 80 
pages of text with 113 figures and illus- 
trations including 35 full pages of unit 
weights of tubes of different alloys with 
varying diameters, as well as informa- 
tion on the chemical and physical prop- 
erties of such pipe material. Step-by- 
step procedures for both smooth and 
wrinkle bending of large diameter pipe 
show methods and equipment in con- 
siderable detail are included. Copy 
may be had upon request. Copper & 
Brass Research Association, 420 Lex- 
ington Ave., New York City 17. 
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Our catalog is no colorful 
picture book—but it is easy 
to use and easy to find 
things in. It was devised for 
the superintendent, the mas- 
ter mechanic and the pur- 
chasing agent. 

It is a catalog of standard 
and special screws — wood 
or metal—stripped right 
down to facts and specifica- 
tions. If you haven’t a copy, 
please send for it now. 


MACHINE SCREWS 
SHEET METAL SCREWS 
MACHINE SCREW NUTS 


SPECIAL RIVETS 
All types of heads and threads 


 INEWIENGLAND BSCREW CO; 1 


KEENE, NEW HAMPSHIRE 


(ORPORATED 

















Look for the {rm-and-Hammer 


ARMSTRUNG BROS. 









All ARMSTRONG BROS. Pipe Cutters are 
made in all standard types. Each is a quality 
tool with hardened steel pins and _ rol.ers. 
“Saunder Type’’—hardened end of thrust rod 
bears on inserted hard steel block (double life). In 
“Drop Forged” and “Combination” types, which 
take either 1 or 3 wheels, a rep'aceahie hardened 
steel nut takes up tirust. In the “Birnes’’ type 
thrust rod threads through drop forged steel sec- 
tion. ARMSTRONG BROS. Knife Bade Cutter 
Wheels (smooth or knurled) have thin penetrat- 
ing edges thet hold their keenness because they 
are machines from special vanad'um tool 
steel, hardened and oil tempered. Fit all 
standard-make pipe cutters. 
Write for Catalog C-39a 


ARMSTRONG BROS. TOOL CO. 
“The Too! Holder People 

314 N. FRANCISCO AVE CHICAGO, U.S.A 

Eastern Worehouse & Sales: 199 Lafayette St., New York 
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Motorized 
Draft-O-Stat 


Designed to save fuel, it can be con- 
nected to operate either from the room 
thermostat or from the same terminals 
that serve the oil burner or stoker 
motor, The Draft-O-Stat sets itself for 





full draft when the room thermostat 
calls for heat, and the flutter swings 
freely. When the thermostat is satis- 
fied, the flutter opens wide, cutting 
chimney draft to a predetermined mini- 
mum and keeping the heat in the fur- 
nace. Can be used on coal or oil-burn- 
ing furnaces and is applicable to any 
conversion, according to the maker. 
With the return to oil after conversion 
to coal, the Draft-O-Stat can be in- 
stalled without change of wiring. Hot- 
stream Heater Co., 8007 Grand Ave., 
Cleveland, Ohio. 


Drill Press 


Said to Le perfectly balanced and 
vibrationless, the drill press is sealed 
against al] common hazards. Five pre- 
determined efficient speeds allow for 
every operation. Has new self- center- 
ing 30-deg. pressure angle, six-tooth in- 
volute spline, Tae quill is held by 
three bearings and this fact permits 
long holes to be drilled more accu- 
rately. Over 60 models are available in 
one, two, three and four-spindle types; 
high and low speed; bench or floor 
type; and slotted or trough table. 
Boice-Crane Co., 990 Central Ave., 
Toledo, Ohio. 


Hornstein’s 1943-44 
Catalog 


Contains 84 pages of information on 
model planes, tanks, albums, bill folds, 
pocket diaries, etc. Due to the paper 
shortage the format of the edition has 
been reduced to 5% by 8% in. Fully 
illustrated, the book has been stream- 
lined to do double duty. Merchandise 
has been carefully grouped. Special 
drawings and photos have been used to 
make the catalog interesting. Hornstein 
Sales, 320 W. Ohio St., Dept. HA, Chi- 
cago, 10, Ill. 





Fast-Selling NESTS 
and FEEDERS 


Ohitsace) 


by BROWER 


Masonite Presd- \_ ON 
wood Trap and aly “Tan tay 
Laying Nests...10 | “Jy m1 


and 15-nest sizes. | Wal rn 
(hep 


Retail from $8.95 
Masonite 


to $17.15. 
Masonite ey NESTS 


Feeder ... 5 ft. 
long (50 - hen 
cap.) ... metal 
re'nforced ... 
retails at $3.25. 


Masonite Broiler 
Feeder . . . 4 ft. long 
(feeds 59 broilers) 


Masonite 
. «+ metal reinforced 


FLOCK FEEDER 
. «. » feed-saving con- 


struction... retalls & 
at $1.60. 


Fibrehoard 
Feeder 
proof, 


Chick 
. - wutere 
paraffin dipped 
36” long ..- - 
. retails at 


Masonite 
BROILER FEEDER 

sturdy .. 

23c each. iz 


Re Prepare|—Order Far- 
ly! There WI!) Definitely 
Re a Shortage of Steel 


Feeders. 
BROWER 
Fibneboard 


CHICK FEEDER 


Wiite for LITERATURE and 
/ LOW DEALBR PRICES 











(ross tack 
Geers A COOD TACK 


TTT] 


Jacks and staples 


for new nequirements. 
M specialty -_~-- 


W.w. (ross & CO. INC. 


EAST JAFFREY. N.H. 





(AND THEY’RE ALL STERILIZED) 











FORGED BARS 

Wrecking — Crow — Pinch 

and Chisel; all tempered 

where strength is needed. 
+ & + 


BUTCHERS’ CLEAVERS 


High grade product, in sizes 
as permitted under WPB 
regulations 


SEAFOOD TOOLS 


Oyster — Clam Tongs and 
Knives; Nippers and Rakes: 
Fish Splitters. 

~ °° 


MARINE ITEMS 


Grapnels and Anchors. Sizes 
4 to 15 pounds 


ICE PICKS 


For Commercial and Indus 
trial use, as permitted by 
WPB. 

eee 


These and other BRIDDELL HAND 
TOOLS are marketed through regular 
supply channels 


CHAS. D. BRIDDELL 
INC. 


Manufacturers Since 1895 


CRISFIELD ® MARYLAND 

















Here's a hefty piece of mer 
chendise that pocks weight 
when it comes to drivin’ home 
plus sales and profits. The new 
2-3-4 cup VACULATOR is the 
onswer for o practical wall 
size. right-price vecwum coffee 
brewer. It gives women the 
MOST for their money, the 
BEST out of their coffee. For 
you i* presents extra opportu. 
nities for sweet-as-honey profits 
Place orders mow for the— 


2-3-4 CU 


MADE with 


PYREX 


BRAND GLASS 


ods will appear in LIFE, Soturdey Eve- 












Women's Home 


jobber — TODAY! 
HILL-SHAW CO. - Chicago 
= ZA 











We tell ‘em, you sell ‘em! VACULATOR 


ning POST, Lodies Home JOURNAL. 
OMPANION, The 
AMERICAN Magazine, and @ long 
list of other national publications. 
PLUS the American Weekly, in 20 
major Sunday newspopers. See your 











Queen Anne Star Molds 


Individual star molds packed in 
Christmas boxes, six molds to a set. 
The maker guarantees that the glass 
molds are heat resisting. Can be used 


oe 


a 
1 








axe 


either in the oven or the refrigerator. 
Each mold has a capacity of five ounces. 
Hickey Sales Co., Law Finance Bldg., 
Pittsburgh, Pa. 


Maintenance Booklet 
For Lawn Mowers 


Booklet containing 11 pages with an 
index on the inside cover. Topics 
covered in the booklet are how to put 
away the mower for the winter; how 
to store it; how to adjust it for the 
height of the grass; how to order spare 
parts, and how to “tune up” a mower 
for a new season. Included are comi- 
cal illustrations to prove points made 
and also illustrations of the parts of 
the mower. Coldwell Lawn Mower Co., 
Newburgh, N. Y. 


Fiber Shades Sell Well 
in Wartime 
HE D. & F. Kusel Co., Water- 
town, Wis., has a box of fiber 
shades near one of its main entrances 
which always attracts the attention 
of many customers. The shades sell 
from 10 cents to 49 cents and women 
often buy a number of them at one 
time. 


Customers Reminded 


Due to the fact that the shade dis- 
play is near the front door the items 
are suggested to customers before 
they leave the store. In this way 
many a woman stops to make a last 
minute purchase of an item which 
can always help to beautify the 
home. With these low prices every 
home can have fresh, clean attrac- 
tive shades at low cost. Every hard- 
ware store can push such a line in 
almost any locality. 










Are you gelting 


YOUR SHARE OF 
INDUSTRIAL ‘| 

SOLDERING IRON 
BUSINESS? ~— 






One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 


Illustrated here is No. 600-10 (100 
watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 


ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 





3656 LINCOLN AVE. CHICAGO, ILL. 








SPRADLING'S 


SPECIALS 


OVERNIGHT BAGS 


MONEY 
MAKER 


1. 


No. 74—Approx. 13 inches long. Made 
from assorted colors of fibre with a 
Leatherette gusset. Soft bottom. 

No. 71—15//”. Lacquered fibre. Stiff 
bottom. Leatherette gusset. 


MONEY 
MAKER 


2 


No. 72—Made from assorted colors of 
high quality, heavy weight Leatherette, 
with three snap buttons. Approx. 15!/2” 
long. 

No. 73—Same size. 
proof material. 
































Made from water- 





JOBBER 
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No. 4714 
Malleable Iron Mouth Bit 


SADDLERY HARDWARE 
AND HARNESS CHAINS 


A complete fast selling profitable line of 
well known Saddlery Hardware and Harness 
Chains for every known practical use. Ask 
for MIDLAND Brand when ordering from 
your jobber. 












No. 45 Heel Chain 


THE MIDLAND CO. 


Manufacturers—Incorporated 1911 
South Milwaukee, Wisconsin 


J 
MIDLAND 


No. 711 Hame Fastener 
— ll, 1943 





















HELMET 57 
SCALUETER . 


FOR THE BEST 
EQUIPPED FIGHTING 
MAN ON EARTH! 


We’re intensely proud of 








the fact that ours is one of 
the two plants in America 








producing the helmetsworn 
by our troops on the fight- 
ing fronts of the world ... and that we are also making 
anti-tank mines and seven other products needed by our 
military forces. While we’re unhappy on the one hand 
because we cannot fill the orders of customers who 
have been buying from us for many years, we know 
you'll be patient and understanding—and proud, too. 


SCHLUETER 


ng Ce. STLOUIS 


QF DELUXE HOUSEHOLD METALWARE 


Are On Every Fighting Front 


€ With the Army, the Navy, the 
Marines, on tanks and in airplanes .. . 
Diamond Tools are doing their part to keep 
Uncle Sam’s fighting machinery moving 
forward . .. They are used on the farm and 
in every essential war industry on the home 
front. 
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We’re doing our best to take care 
of our customers, but war needs. must 
come first. 


DIAMOND CALK 
HORSESHOE CO. 


Duluth, Mina. 


4622 Grand Ave. . . 
ROIS a 

































you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principal Products incivac. 


Tubing «+ Boiler 
Tool Steels « 


Bors + Shapes + Structurals « Plates « Sheets 
Floor Plates + Alloy Steels « Stoinless Steel 
Shafting «+ Screw Stock « Wire « Mechanical 


Bobbitt « Nuts + Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 


Call Ryerson when 


Tubes « Reinforcing Steels 


Plants at: 





tute. 





@a) KEY BLANKS 


from 

“America’s Largest Exclusive 

Locksmith Supply” 

In ordering, use any stand- 
ac 


ard manu 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 


turer's number. 












CLIP-RITE 


COOK'S 


SUPER VALUE 
NAIL CLIPPER 


Due to the wor, “Clip. 
Rite,” “Gem" and "Gem, 
Jr." Finger Nail Clippers 
are unavoailoble. Until 
conditions. permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 





Small and large 
sizes for holding 
tects, garden 
imole ments, 
kitchen utensils, 
ete. Ebony finish. 
Packed on cars, 
2 doz. to a hor. 
Units (2 dos. 
large & 1 dos, 
small). Retails 
at 10¢ each. Also 
bulk shipments 
to factories. Cir- 
culara on request. 


Gripper Clips 


Rentetored U S&S. Pat. Office 









@ GIBSON GOOD TOOLS, INC. 








Box 268 





Orange, Mass., U.S.A. 
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Correct Answers to 
“Test Your Hardware 
Sense” 

(Continued from page 102) 


l—Answer—The maximum 
rental that this business can af- 
ford is $1,305 per year. Dollar 
margin in the business is $8,700. 
Assuming that it cannot afford to 
pay more than 15 per cent for 
rent, 15 per cent of the dollar mar- 
gin of $8,700 is $1,305. 

2—Answer—Salesmen’s com- 
mission is $10. Find 10 per cent 
of $100, the retail price of the 
item. 

3—Answer—Customer _ should 
pay $7 for the repair job. Cost of 
labor and material for the job is 
$4.90. Dealer wants to make 30 
per cent margin, so subtracting 
this from 100 per cent leaves 70 
per cent of the selling price as the 
equal of the cost of the goods or 
$4.90. Find one per cent by divid- 
ing $4.90 by 70 and multiply by 
100 to determine what the cus- 
tomer should pay for the repair 
job. 

4—Answer—Sales volume of the 
business is $39,600. Since salary 
expense of $5,940 equals 15 per 
cent of sales, find 1 per cent by 
dividing this amount by 15. Then 
multiply by 100 to find 100 per 
cent or the total volume of the 
business. 

5—Answer—A’s percentage 
salary cost is 10 per cent of sales; 
B’s 15 per cent; and C’s 13 per 
cent. A’s yeatly salary amounted 
to $1,300 which is 10 per cent of 
his sales of $13,000 for the year. 
Figure B’s and C’s in the same 
manner. 


“Free Wate Scale” 
A Popular Asset 


S a service to its customers, the 
A D. & F. Kusel Co.. Watertown, 
Wis., have a “Free Wate Scale” 
which is increasingly popular with 
young and old alike. 

Placed at one side of the main 
entrance, the scale is used every day 
by some people anxious to check on 
their weight. During wartime, too, 
many war plant workers—men and 
women — have become highly con- 
scious of proper nutrition and weight 
factors, and these people use the 
scale very often. 





ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 








KEY BLANKS 


OF EVERY DESCRIPTION 
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Cotelogue on Request 
GRAHAM MFG. CO. 


ot. W. 
Derby. Conn. U.S A 

















STEEL BRICK HODS 


Hove been used 
for years 
because of 
their strength 
and lightness. 
All steel 


Prices 4 ill Interest 


2" x0" 
Bries x7” deep 


Me. 162 


The Cleveland Wire Spring Co. 
E 38th St and Hamiltos Ave. 


@ @ CLEVELAND OH1I0 @ @ 














if You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Iard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Ilardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HWARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 











HARDWARE AGE 
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FOR THE A aad ow Waa 


THE 


- DURATION.. , ' f HOLD VICTORY 


DRIVE! 




































we're working 100% for Uncle Sam. But . . our engineer- 

AN ing department is constantly experimenting with new SAVE TIME — SAVE MANPOWER! 
, , ; * * B its automatic gri re ‘ ' 
: 4 ideas and materials to assure GEP’s post-war line being enables the worker to hold, tempered” cetine md 
first with the best and latest . . as usual. pen oll ly hy hand -ground jeites unbreak- 
t-) ill. mum of time and effort, a neces sali ee oe 
ge. GEPHART MFG. CO Hold-E-Zee screwdriver is,  ™0st_ models. Advertised In 
| e e pose owe Any speeding Victory ~Peealar on a gre R.. 
1020 West Adams Street + Chicago, Ili. ee —— 
In additic e patentec “ee eee 

KS Specialists in Steel Fishing Rods f Gripper, Hold-E-Zees fea. Order Through Your Jebber 
p e ing Kods jor UPSON BROS.,INC., 84 Exchange S+., Rochester, N.Y. 

ON BAIT CASTING « FLY FISHING « SALT WATER FISHING 

TOOLS ARE WEAPONS—Take Care of Yours! 































































ee FAULTLESS CSE 

















cO INDUSTRIAL THE BEST MADE 
_ 
C A 5 T — ie S *Columbian Vises 
are the standard for 
strength, workman- 
—— @ SPEED UP PRODUCTION ship and depend- 
»S © SAVE MAN-HOURS ability. Columbian 
© MODERNIZE METHODS Vises offer your cus- 
been used tomers the greatest 
years © BRING WORK TO WORKER value in_ efficient 
suse of @ PROTECT FLOORS and economical vise 
strength write for particulars equipment. All 
ightness. : types for all work. 
| steel FAULTLESS CASTER CORP. See your distributor. 
Factory i 
It Interest Stratford ; ee, indione THE C ° LUMBIAN VISE & MFG. CO. 
3 Co. Ontario Branches in Principal Cities $017 Bessemer Ave. Cleve‘a:d 4, O. 
* * 





-PERFECTION 
MILK FILTER DISCS 






Advertised in Country 
Gentleman, Hoard’s 
Dairyman and leading 
state farm papers. Pre- 
ferred by hundreds of 
thousands of dairy farms 
for their trouble - free 
performance. Write for 
outline of complete mer- 
chandising plan. 


SCHWARTZ MFG. CO. 


Two Rivers, Wiscons:n 


YEAR ’ROUND 
SELLER! 


Installs in garage, base- 
ment, attic or playroom in 
winter — outdoors in sum- 
mer, 

Two saddle-type seats; ex- 
tra-rugged construction of 
hard wood for safety. 
WRITE TODAY for illustrated price Retails at $9.95 — at a 


list and cireular showing other fast- fine profit for you. Order 
selling wood specialties. through your jobber. 




































Hard- America’s Oldest Maker of Milk Filter Discs KOCK ON WCOD INDUSTRIES, Lid., Bloomficld, tows 

mploy- 

*r and 

els _re- 

is well 

t only a PR 

- read. ee SE oy ‘This fast cutting, easy operating tool, and other num- 

remit- bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 

AGE through your jobber; he can serve you best. 

hes GRASS AND HEDGE SHEARS UNAVAILABLE 

oe Distributors until the war effort is served. 


JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City SEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 


565 W. Wash. Bivd., Chicago Specialists in Garden Shears for Three Quarters of a Century 
aed 


RE AGEL VovEMBER 11, 1943 133 









































































se a 


eee 














[ Ghansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunilies 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ...... ‘ .08 
Positions Wanted 
(Special Rate) set solid, maximum, 
ee TE nn cndcees cacacsareescen $1.00 
Each additional word......... 05 


Allow Seven W ords for Keyed Address or Your Address 


BOXED DISPLAY RATES 


One inch 
E. 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
mot currency or stamps. 





IMPORTANT NOTICE TO 
“HELP WANTED" ADVERTISERS 
A regulation by the War Manpower Com- 
mission requires that all “Help Wanted’ 
Classified advertisements must include the 
following statement: 
"Statement of Availability Required"’ 








Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 




























frequent calling. If interested, write 





LARGE MANUFACTURER—AAA-1 RATING 
warehouses and factory branches has a number of territories in which it operates through 
manutacturers’ agents who are high calibre men in whom it has the greatest confidence—so ‘nuch 
so that it wants to see them grow in strength and prosperity. This company wants to contact 
a few manufacturers of products sold to automotive, mechanical, hardware and oil jobbers who 
are look ng for top grade manufacturers’ agents representation. The products thus represented 
would be non-competitive, such as, for example, accessory lines—heaters, spark plugs, radia- 
tors, fan belts, hose connections, thermostats and so on—and such lines would represent qual- 
ity, prestige and reliabitity. They need not be volume lines so long as they are substantial 
and call for trade coverage at least every 60 days. This company recognizes that the addition 
of one or two non-competitive lines to its manufacturers’ agents would benefit it indirectly by 
putting its representat'ves in a position to build more total volume that would support more 


BASIC INDUSTRY with national set-up of 


Box H-295, care of Hardware Age, 100 E. 42nd Street, New York City 17, N. Y. > 





SALES REPRESENTATIVES WANTED. 
Tools _and Specialties for Hardware, Electric & 
Mill Supply Trades now open in most territories. 
In reply state lines now handled and territory 
covered. Address Box No. H-254, care of 
Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. ; 








_DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
di i war representation. Address— 





WANTED — MAN _ EXPERIENCED _IN 
SCREWS, BOLTS, NUTS, WASHERS FOR 
SHIPPING DEPARTMENT WHOLESALE 
HARDWARE CO. 1! OCATED_INDIANAP- 
OLIS, INDIANA. STEADY EMPLOYMENT. 
STATE AGE, EXPERIENCE, SALARY EX- 
PECTED TO START AND DRAFT STATUS 
AND HOW SOON YOU CAN START. PER- 
SONS IN WAR WORK OR ESSENTIAL 
ACTIVITY NOT CONSIDERED WITHOUT 
STATEMENT OF AVAILABiLITY.  AD- 
DRESS BOX H-285, CARE OF HARDWARE 
AGE, 100 E. 42ND STREET, NEW YORK 
CITY 17, N. Y. 





FOR SALE B X CABLE—8000’-250’ ROLLS, 
14-3 WIRE. Make best offer on all or part. 
Peerless Vending Machine Co., 220 West 42nd 
Street. New York City, N. Y. 





WANTED: BY ZONE JOBBER in large 
Southeastern town, a man who could come in to 
the organization as head Stock Man and develop 
as fast as he is capable to Plant Superintendent. 
This man should be draft exempt, of mature age, 
and must be able to furnish excellent refcrences, 
both as to honesty and ability. Persons in war 
work or essential activity not considered without 
statement of availability. Address Box H-298, 
care of Harnware Ace, 100 E. 42nd Street, 
New York City 17, N. Y. 





ATTENTION MANUFACTURERS: DIS- 
TRIBUTORSHIP CONNECTION DESIRED 
for merchandise you can manufacture and ship 
now suitable for Hardware or Houseware Denart- 
ment trade. Organize to service Ohio, Indiana, 
Illinois, Michigan, Kentucky trade, Jobbers and 
Large Dealers. Reference exchanged. Reply to 
Box H-297, care of Harpware Acer, 100 E. 
42nd Street, New York City 17, N. Y. 


THIS WAR IS RAPIDLY NEARING it’s 
tragic end. Europe will want American made 
goods, and lots of it. What have you to ofter? 
I am going to cover all of Europe as soon as 
the war is over. I am thoroughly familiar with 
the continent, speak many languages, and have 
made many trips before the war. T shall be glad 
to sell your goods for you. No drawing account 
or expense account desired—strictly commission 
basis. Write Foss & Company, Vineland, N. J. 
Att: Mr. Louis Foss. 





ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! Nationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical 
and hard to get items you may just 
be looking for. For additional in- 
formation, write— 
Box 280, eare of HARDWARE AGE 

100 E. 42nd Street, New York City 








| 


& post 
L. Wolff, 420 Lexington Ave., New York 
ity. 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No 
ton large or too smal] for our consideration. Get 
our price betore yon sell. Write Box 500, 1474 
Broadway, N. Y. 





HARDWARE DEPARTMENT MANAGER, 
WELL ESTABLISHED department store offers 
permanent position, attractive salary and bonus 
proposition to experienced hardware man. If qual- 
ified with successful record and seeking better 
opportunity write or call—J. Grodzir. Zion Dept. 
Store, Zion, Illinois, Phone Zion 581. Persons 
in war work or essentia! activity not considered 
without statement of availability. 





WELL ESTABLISHED MANUFACTUR- 
ER’S REPRESENTATIVE AGENCY covering 
Minnesota, Wisconsin, Iowa, North & South 
Dakota with headquarters in St. Paul secking 
new lines on commission basis. Three active 
salesmen calling on jobbers, mill supply houses, 
railroads and industrials insures volume business 
for meritorious lines. Write Box H-286, care 
of Harvware Ace, 100 E. 42nd Street, New 
York City 17, N. Y. 





MANUFACTURER’S REPRESENTATIVES 
WANTED in all territories in the U. S. except 
the South and Southwest for popular hardware 
item, now available. Address Box H-296, care 
of Harpware Ace, 100 E. 42nd Street, New 
York City 17, N. Y. 





BUYER — FARM AND AGRICULTURAL 
SUPPLIES AND EQUIPMENT. MUST 
HAVE THOROUGH KNOWLEDGE OF COM- 
PI! ETE TINES. MAN WITH EXPERIENCE 
IN RUVING FOR MIDNOLE WEST AND 
NORTHWEST TERRITORY PREFERRED. 
REP'Y SHOULD GIVE COMPLETE AND 
DETATTED TNFORMATION AS TO EXPE. 
RIENCE. AGE. SALARY. ETC. PERSONS 
IN WAR WORK OR ESSENTIAL ACTIVITY 
NOT CONSIDERED WITHOUT STATEMENT 
OF AVAILARTLITY. ADDRESS BOX H-300, 
CAPE OF HARDWARE AGE. 100 E. 42ND 
STREET, NEW YORK CITY 17, N. Y. 
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NEED A GOOD HARDWARE MAN? Plenty 
of experience, 18 years one place as buyer. Do 
not drink, smoke or chew. Not afraid to work 
hard and long. Address Box H-294, care of 
Harpware Acer, 100 E. 42nd Street, New York 
City 17, N. Y¥. 





EXPERIENCED HARDWARE MAN wishes 
to go in partnership with established hardware 
concern in or out of town. Address Box H-301, 
care of Harpware Ace, 100 E. 42nd Street, 
New York City 17, N. Y. 





WELL ESTABLISHED factory distributors, 
carry stock and travel salesmen. ur customers 
are hardware, furniture, appliances, refrigeration 
and plumbing dealers. If you want wide distribu- 
tion to all Gulf Coast States, write at once C & N 
Sales Co., 817 Poydras St., New Orleans, 
Louisiana. 





BUYER — CAPABLE OF BUYING ALL 
LINES FOR HARDWARE WHOLESALER 
SUPPLYING RETAIL HARDWARE DEAL- 
ERS IN MIDDLE WEST. MUST HAVE 
COMPREHENSIVE KNOWEEDGE OF GEN. 
ERAL HARDWARE AND CORRET ATIVE 
LINES. GIVE COMPLETE AND DETAILED 
INFORMATION, EXPERIENCE, AGE, SAL- 
ARY, ETC. EXCELLENT FUTURE FOR 
QUALIFIED MAN. PER6ONS IN WAR 
WORK OR ESSENTIAL ACTIVITY NOT 
CONSIDEREP WITHOUT STATEMENT OF 
AVAILABILITY. ADDRESS BOX H-299, 
CARE OF HARDWARE AGE, 100 E. 42ND 





STREET, NEW YORK CITY 17, N. Y. 
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MASTER snctesteicd TOOL BOXES 


The FINEST-Line 
of Master Boxes 
Ever Made! 


Handled by 
more jobbers 
than any other 
line. 
* 


Available in 
restricted 
quantities 
Master Metal 
Products, Inc. 

Buffalo 4, N. Y. 








No. C-2019 
Length 19”; Width 7”; Depth 7” 
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ASBESTOS 


*“TRADE-MARK REG. 


AVAILABLE AND Nort LIMITED 


WICK with confidence . . . the dura- 
tion wick that quickly won its spurs 
and a host of friends as a “pinch 
hitter"’ for woven wicks curtailed dur 
ing this emergency (such as *FLAME- 
MASTER and **GLASWIK). A Good, 
4 Ply Asbestos paper wick guaran- 
teed to light quickly and give a 
satisfactory performance. Packaged 
attractively in Red, White and Blu> 
boxes. Counter ‘'Salesmen" (illus- 

trated) and other sales halps, 


all jobbers and dealers. 





* FLAMEMASTER 
** GLASWIK 


Keep asking for it. 


Production temporarily suspended 
by present emergency. 


‘ ORDER YOUR SUPPLY TO-DAY! 


ATLAS ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
North Wales, Penna. 





You can BUY and SELL VICTORY | 


in patriotic colors, available to 


Available in limited quantities. | 





‘ofits. 
can supply yo": 





MOORE PUSH-PIN COMPANY 














Since 1900 113-25 Berkley St., Phila., Pa. 












HARDWARE 
CLOTH 


@ Cortiand Hardware Cloth, 
made in beth standard and 
heavy grades, is heavily gal- 
vanized by our own special 
process, assuring long, hard 
wear. 

Standard grade is avail- 
able in 100 ft. rolls in 8 mesh 
sizes. Furnished in even inch 
widths from 12” to 48”. Some 
Heavy Grades from stock and 
Specials to order. 

Black metal strap holds roll 
firmly, making Cortland 
Hardware Cloth easy to 

’ handle—-easy to display. 








Note: Certain meshes, sizes and types of 
our wire products may not be available 
at the present time, due to simplification 
of production, necessitated by defense 
requirements. 


WICKWIRE BROTHERS, INC 


@WRbstat @ © twee ka Se 








LINOLEUM CEMENT 


layers for patching linoleum, 
stair treads and seams, etc. 
size jars and cans. 


DAISY BRUSH CLEANER 


Bristles are scarce. 
brushes perfectly. 10¢ 


a 25¢ economy package of 12 doz. 






t 


; SS MsSures = We Solicit Inquiries From Wholesalers. 
‘| PAINT BRUSH | 








Tiger Grip is a favorite with linoleum 
gluing 
In handy 


Daisy cleans paint 
carton; also 


CONSUMERS GLUE COMPANY-— since 190s—ST. LOUIS, MO. 


Profitable, Fast Selling Line Of Consumers Products 
Established Quality — New Labels — Convenient Size Packages 


CONSUMERS PATCHING PLASTER 


For cracks, holes and general use. Will not shrink or 
discolor. Mixes white in cold water. Does not require 
sizing before painting or papering. 1, 2% and 5 lb. car- 
tons; 2, 5 and 10 lb. paper bags. 


CONSUMERS CRACK FILLER 


Fills holes, cracks or breaks in wood, 
stone, etc. Mixes smooth, drys hard, 
stays put. 5 oz. and 1 lb. cartons. 


Ask For Our Folder Showing Products Of Merit. 
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HERE’S a 
LABOR 
SAVER 


in Demand and Selling on Sight 


DR RINEHART'S HANDY HOG HOLDER 


ma $450 Petai] | One man holds largest hog—easily 
edtee  peien —for ringing, vaccinating, castrat- 
90c. shipping | hug, etc. e end for large hogs, one 
for pigs. Worth its weight in gold 
to farmers short of help. Durable, 
doz. or larg- | good for a lifetime. Order Today 
er lots. for quick profit! 
oe. RINEHART'’S HANDY HOG HOLDER CoO. 
P. O. Drawer 1943 Galesburg, Iliaois 





Save 
Time 
Order i) charges pre- 
Direct paid any- 
from this\\ where on % 





Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 





COLUMBIAN ROPE CO. 













SANDVIK 


PULPWOOD SAWS 


AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 
° SAVE TIME 
* SAVE ENERGY 
¢ SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


47 WARREN STREET New York, N. Y. 














Genuin DOMES 2 SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 













Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metat beds, wood beds, lerge 
chairs and all furniture 








Ask your Jobber If he 


35 Pearl § 


DOMES of SILENCE Inc 
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Wood Shovel & Tool Co, The ... 50 
Worman, V. H., Associates ...... 132 
Y 
Yale & Towne M‘g. Co.......... 3, 24 
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==> NEW PROFITS WITH 


4 DAN: DEE 


REC.U.S. PAT. oFR. 


4 | “RUBBING FLOOR WAX 


i | A High Grade, Quality Prod- 
| uct... a Profitable Household 
Item for Dealers. 


Remember, DANDEE is HEAVY DUTY. 








Deolers and Jobbers 
Solicited 


TWIN GITY SHELLAC CO., .NC. 340 Flushing Ave., Brooklyn, N. ¥ 








When Peace Comes 


—Many a young man in our Armed Services 
will recall the dependable performance and 
personal protection he found in... 


MARBLES Outing Equipment 


In the meantime, your patience and loyalty to 
Marble's is appreciated. 


MARBLE ARMS & MFG. CO. 


540 Delta Ave. Gladstone, Mich., U.S.A. 











Changes 


New products and new trade 
names are constantly being 
added to the listings for the 
next Directory Number of 
HARDWARE AGE. 


Therefore, if you do not find 
in the current issue of the 
Directory Number the prod- 
uct you are interested in, write 
to the “Who Makes It” Editor. 
He'll be glad to serve you. 








HARDWARE AGE 


100 East 42d St., New Yor. vity 
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TO MERCHANTS 
who want to make 


move money 





@ There’s a tried and proven way to build up 
volume, win new customers, boost your busi- 
ness and make more money. It’s the remodel- 
ing of your store with a new Pittco Store Front. 


Write us today for our free book of facts— 
and plan to remodel your store with a Pittco 
Front when building restrictions are lifted. 
Pittsburgh Plate Glass Company, 2320-3 
Grant Building, Pittsburgh, Pa. 


PITTSBURGH PLATE GLASS COMPANY 
"PITTSBURGH sland fot Luality Class and hint 
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From 


JOBBERS 
Only 


"HOLDING THE LINE" 
FOR THE DURATION 


CAN OPENERS 
and EGG BEATERS 


So long as production for 
civilian supply is restricted, the 
distribution of Edlund Kitchen 
Tools will continue to be shared 
as equitably as possible on the 
basis of previous sales. 





















Here's the tool that helps clinch sales. You 
can demonstrate how the Bit-Guide avoids 


errors — speeds installation. Show your 
customer how it clamps on the door—self- 
centering, no measuring — it is a sound 


merchandising feature of the Dexter line. 
Write for details. 


DEXTER 
TUBULAR 


LOCKS and LATCHES 


+ READY FO 


R THE 


,_ ts it easier to bore 
a round hole, 

Or to mortise 
a square one ? 


You're the winner when you sell DEXTER-TUBULARS. Your customers 


win, too, in easier, faster installation, requiring far less time and expense. | / 


You or your customers will never be sorry, because in addition to all o j 
these advantages, DEXTER-TUBULARS are backed with a Life Time War. 
ranty — your guarantee, and the guarantee to your customers that thei 
satisfactory service will perform perfectly for the life of the building in 
which they are used. 


DEXTER-TUBULARS conform with WPB Regulations, including Hardware 
Order L-236. You are invited to write for full details. Let us send you 
the "Commander Line" Catalog illustrating DEXTER-TUBULAR Locks and 
Latches, and Cabinet Hardware that conform with Federal regulations. 


Write today — no obligation. 


PAE i 
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Manufactured by NATIONAL BRASS COMPANY 
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Many wonderful things are bound to happen after the 
Axis “gets the axe.” But progress in that better world 
will not depend entirely on radical change. There will 
be great new inventions and improvements, true. But 
the good old institutions will thrive as never before. 


Take the Manufacturer-Wholesaler-Retailer system 
of distribution for example. It always has worked well 
and always will continue. To you as a hardware retailer 
that system means that ONE SALESMAN brings you a 
complete selection of all merchandise. You deal with 
ONE house instead of hundreds, place ONE order, pay 
ONE invoice. It means less time spent in buying, more 


time for profitable selling. 


And another thing that will continue will be the 





good old names of reliable merchandise—names like 
VIKO and COMET aluminum ware. You can depend 
on that! When victory is won your wholesale szlesmen 
will bring you great values, greater profit opportunity 
in VIKO and COMET Aluminum ware than ever before. 


ALUMINUM GOODS MFG. CO., MANITOWOC, WIS. 


W Ul IRs 


THE GUARANTEED ALUMINUM 
A MIRRO PRODUCT 

















w 
THE POPULAR ALUMINUM 
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BOSS 


KEROSENE Wickless 
ae 2s BURNER 
STOVES * RANGES 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS”’ 
the Quality Leader. 





PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 


a ae a 
P| 


C-39-N Table Model 


VICTORY 
MODELS 


For the 
Duration. 








Nationally Famous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 








RATIONING RESTRICTIONS 


Rationing Certificates are required 
to make shipment of kerosene stoves. 


Same are shipped in order received. 


MODELS SHOWN NOW AVAILABLE 








RANGES ¢ STOVES *« OVENS °¢ HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 
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